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Sparks 


How many days till your C-Day? 
* + * 


Last week the stock market in- 
dustrial average hit a new high 
since Jan. 22, 1949, and passed the 
top attained on Nov. 4, 1948. 

* 


If all the money paid for so 
many of these projections on the 
possibility that business is going 
to be bad, sometime or other, 
were channcled into purchases, it 
would be a good thing for busi- 
ness. 





* . 
Change of Pace 

For the second time in the past 
30 weeks, loans to business were 
up in the week ended Aug. 10, ac- 
cording to the Federal Reserve 
Board. 

The $80,000,000 gain erased a drop 
of $55,000,000 for the preceding 
week, leaving a total of $12,906,000,- 
000 which was $1,907,000,00 off the 
total for a year Be°. 


_ Dealer Sales Top 48 


. Sales of independent retailers 
' during July were off 8 percent 
from the same month of last year 
for all but automobile dealers, the 
Department of Commerce reports. 
Auto dealers’ sales were up 15 per- 
cent over July a year ago, although 
down 5 percent in a “seasonal” 
| decline from June, 1949, 

| The government said sales of all 
independent retail merchants were 
11 percent under June. The drop 
under July, 1948, was said partly 
due to lower prices and seasonal 
factors. 


Top Cars 


New-car registrations for six 
onthe, plus nine states for 


Make 
Chev. 
Ford 


Austin 4,560—21 
Total All Makes 
2,248,163 1,730,137 
For further details see page 
82, today’s issue. 


Dealers Hailed for Role in Record Output 


By Pete Wemhoff 
Editor, Automotive News 


IHHROUGH aggressive selling 

efforts, auto dealers are the 

rime factor in making possible 
ecord factory 
production and 
eeping the na- 
on’s economy at 
gh levels, H,. C. 
Voss, Nash sales 
ce-president, de- 
lared last week. 
| “Recognizing 
t a great 


H. ©. Doss 
dealers have played a more 
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STUDEBAKER BRINGS OUT ITS NEW ‘'50s—On display at Studebaker dealer showrooms are the new passenger-car models, featuring 
a@ modernistic airplane-influenced front end. Note the fuselage-type hood nose, with a bi 


air openings. 
provide a smoother ride. 


Both Champion and Commander lines offer the new front end, along wit 
nstrument panels for the two Studebaker series are also new. Shown here is a Commander convertible. 


spinner surrounded by two separate sets of 
@ new coil-spring suspension system said to 


Ford Action Seen || 1950 Studebakers Feature 
New Front-End Styling 


| Awaiting Report 
| On Steel Wages 


By Mac Gordon 
Associate Editor 


A PAIR of approaching deadlines 
loomed last week as probable 
turning points for the lagging Ford 
negotiations. 

On or before Labor Day, the 
President’s three-man fact-find- 
ing board is expected to issue its 
report on the steel wage contro- 
versy. The UAW of course would 
use a wage-raise recommendation 
as a booster in its own negotia- 
tions. 

The second deadline will be Sept. 
13, before which any strike against 
Ford must be called for it to be 
legally recognized by the state of 
Michigan. Certification of the strike 

vote taken among Ford’s Michigan 
workers two weeks ago expires on 
that date. 

Thus, it appeared last week that 
showdown time for the fourth- 
round wage demands of the CIO 
will not take place until after La- 
bor Day. 

* 

ro negotiators confined their 

discussions to contract details 

last week, the 12th week since 

across-the-table bargaining got 
under way. 

Absent from the week’s sessions 
were John S. Bugas, Ford’s indus- 
trial relations vice-president, and 
Walter P. Reuther, UAW president. 

Reuther’s continued absence 
bolstered reports that the union 
had decided to bide its time at 
Ford until issuance of the steel- 
wage report. This report will also 
concern itself with pension de- 
mands—those being made by the 

(Continued on Page 44, Col. 1) 


* * 





FUTURISTIC front-end and a 

new coil-spring suspension dis- 
tinguish the 1950 Studebaker pas- 
senger cars unveiled over the 
weekend. 

Raymond Loewy, who styled 
the first postwar Studebaker 
three years ago, was in charge 
of the redesigning job. The new 
models signalized the South Bend 
maker’s intent to keep one jump 
ahead of competitive makes ap- 
pearance-wise. 

Other improvements in_ the 
Champion and Commander series 
include longer wheelbases, slight 
increases in horsepower, a higher 
engine compression ratio of 7 to 1 
and new and separate instrument 
panels for each line. 


+ * + 
A STUDEBAKER spokesman said 
prices of the new cars would be 
announced this week, after sam- 
pling of all dealers has been 
completed. 

The front of the 1950 Stude- 
baker embodies an airplane fuse- 
lage-type hood, flanked by airfoil 
front fenders and set off by a 
chrome “spinner.” 

In addition to providing an or- 
namental touch, the “spinner” aug- 
ments four frontal openings which 
direct air to the engine for maxi- 
mum cooling. The largest of these 
air passages consists of two oval- 
shaped honeycomb grille scoops lo- 
cated below the two smaller air 
channels which flank the “spinner.” 


Chrome moldings over’ these 
small twin channels contribute to 
an unusual decorative effect. Re- 
designed also are the headlamps, 





important part than is generally 
recognized in keeping factory 
output and employment high.” 

Doss was quick to point out that 
not all of the nation’s dealers are 
selling aggressively, but noted that 
there are “enough bright spots to 
carry the load.” He expects the 
bright spots to grow in number as 
more dealers return to the norm- 
alcy of a “trading business.” 

* * * 


ISCUSSING Nash, Doss de- 

clared his company plans to 
build about 61,000 cars in the last 
four months of this year, an in- 
crease of 25 percent over present 
schedules. 

He said dealer stocks are very 
low and “not selective enough,” 


adding that sales during the first 

10 days of August were the larg- 

est in history. This topped the 

similar period in July by 39 per- 
cent and a year ago by 52 
percent. 

Nash dealers are now retailing 
most of their used cars, wholesal- 
ing only those too hard to recondi- 
tion, Doss stated. The ratio of new 
to used-car sales has risen to one 
new car sold for every 1.2 used-car 
sold, compared with 1.06 new to 

(See DOSS, Page 44, Col. 3) 
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Production by Makes 


the frames of which are painted 


to match the body. 
* * * 


HeRAvs wrap-around bumpers in 
front are held by supports en- 
closed within tubular housings 
which are painted to match the 
car. All models have a new hood 
emblem as well as new hood orna- 
ments. 

In keeping with the new style 
lines are the redesigned rear fen- 
ders, also the airfoil type, and the 
large vertical tail lights which fit 
into the trailing edge of the fen- 
ders. Both front and rear fenders 
are the bolt-on type. 

The wheelbases of the 1950 
Studebaker models have been in- 
creased by one inch: Champion, 
113 inches; Commander, 120 inch- 
es; Land Cruiser, 124 inches. 
Overall lengths of the cars are: 
Champion, 197% inches; Com- 

(Continued on Page 43, Col. 1) 
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"49 Output Tops 
4 Million Despite 
Week’s Decline 


Wildcat Strikes Cut 
Total to 138,467; 
Inventory Shuts K-F 


By Bernie Thomas 
Associate Editor 


|B prenteiohen heavy production losses 
because of wildcat strikes at 
Chrysler division and Hudson, U. 8S. 
plants last Friday assembled the 
4,000,000th vehicle of 1949. 


Production during the week in 
the nation’s plants comprised 116,- 
762 cars and 21,705 trucks—a total 
of 138,467 units, according to AuTo- 
MoTiveE News estimates. 


This was some 4,000 units below 
the previous week’s outturn of 

120,169 cars and 22,046 trucks 

for a total of 142,215 vehicles. 

Lost through labor tieups last 
week was the assembly of at least 
5,000 cars. The tieup at Chrysler 
division also resulted in the closing 
of the DeSoto plant. In addition, 
Nash production at Kenosha, Wis., 
stopped early last Tuesday for 
model changeover. Nash plans to 
reopen Sept. 6. 

Kaiser-Frazer also is suspending 
final assembly for two weeks start- 
ing today (Aug. 22). The company 
said the shutdown will be used for 
inventory adjustment. 

* © 7 


AST week’s car and truck out- 
put was not too far off the 
previous week’s pace, because 
Buick, Studebaker and Packard put 
substantial production hikes into 
effect over the. week before. 
Buick’s problems, incident with 
shuffling a new model into pro- 
duction lines, were apparently 
solved. At Studebaker, a 5,600 
weekly car output pace appeared 
to be an early prospect, 
‘Notwithstanding the fact that the 
Chrysler strike at presstime Thurs- 
(Continued on Page 47, Col. 3) 


Wage Bill Faces Fight 
75-Cents-an-Hour Minimum Likely to Stick, 
But Coverage Is Disputed 


By William Ullman 
Washington Correspondent 


ASHINGTON. — Although tag- 

ged by Senate Democratic 
Leader Scott Lucas as one of the 
prime pieces of legislation on which 
the Senate “must” act before it 
adjourns, the House-approved min- 
imum wage bill is likely to find 
the going rough in the upper cham- 
ber. 

Sen. Ellender, Louisiana Demo- 
crat, is all set, with considerable 
southern support, to stage a bat- 
tle against it. Nevertheless, 
among informed Senate sources 
the idea prevails that the 75-cent 
minimum is likely to stick, but a 
hot fight is in sight over the mat- 
ter of coverage. 

Administration forces, it is said, 
intend to fight to widen the cover- 
age because the threat already has 


| been made that a Presidential veto 


is a possibility if the House-ap- 
proved Lucas bill reaches the 
White House unchanged. 
* e * 

|= administration proposal, 

sponsored by Chairman John 
Lesinski, Michigan Democrat, of 
the House Labor Committee, would 
have placed under its coverage all 
retailers whose sales are not made 
for private householder use or con- 
sumption. This would have made 
truck and auto dealers, for exam- 
ple, responsible to the law, where- 





as the Lucas bill excludes all retail 
establishments who do more than 
50 percent of their sales and serv- 
ice in their own state. 

This bill would also have in- 
creased coverage by about 600,000 
workers. The law now covers ap- 
proximately 20,000,000. President 
Truman had pledged not only to 
raise the minimum wage, but also 
to increase the act’s coverage. 

The House version, sponsored 
by Rep. Wingate Lucas, Texas 
Democrat, was substituted for 
the administration’s measure 
after a bitter floor fight. 

The measure is loaded with ex- 
clusions, the administration forces 
pointed out, and they have hopes 

(Continued on Page 48, Col. 1) 
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Automotive News Estimates 
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138,467 
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For complete production totals 
by makes, see table, page 47. 
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Freight Up, Labor Pending... 
Cost Trend incurtisin 


Price Cuts Doubted 


HE next few weeks should tell 

a lot about the whither of new- 
car prices this fall and winter. 

With steel and automotive 
wage decisions in the making, 
the uncertainty which has cloud- 
ed cost trends over the summer 
may be somewhat dispelled. 

Prices have coasted along on a 
plateau of high sales volume since 
June 1, when General Motors made 
the last passenger-car cuts. The 
next adjustment date for GM 
wages, and possibly prices, is 
Sept. 1. 

* * 


1 importance of labor costs to 
price-setting is again being spot- 
lighted in the current period of 
decision. 

GM dramatized this relationship 
on March 1 and again on June 1, 
the dates of the $10 to $40 price 
reductions and also of GM hourly 
pay cuts under the corporation’s 
cost-of-living escalator plan. 

The wage-price kinship will be 
further accentuated in the near 
future by the economic settle- 
ments at Ford and in the steel 
industry. 

Another factor complicating the 
cost outlook is the _forthcoming 


DeSoto Smashes 
Shipment Mark 
During July 


DETROIT.—DeSoto shipped more 
ears to its dealers during July than 
in any previous month in the divi- 
sion’s 21-year his- 
tory, it was an- 
nounced last 
week by C. E. 

Bleicher, DeSoto’s 
president. 

“The demand 
for our cars has 
never been great- 
er,” Bleicher said. 

“With materials 

in better supply, 

we have been able 

to use our tools CO. E. Bleicher 
and equipment to their full work- 
ing capacity. We are doing every- 
thing we can to supply our dealers, 
who are clamoring for cars.” 

Shipments during August were 
running ahead of those for July, 
Bleicher said. 


Florida Drivers Warned 


About ‘Diluted’ Gasoline 

MIAMI.—The state weights and 
measures department in Tallahas- 
see has issued a warning to motor- 
ists to be on the lookout for 
adulteration in gasoline. An _ in- 
creasing number of cases have 
been brought to light since a reces- 
sion in business. 

The state indicated that there 
have been no violations by major 
filling stations, but that at some 
smaller stands, particularly in rural 
areas, the practice appears to be 
increasing. Some wayside mer- 
chants, who also handle kerosene, 
are said to be peddling standard 
gasoline as high test, and diluting 
standard brands with kerosene. 


4 percent rise in railroad freight | 


rates, due to become effective Sept. 
1, Rail rates have increased by 57 
percent in the last three years. 

iz o * 


1 freight rise is one of the 
first in the class of direct auto- 
motive costs since last winter. 
Auto maker expenses for most 
items, with the exception of basic 


sheet steel, have been on the down- | 


grade for the past six months. 


A purchasing chief for one auto | 


producer estimates that the cost 
decreases have ranged from 1% 
to 8 percent. Part of the savings, 
he said, resulted from the elimi- 
nation of “extra” charges on 
steel-product purchases. 


es 





Still another variable in the situ- 


ation is new-car demand, which has 
remained at a lofty level in de- 


fiance of the seasonal tapering-off 


that operated prewar. 
* + * 


A UTO makers have simply been | 
under no compulsions to hack | 


away further at the price line, what 

with their sales spurting along. 
An eventual cutback in sales is 

expected sometime this fall, but it 


may not constitute a positive mo- | 
tive for any price-cutting unless | 


the decline is sharp, makers report. 
All car makers, 
baker and Chrysler Corp., had in- 


stituted price reductions this year, | 
as of last Thursday, when Stude- 


baker was still pricing its new 1950 
models. 

Both Ford and the steel makers 
have repeatedly warned that any 
increases in labor costs at this 
time will force prices up, in re- 
yersal of the general business 
trend. 


The President’s fact-finding | 
CIO’s steel, 


wage demands is expected to make | 


board exploring the 


its report about the end of this 
month. The report will not be bind- 


ing on either the management’s | 


or the union. 
* 7” . 


HETHER another GM price cut | 


Sept. 1 would start a round of 


price reducing in the industry is| 


problematical. 

The corporation’s price clip of 
March 1 was followed by a round 
of reductions affecting all makers 
but Chrysler Corp. and Studebaker. 
There were no followups, however, 
to GM’s cutback of June 1. 

Unveiling of the 1950 Buick 
Special line two weeks ago did 
not create the low-price stir that 
had been expected, although the 
new models are squarely in the 
middle of the lower-medium 

price class. 

Both sedans in the Sepcial series 
are priced upwards of $100 each 
over their 1948 model predecessors, 
which, of course, were styled along 
prewar lines. 

Some _ observers 
virtually the same prices for the 
new and old Specials in view of 
the two cuts in the Buick Super 
and Roadmaster lines since the old 
Series 40 went out of production. 

However, Buick General Manager 
Ivan L. Wiles said the new Special 
models had been priced “as low as 
possible.” 

—Mac Gorpon 


How Standard 4-Door Sedans 
Compare in Price 


Eprror’s Nors: Some controversy arose last week over compari- 
son of the new Buick Special with other makes. It was brought 
out that many are comparing the Special with deluxe lines of 
other makes. For clarification, Automotive News is printing below 


the advertised delivered prices of all the 
sedans, since the Special is regarded as a “stripped-down,” 


standard, model: 
Chevrolet | FL | oes 6. ee 
bees . 1,472 


Pontiac Chieftain 8. 
Oldsmobile 6-76 . 

Dodge Meadowbrook 6. 
BUICK SPECIAL 8. at 
Kaiser Special ME ccs ces 
DeSoto 6 

Studebaker “Commander 6. 


*Includes Hydra-Matic 
§Includes Prestomatic, 


standard four-door 
or 


... 2,157 

. 2,196 
2,207 
2,233% 
2,244* 
2,249 
2,296 
2,328 
- 2,395 


Buick Super 8. 

Nash Ambassador 6. 
Hudson Super Six............ 
Oldsmobile 8-88 Town........ 
Oldsmobile 8-88 .............. 
EE ira bis taeke ea cess 
Hudson Super 8. 
Studebaker Land Cc ruiser™ 6. 
Frazer 6 .... és - 
Oldsmobile 8-98 ceeccnsccvcns Me 
Lincoin V-8 ... --. 2,675 
Packard Super 8. cocccee Bee 
Chrysler Saratoga qa ceeecceee 83,6358 
Buick Roadmaster 8. . 2,735+ 
Cadillac 61 V-8. sone 
Lincoin Cosmopolitan Vv -8. 

Cadillac 60 Special V-8 

Packard Custom 8........... 

*+Includes Dynafiow. 
tIncludes Ultramatic. 


except Stude-| 


had predicted | 


trophy from W. E 


college scholarship, a special rin 
Detroit was second and Cleveland’ 
witnessed the event. 


s Charles 


dinner the evening before the race. T. 
is shown talking with F. G. Lyle, (left), 
Columbia, Tenn. 





the All-American Soap Box Derby at Derby Downs, 
and the Helms foundation medal. 
P. Muhi jr., 





_ Deroy Day atin 


SOAP BOX DERBY WINNER—Freddy Derks of Akron accepts the national championship 
Fish, general sales manager of Chevrolet, a few moments after winning 


Derks also received a $5,000 
Donald Klepsch of 
third. More than 50,000 persons 


Akron. 


DEALERS TURN DERBY FANS—Approximately 75 Chevrolet dealers and their wives 
attended the Soap Box Derby in Akron and were guests at a Chevrolet reception and 
H. Keating, general manager of Chevrolet (right), 
dealer at Cuyahoga Falls, 


©., and J. H. Dowling, 


Soap Box Derby Winner 


Gives Akron 3 of 12 


AKRON.—For the first time in 
the history of the All-American 
Soap Box Derby, a contestant from 
one city last week had won the 
race for the third time. It also was 
the first time that a boy from the 
same city’s local contest had won 
the race two years in a row. 

An _ estimated 50,000 .persons 
here saw Freddy Derks, 15, of 
Akron, become responsible for 
writing up the record books in 
that fashion, when he won the 
12th annual running of the boys’ 
classic, 

The Soap Box Derby is sponsored 
;every year by Chevrolet and vari- 
ous newspapers around the country. 

There were 148 boys in this year’s 
|race, each a champ from home- 
towns throughout the U. S., Alaska, 
Panama and Canada. 


a slender, black car which he 
| shaped from a walnut tree on his 
father’s farm. Less than four feet 
| behind him was a Detroit car, while 
another car from Cleveland fol- 
lowed by less than two feet. 

The first Akron champion was 
Claude Smith who won the 1941 
running. Last year Donnie 
Strubb, Akron winner, went on to 
take national honors. Strubb’s 
home, however, is in Warren, O. 
nationwide 


televised. A 


listeners everywhere. 
Among the boys who finished in 
top places were many who had 


raced in their own local derbies 
two or three times. Young Derks 





Young Derks rolled to victory in 


jarship for winning the race, 





For the first time the race was | 
radio} 
hookup described the final heats to | 


was runner-up in the Akron race | 
last year. Donald Klepsch, 14, the | 
Detroit champion, was a’ veteran | 


of three previous Detroit derbies, 
and Cleveland’s Charles Muhl jr. 
won his local race only after two 
previous tries. 

Other winners, who will receive 
trophies or awards, were Jerry F. 
Williamson, of Charleston, W. Va., 
who finished in fourth place; and 
Tommy Navrkal, of Nebraska City, 
Neb. 

Special awards went to five 
other boys. For the best-designed 
car, the Kettering Trophy was 
awarded John Penuelas, San 
Diego, Calif. The Chevrolet 
trophy for the best brakes went 
to Eugene Brosman, Erie, Pa., 
and another Chevrolet trophy, 
for the fastest heat went to 
Charles Muhl, Cleveland, The 
time of his fastest heat was 27.03 
seconds, thirteen-hundredths of a 


| second faster than that of Derks 


in the championship heat. 


Donald D. Niskanen, Flint, won 
the Shell Oil award for the best 
constructed car, and Bill Fry, Am- 
arillo, Tex., won the Collins and 
Aikman award for the best up- 
holstered car. 

Derks wins a $5,000 college schol- 
the 


(See SOAPBOX, Page 47, Col. 4) 


Bright-Colored Autos 


Called the Safest 

CHEYENNE, Wyo. — Brightly 
painted cars have less chance 
of being involved in accidents, 
asserts John E. Wiley, highway 
department engineer. 

The gaudier cars are safer 
than those which match the ter- 
rain because they can be seen 
better by other drivers, he said. 


Tucker Trustees 
Get Deadline 


Sept. 15 Now Slated 
For Decision on Firm 


CHICAGO.—Tucker Corp. trus- 
tees and other interests have been 
granted until Sept. 15 to report a 
reorganization plan or a conclu- 
sion that such a plan is not feas- 
ible. 

Norman Nachman, attorney for 
the trustees, said their proposals 
will be based upon engineering re- 
ports which have been made public 
and an audit now nearing comple- 
tion. 

Judge Walter J. LaBuy will be- 
gin to hear the case on Oct, 5, 
and will rule Sept. 13 on motions 
of defendants to dismiss the case. 

Meanwhile, Preston Tucker and 
his associates, who are defendants 


}in federal grand jury indictments 


charging mail fraud, Securities and 
Exchange Commission violations 
and conspiracy, lost their first le- 
gal skirmish when Judge LaBuy 
denied them the right to inspect 
the SEC report of its six-month- 
10ng investigation. 

In turning down the motion of 
Tucker, Robert Pierce and Harold 
Karsten, the court referred in an 
uncompiimentary manner to the 
tact that parts of the report had 
i1eaked out and been published. 


The defendants had made an 
issue of this point, contending 
that the report could no longer 
be regarded as “confidential.” 
“The objection of the govern- 

ment on the ground of secrecy 
puts the government in an anomal- 
ous situation,” Judge LaBuy said 
in making his ruling. 

“Confronted with the evidence of 
dissemination of the report to the 
public press by the Securities and 
xchange Commission, the district 
attorney finds himself on the horns 
of a dilemma when duty requires 
him to plead the confidential na- 
ture of the document sought to be 
protected. 

“To permit the SEC to expose 
the report to the public press 
and have the district attorney 

deny the same right to the de- 
fendants shocks the court’s sense 
of justice, fairness and right. If 
this were the sole ground urged 
by the government, this court 
would not deny defendants access 
to the report.” 





After delivering this rebuke,’ 


| sudge LaBuy declared that the 
motions were denied on the 
grounds that federal procedure 
grants defendants the right to ex- 
amine documerits only when the 
material was obtained from them 


and when it was obtained from! 


others by seizure and process of 
law. Neither procedure applies in 
this case, he added. 


K-F Reports Loss 
Of $2.3 Million 
In 2nd Quarter 


WILLOW RUN. — Kaiser-Frazer 
Corp. reported last week that it 
had absorbed a net loss, after tax 
carryback credit, of $2,336,518, equal 
to 51 cents a share, for the three 
months ended June 30. 

Edgar F. Kaiser, president, said 
that adjustments made necessary 
by K-F’s entrance into lower-priced 
and utility-automobile fields were 
reflected in the report. 

The second-quarter loss compares 
with a profit of $3,916,000, or 85 
cents a share, for the same quarter 
in 1948. 

“Since the introduction of the 
Traveler and Vagabond early in 
April, Kaiser-Frazer sales have fol- 
lowed a consistent upward curve,” 
Kaiser stated. 

“Retail sales in the June quarter 
substantially exceeded Willow Run 
| production, and manufacturing 
schedules during April, May and 
June were increased to almost 
twice those of the preceding three 
months.” 


L-M Offices Moved 


CHICAGO.—Lincoln-Mercury di- 
vision midwest regional and Chi- 
cago district offices have just 
| moved from 20 N. Wacker drive to 
| 333 N. Michigan Ave. The former 
| location will be restricted to Ford 
| car and truck operations. 





i 
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| Dealers toll me 


By John O. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 


ELLING' merchandise 

profit is nothing new. This 
technique was used in the markets 
of ancient Egypt. During the cen- 
turies that followed someone has 
always offered inferior merchandise 
or produce at lower prices. Mer- 
chandising methods have been im- 
proved through the ages. John 
Wannamaker in the early '90s, for 
the protection of the buyer, estab- 
lished the one-price system. 

Just now dealers are concerned 
over factories referring to the 
automobile business as a horse- 
trading business, One dealer says 
there might have been a lot of 
romance about horse-trading in 
the old days, but not much in- 
vestment was involved and both 
buyer and seller were aware of 
the risk involved in every deal. 

The automobile business to main- 
tain its volume, however, must be 
based on customer confidence. And 
if dealers are going to earn a living 
and protect their investment, horse- 
trading methods must not be en- 
couraged by the factory. Horse- 
trading methods have long been 


L.A. Dealers Buy 
4,000 Circus Tabs 


LOS ANGELES.—At “automotive 
night” at the Shrine circus in Los 
Angeles, dealers and their employes 
bought out the house with over 
4,000 tickets. Dealers participating 
in the event were as follows: 

Harry Mann (Chevrolet); King 
Motors (Ford); John Schleiffer 
(Chrysler); Barnett & Holland 
(Chevrolet); Wesse Buick; Art 
Frost (DeSoto); Les Kelley (Ford); 
Century Chevrolet; Bill Froelich 
(Ford); Howard Automobile Co. 
(Buick); Pelton Motors (Dodge); 
Langlois Bros. (trucks); Sparling 
Buick; Atwater & Fish (DeSoto); 
MeNeil-Stanley (DeSoto); Albert- 
son Bros. (Oldsmobile); Bellwood 
Chevrolet); Link Anderson (Pon- 
tiac); Bathrick (Pontiac); Stock- 
ton Quincy (Ford). 

J. F. O’Conner (Nash); Muller 
Bros.' (Oldsmobile); Al Nerney 
(Ford); A. E. Nugent (Chevrolet) ; 
J. B. Finney (Pontiac); Humphrey 
& Anderson (Buick); Nash-Cali- 
fornia Co.; Ben Barclay (Ford); 
Don Lee Cadillac; Jack Symes 
(Cadillac); Fortner Motor Co. 
(Ford); Martin Pollard (Chevro- 
let); W. A. Gulko Co. (accessories) ; 
Jim Waters (Dodge); Murphy- 
Oldsmobile Co.; Enoch Chevrolet 
Co.; Lonnie Hull (Dodge); Claude 
Short (Dodge); Al Steubling 
(Ford), and California Motors 
(Ford). 


Automobile Show Given 


By Littleton Dealers 

LITTLETON, N. H. (UTPS)—An 
automobile show, featuring the lat- 
est in automobiles, trucks and farm 
equipment, was held in connection 
with the two-day Littleton indus- 
trial exposition, sponsored by the 
local chamber of commerce. 

The car exhibits were arranged 
by the Littleton Automotive Deal- 
ers Assn. 
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| profit away 


|a dealer be fair? 
* 


| tion, 
|medium available for pointing out 





(a) mislead- 
(b) unfair to 
detrimental to 


Such methods are: 
ing to the public; 
competition; (c) 


| public confidence in business. 


* * * 


_There’s No End 


wo to the point, at a recent 
factory meeting proofs of ad- 
vertisements were distributed to be 
run over dealers’ signatures, in 
which the principle appeal was the 
“biggest tradein allowance in truck 
history.” One dealer wants to know 


what is going to happen to his| 


$250,000 investment in a_ special 
truck building, recently erected at 
factory urging, when all other 
dealers in the same line in the 


town are urged to move trucks | 


without profit. 


The sad part about cutting 
prices is that there is no end to 
the process. If one dealer cuts, 
another must. They all lose profit, 
but the volume isn’t increased. 
Cutting prices by overallowances 
or any other method is like tak- 
ing a hypodermic. It takes in- 
creasingly large doses to get the 
same effect. 


A number of dealers tell me that 
they are astounded that representa- 
tives of one of the big companies 
openly advocated dealers giving 
in order to keep up 
volume, Of course, for the factory 
volume means profit. But he says 
if sales have slowed down, or if 
there is over production, or the 
merchandise is too high priced, why 
doesn’t the factory take the cut 
instead of the dealer alone? 

* * * 


What Discounts? 


AROTBER dealer says it is piracy 
when the profit of the manu- 
facturer is created by the loss of 
a dealer. New cars and trucks have 
always been sold to dealers at a 
suggested list price at scheduled 
discounts. But the discount means 
nothing if we return to false mer- 
chandising standards. 

Before the war factories even 
produced moving pictures to be 
utilized in sales meetings advocat- 


ing and encouraging a sales tech- | 


‘Plan Auto Show 


nique that hinged entirely on an 
overallowance. 


Such action had the result of 
educating the public that one 
could buy any car or truck they 
wanted at the price they were 
willing to pay. 

Cutting prices by the dealer by 
the method of overallowance has 
no justification as an expedient to 
increase new-car and truck sales. 


It has a bad effect on the morale of | 


the salesman. The customer loses 


| confidence. If you overallow on one 


deal and not on another, how can 


* * 


| Seeking Relief 


HETHER the situation in con- 


nection with trucks is over pro- | 


duction or weak selling is not what 
is under debate. What is under 
consideration is the fairness of the 
factory in insisting that the sole 
answer to the problem is for the 
dealer to give away merchandise 


by way of long allowances while | 
ithe factory gets its profit on the 
|volume of units produced. 


In reference to factory execu- 
tives urging that dealers take 
their problems direct to the 
factory instead of trade papers or 


a@ great many dealers that they 
have tried many times to get 


| some relief from district, zone, 


branch or factory headquarters, 
but to no avail. In fact, the re- 


| sult of such pleas usually results 


in more force upon the dealer 
instead of less, 


A trade paper or dealer associa- 
dealers say, is the only 


what dealers think of conditions 
encouraged by factories which are 
inimical to the interest of the entire 
trade. 


without |condemned by merchants of all) 
| descriptions. 


| 


are tentative, but the dealers have 


| displays, 


Illinois 


associations, I have the word of | 


'3 Sales Clinies 





INDIANA DEALERS STAR AT GOLF—A record turnout was on hand for the annual golf 


| tournament and outing staged by the Indianapolis Automobile Trade Assn. 


of the man 
Thomas E. 
an association director; 
Side Chevrolet, Inc., 
Inc., (Chrysler), director. 


‘aul A. Kuhn, 
and East Side Chevrolet, 





Standing are Sam Abels, 
Grawmeyer, head of Indianapolis Nash, Inc., both association directors. 


Admiring one 


attractive prizes presented to the winners of the tournament are left to right, 
anika, manager of the association; 


James Birr of Birr Motors, Inc. (Dodge), 


association president, and vice-president of North 


Inc.; and Harold Johnson of Wilse-Johnson, 


used-car dealer, left, and W. A. 


Objective: Public Goodwill 


8-Point Program of Dayton Dealers Aimed 
At Improving Consumer Relations 


By Philip Greene 
Staff Correspondent 

DAYTON, O.—Believing they see 
the approach of a ‘buyer’ market,” 
the new-car dealers of Dayton and 
Montgomery county have embarked 
upon an ambitious public relations 
program aimed at the rehabilita- 
tion and protection of their posi- 
tion in the public’s eye. 

The Montgomery County Auto- 
motive Dealers Assn., composed of 
35 new-car and truck dealers of the 
county, has approved an_ initial 
$5,000 appropriation to carry the 
eight-point program forward. 


For the present, the program 
will consist of a series of 24 
newspaper advertisements, aver- 
aging one-quarter page in size, 
to be published in Dayton papers 
Aug. 23 and 24 and thereafter to 
the end of the year. 

The ads, besides proclaiming the 
civic and financial contributions of 
auto dealers to the community, will 
stress the idea of customers buying | 
their service, parts and used-cars 
from new-car dealers. 

“This much cf the program 
definite and set to go,” said E. C. 
“Buck” Crane, secretary-manager 
of the association. ‘The other points 


is | 


in them and| 


a genuine interest in th 


Buffalo Dealers 





Early in 1950 


BUFFALO.—Buffalo is going to} 
have an automobile show next year, | 
the Buffalo Automotive Trades 
Assn. announced. 

President Joe Vilia said the asso- | 
ciation will sponsor late in January | 
or early in February its first auto- | 
mobile show since 1941. The group | 
is considering a budget and a loca- | 
tion. 

The show will be similar to those 
held before the war, Villa said. It 
will include truck and accessory 
in addition to practically | 
all makes of U. S,. automobiles. 

“The shift of the automobile | 
business from a sellers’ to a buyers’ 
market is one of the factors spark- | 
ing the move for the revival of an 
automobile show,” Villa said. 

He pointed out demand is sstill | 
good and that sales in the Buffalo 
area this year probably will set an 
alltime high. However, he added, 
“the show will arouse new interest | 
in cars that might be needed 


around January or February.” 


Slates 


PEORIA, Ill.—Three more clinics 


|on sales and salesmanship will be 


sponsored for its members by the 
Illinois Auto Trade Assn. The as- 
sociation’s bulletin urged dealers to 
attend meetings “with your sales | 
force.” 
Still on the schedule are meet- | 
ings at Urbana, today (Aug. 22); | 
Centralia, Aug. 23, and Jackson- 
ville, Aug. 24. Similar meetings | 
have already been held in Syca- 
more, Ottawa and Galesburg. 


they should be put into effect as 
soon as feasible.” 


_As outlined in a recent associa- 
tion bulletin, the remaining seven 
points are: 


Sponsorship of “man-to-man 
agreements” calling for fathers to 
permit their children to operate the 
family car oftener if the youngsters 
sign certificates pledging them to 
specified safe driving principles. 


Sponsorship of motorcades for 
orphans or handicapped children 
to such events or places as cir- 
cuses, ball games and amuse- 
ment parks. 


Staging a “good” auto show, not 
held here since prewar days, and 
close cooperation with any and all 
agencies and individuals for the 
construction of a civic auditorium 
in which the show, as well as other 
public events, could be held. 


The offer of cash (up to $150) or 
tool prizes to the top graduates of 


|the automotive divisions of the 


public school system. 


: Operation of supervisory train- 
ing courses for key personnel in 


|the industry on a paid time basis, 


with instructors to be drawn from 
the faculty of the University of 
Cincinnati. 


Establishment of an employ- 
ment service at association head- 
quarters to assist in procuring, 


screening and placement of qual- 


ified personnel in the industry. 


Sponsorship of testimonial din- 
ners in honor of the oldest dealers 


|and the honoring of all personnel 
jin the 


industry for 25 or more 
years. 


Back of the announced details 
lie off-the-record statements of 
dealers indicating they wish to 
knock off some “rough edges” that 
sprang up in the industry during 
the wartime and immediate post- 
war 
back, they indicate, and the public | 
is climbing back into the driver's | 
seat. 


On the House 


| raise 


itest against the 
|drafted at the meeting. 








|;a new director 


_3 


| Rail- Rate Boost 
To Draw Blast 


‘At N.M. Parley 


SANTA FE, N. M. 
in 


—The recent 
railroad freight rates, 
which has boosted auto-delivery 
costs, is expected to be blasted at 
the annual meeting of the New 
Mexico Automobile Dealers Assn. 
Sept. 10 at the La Fonda hotel. 


It has been indicated that a pro- 
rates may be 


Knox Converse, Chrysler dealer 
of Albuquerque, said that because 
of the hike in charges he has 
switched to motor carriers and 
several local dealers have expressed 
a desire to follow suit. 


Truck freighting of cars costs 
Converse about $70 less on each 
carload of four autos than railroad 


\freight. He claims faster delivery 
|/and prompter payment on damage 
-|claims from the truck carrier he 


uses than from the railroad. 

H, L. Galles, Albuquerque Chev- 
rolet dealer and NMADA president, 
said that John W. Stokes, editor of 
“National Tax Control Service,” for 
auto dealers, will speak on income 
and estate tax problems at the 
meeting. 


Pa. Assn. Making 
Business Survey 


Among Members 


HARRISBURG, Pa.—The Penn- 
sylvania Automotive Assn. has 
asked its members to furnish it 
“confidential” information regard- 
ing the status of their individual 
dealership operations. 


Dealers were advised that the 
information was necessary to tie in 
with some plans “which will be an- 
nounced in the near future.” 

Specifically, dealers were asked 
to report on the following activities 
Over a six-month pericd for the 
years 1947-48-49: 


1. Sale of parts, retail and whole- 
sale. 2. Sale of accessories. 3. Fixed 
expenses (all departments). 4. Vari- 
able expenses (all departments). 5. 
Absorption. 6. “Get Ready” charge 
on new car. 7. Free service after 
sales per new car. 


And in conclusion, the question- 
naire asked: 


“In your opinion is your 1949 
product equal in quality to previ- 
ous models?” 


Castles Declines to Run 


For NADA Post Again 
ST. LOUIS.—Dave Castles, for- 
mer NADA president and treasurer, 
asserts that he is 
definitely not a 
candidate for re- 
election as NADA 
director for Mis- 
souri. 


Castles has 
been director for 
12 years and says 
that that is “long 


sellers’ market. Competition is enough.” Nomi- 


nating ballots for cee 
Dave Castles 
will be mailed at the end of August. 


Clay Doss, Nash sales chief, believes there’s still a huge market 
for cars if everyone—factory, dealer and customer—cooperates. .. . 


“Even now,” he says, 


“with a lot of dealers still not in there pitchin’, 
sales and production are setting records. 


What 


would it be if everybody was working at it?” ... 
Extremely dealer-minded, Doss thinks it’s a shame 
auto dealers aren’t being given proper credit for 
making possible record production and employment 
at the auto factories, and comes right out and says 
so (see story on page one today). ... 


Despite 
dealers aren't 


feet, Doss said, citing the 
of merchandise that hit a buyer’s market 
long ago. ... 
deaiers this philosophy: 
field visiting you,” he tells dealers, “I’m repre- 


lines 


Wemhoft 


a sharp drop in their 


profits, most 
letting moss grow under their 
contrast with other 


Doss tries to impress on his 
“When I’m out in the 


senting the factory. When I’m at the factory, I’m representing 


you. 


The ge day a hometown (Akron) boy won the Soap Box Derby 


for the third time (also second hometown boy in a row); 
grumble that Akron kids have advantage on own course.. . 


other cities 
. Maybe 


the solution would be a duplicate first prize if Akron boy captured 


frat. ... 


Pontiac officials threw luncheon last week in Detroit honor- 


ing Leon Pinkson, for 38 years auto editor of San Francisco Chron- 
icle; gave him plaque and desk pen set. 


Pete WeEMHOF?, 
Editor 
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AUTOMOTIVE 








Capsule Comment 


So that the taxpayer will know just where his money is 
going, President Truman reportedly will send a new type 
federal budget to Congress next January. 


That’s fine. Up to now all we’ve known is that too 
much of it has been going. 


Most of the used-car guides are now coming out every 
30 days. It wasn’t always thus. 


That must be how uncertain the experts think the 
market will be in coming months. 


Oil official predicts: Competition will force all important 
manufacturers to put automatic drives on their cars within 
the next three years. 


Wonder what kind of competition might be engen- 
dered to force all drivers to — sane driving habits 
so they might enjoy automatic living. 

* * * 


Sometime next week a “fact-finding” board is supposed 
to make recommendations regarding the contract dispute 
between the steel industry and the union. 


In our opinion the real facts are already too clear. 
Formation of that board may have been the birth of an 
industrial revolution. Let’s hope the baby doesn’t live. 


We would like to sound off as follows to those dealers who 
are aiding customers in the procurement of too-loose credit 
terms: 


When you turn over to an “alley” finance company 
a deal that your own finance firm wouldn’t accept, you 
are selling out of desperation. Those deals can come 
back to haunt you. 


Chances of Tucker Corp. getting into production of auto- 
mobiles is hopeless, it is reported, unless $71,206,283 is 
forthcoming. 

What with taxes, is there really that much money left 
around in capital resources? 


* * * 

There are said to be ample indications that a declining 
business cycle has turned the corner. The reason for such 
indications in the auto industry is good hard work by 
- dealers. 


Most dealers in Detroit, for instance, now welcome 
customers to their place of business as late as 9 p.m. 








IF YOU HAPPEN to be one of 
our misguided readers, who has 
formed the pernicious habit of 

pausing each week 


WE ARE on page 4 to read 
HEADED UP this column, you 
AGAIN! will probably re- 


call that on more 
than one occasion I have reiter- 
ated, “You can’t fool Wall Street!” 
By which trite remark, I mean to 
say that no matter how you and 
I may feel about the future, the 
stock market always turns out to 
be the reliable barometer. In fact, 
as recently as June 13, I men- 
tioned the fact that “I didn’t like 
the way Wall Street had been act- 
ing the past week or so.” But as 
if to prove that, although I sensed 
a disturbance, I was no expert, 
the New York exchange stocks 
have, on the average, advanced 8.7 
percent since June 15. In our own 
automstive division, the advance 
was 14.5 percent, and in auto parts 
and accessories, 10.6 percent. 

. 7 + 

WHAT THE stock market is in- 
dicating these days is only a con- 
firmation of what the general con- 
sensus of opinion among the econ- 
omists seems to be, namely: Mid- 
July was the turning point in a 
business recession which was really 
obvious just after the first of the 
year and continued for a six-month 
period. The slide downward hit 
practically every phase of Ameri- 
can industry. Automotive and con- 
struction seemed to suffer the 
least, but remember, spring is the 
selling season in both of these divi- 
sions. There can no longer be any 
question in anyone’s mind but 
what we are slowly climbing up 
from the low spot. It has been a 
healthy movement without panic, 
and the climb upward for the fall 
and winter season should be grad- 
ual and continuous. If we were a 
politician, whether Democrat or 
Republican, we would be shouting 
from the rooftops that we deserved 
all the credit. 

* * * : 

IN THE August issue of Chang- 
ing Times (the Kiplinger maga- 
zine) is an article which challenges 
every man who sits in the corner 
office. The question is: “Are you 
fit to be boss?” which is a little 
like the old question, “Have you 

stopped beating your 


ARE wife? Answer ‘yes’ or 
YOU ‘no’.”. However, I 
FIT? think you will be in- 


terested in giving a 
little thought to the subject so I 
will repeat the questions for your 
benefit and you can have it out 
with your conscience in the sanc- 
tuary of your corner office: 


], If you went away for a month, 
would the organization run 
smoothly without you? 

Can you make decisions 
promptly, without stalling and 
trying to pass the buck? 

Are you as careful in selecting 
and using your men as in buy- 
ing and using your machines 
and equipment? 

When you make a mistake, 
do you admit it? 

Do your employes know what 
you expect of them—and what 
they can expect of you? 

Are you ambitious—eager for 
personal achievement, finan- 
cial rewards, prestige? 

Do people join your organiza- 
tion because employes have 
recommended it to them? 
Are you calm when the going 
gets tough? 

Can your employes get in to 
see you and other executives 
if they want to? 

If you had your choice of any 
job in your organization, 
would you still want to be the 
boss? 


2. 


* * * 


OF COURSE, I know you meas- 
ure up to the specifications above 
because, in answering the ques- 
tions, I quickly convinced myself 
that I was the epitomy of what a 
“good-slave-driver” should be. At 
least in that first question about 
“getting away for a month.” On 
the basis of one good reason or 
another, I have been doing this 
for years; now, with the perfect 
alibi of a doctor’s orders. I find 
our organization here runs as well 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Model Changeovers 


You report there are no plans to 
stage a national U. S. auto show 
this winter season. By the time 
winter rolls around I’ll bet a lot of 
plants will wish they had made 
such plans. 

Say, haven’t you noticed a trend 
toward bringing back model 
changes to the fall season? Maybe 
the plants will get around to hav- 
ing a national auto event next 
year.—Prairig DEALER. 

* * * 


Not Scoundrels 


I am particularly happy to note 
of late that the auto factories are 
getting a little break once in a 
while on factory-dealer matters. 
This applies to Automotive News as 
well as other trade publications 
and the daily press. 

All factory officials aren’t scoun- 
drels, any more than are all deal- 
ers or all of any other class. We 
make our mistakes, certainly, but 
after all we are members of the 
human race.—Factory OFFICIAL. 

+ * x 


Rated Highly 

We have been a subscriber to 
AUTOMOTIVE News since you started 
publishing it. 

The writer, who has been a deal- 
er for many years, feels that AuTo- 
MoTIVE News has done as much to 
inform the dealer on how to mer- 


whether I am on the job or not. 
Some of my friends tell me it runs 
better. Anyway, I rate a 100 per- 
cent score on the first question— 
which reminds me of what a col- 
ored waiter recently opined: 
“There’s just one house rule all the 
members of this club live up to and 
that’s the rule about no-tipping!”— 
G.M.S. 


Address Editor, Automotive News, Detroit 26, Mich. 





;chandise automobiles as the fac- 


tories have. 

While on several trips I have 
missed one or two of J. B. Van 
Tassel’s series of articles on “The 
Fundamentals of Dealer Business 
Management.” I am very anxious 
to secure, when you have com- 
pleted this particular series of ar- 
ticles, a reprint of the entire group. 
—MonTANA DEALER. 


Coming Events 


SEPTEMBER 

Sept. 7-10 — Detroit (Book-Cadillac hotel 
and Masonic Temple). Third annual con- 
vention, National Used Car Dealers Assn. 

Sept. 10—Santa Fe. New Mexico Auto 
Dealers Assn. convention. 

Sept, 11-12—Myrtle Beach, 8. ©. (Ocean 
Forest hotel). South Carolina Auto Deal- 
ers Assn. convention. 

Sept. 11-13—Buffalo (Statler hotel). 26th 
annual convention and exhibit of New 
York State Auto Dealers, Inc. 

Sept. 19-20—Milwaukee (Schroeder hotel). 
2ist annual session of Wisconsin Auto- 
motive Trades Assn. 

Sept. 28—Burlington, Vt. 
Dealers Assn. convention. 

Sept. 29-30 — Atiantic City. New Jersey 
Automotive Trade Assn. parley. 

OCTOBER 

Oct. 9-11 — Galveston, Tex, 32nd annual 

convention of Texas Automobile Dealers 





Vermont Auto 


Assn, 

Oct, 9-11 — Cincinnati (Netherlands Plaza 
hotel). Annual convention of Ohio Auto- 
mobile Dealers Assn. 

Oct. 10-11 — is (Nicollet hotel). 
Annual convention, Minnesota Automobile 


Dealers ° 

Oct. 12-13—Atlanta (Ansley hotel). 1949 
convention of Georgia Automobile Dealers 
Assn, 

Oct. 14-15—Atlantic City. Tri-State Auto 
Dealers convention. 

Oct. 16-18—Edgewater Park, Miss. Ten- 
nessee Automotive Assn. convention, 

Oct. 16-18 — Jacksonville, Filia. (George 
Washington hotel). 19th annual conven- 
tion of Florida Automobile Dealers Assn. 

Oct. 18—New York (Hotel Astor). 10th 
annual meeting of Automobile Old Timers 
(K. TT. Keller, president of Chrysler, 
guest of honor). 

Oct. 23-25—Bliloxi, Miss. Automobile Deal- 
ers Assn, of Alabama annual meeting. 
Oct. 24-25—Grand Forks. Annual meeting 

of North Dakota Dealers Assn. 
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Profit Up for 4 Makers, Down for 3; 
One Company Shows Loss 


By George Deery 
Associate Editor 

LL AUTO companies, like all 
dealers—contrary to public 
opinion—are not making the high- 
ly publicized profits that meet the 

eyes of the general public. 
Eight of the 10 car manufactur- 
ers (Crosley on the New York 
Curb Exchange hasn’t reported 
yet) show a varied picture of 
earnings during the first half of 
1949. Pitted against four firms 
going in high gear in both the 
net profit and sales race are four 
other firms which prove that all 
is not gravy in the auto industry. 
The figures flashing on the cash 
register showed that an old and 
widely-known company failed to 
increase its profit for the second 
quarter. Net income of two others 
in both the past six months and 


Olds Is Stressing 
Sales Management 


In Conferences 


LANSING.—As part of Oldsmo- 
bile’s program calling for double its 
present force of 5,200 retail sales- 
men by the first of the year, 
sales-management conferences are 
now being held on a national scale, 
it was announced last week by 
G. R. Jones, general sales manager. 

“Not only sales managers of 
Oldsmobile’s 3,700 dealerships, but 
all male personnel of our 24 zone 
offices are attending these re- 
fresher courses,” said Jones. 

Meetings in the series of Sales 
Management conferences started in 
eastern cities last month. They are 
scheduled this month in Kansas 
City and Fort Worth. In September 
the travelling crew of instructors 
winds up the cross-country pro- 





gram with meetings in Los Angeles, | 


Oakland, Calif., and Denver. In- 
structors are P. N. Askounes, W. L. 
Webster and F. P. O’Connor, of 


the General Motors Institute 
faculty, 
Meanwhile, it was announced 


that more than 600,000 demonstra- 
tions of the new “Rocket” Engine 
have been given to American 
motorists as part of the “Make a 
Date with the ‘88’” campaign, 

“Dealers of the New York zone 
lead the race among 24 zones in 
the number of demonstrations,” it 
was stated by Jones. He listed deal- 
ers of Washington, D. C., Minne- 
apolis, San Francisco-Oakland, and 
Portland, Ore., as next in order in 
the nationwide drive to acquaint 
one million motorists with the 
“Rocket” Engine. 

Top Oldsmobile officials this week 
will start a series of sales meetings 
in the western half of the United 
States. In the group are S, E. Skin- 
ner, general manager; G. R, Jones, 


general sales manager; and L, F. 
Carlson, national merchandising | 
manager. 


First meeting is at Des Moines, 
Aug. 24, where they will be joined 
by W. O. Lampe, assistant sales 
manager in charge of the Midwest 
region. Successive meetings will 
then be held at Denver, Aug. 25; 
Seattle, Aug. 27; San Francisco, 
Aug. 31; and Los Angels, Sept. 2. At 
the latter meetings they will be 
joined by G. H. Natzel, Pacific 
regional panmnget. 


N.Y. Considers 


New Tunnel 


NEW YORK.— Construction of 
another tunnel under the Hudson 
river, between New York and New 
Jersey, is being considered by the 
Port of New York Authority, How- 
ard S. Cullman, chairman, has re- 
vealed. 

If constructed, the new tunnel 
will be between the Lincoln and 
Holland tunnels, Cullman said. 


Correction 


Aug. 15 issue of AuToMotTive News 
got way ahead of itself with a story 
that graduates of the Ford Mer- 
chandising school in the Southwest 
had held a reunion “last week” in 
Evergreen, Colo. 

Actually, the reunion of 80 alumni 
won’t be held till Sept. 9 at Trout- 
dale-in-the-Pines, 





230 was 
periods 


three months ended June 
behind that for the same 
a year ago. 


One lost substantial sums in spite | 
of good products and aggressive | 


sales methods. 
* * * 


HILE Chrysler, General Mo- 
tors, Nash and Studebaker 
were chalking up an average sales 


gain of 38 percent for the second | 


quarter and 30 percent for the past 
six months over comparative pe- 
riods in 1948, profits were leaping 
at an even greater average rate— 


47 percent for six months and 57} 


percent for the most recent three 
months. 

These four corporations are 
discussed together because they 
were the only ones to show gains 
in sales and profits for both the 
six and three-month periods. 

Profit gains’ by percentage 
each case for the six months were 
Chrysler 48; GM 47; Nash 47, and 
Studebaker 44, The climb in net 
sales for each was 43 percent for 
Chrysler; GM 28; Nash 21, and 
Studebaker 21. 

Hudson missed 
the above on a comparable basis 
because its second quarter profit 
was off 13 percent from the like 
period a year ago. Hudson does 
not release its net sales total quar- 
terly; only on an annual 
Packard, likewise, showed a de- 
cline in earnings, which eliminated 
it from the four companies named 
above. 

* * + 

OWEVER, including Hudson 

and Packard, the six reported 
net earnings of $218,339,182 for the 


latest quarter against $147,585,443 | 


a year ago. For the first six months, 
net income was $393,744,064. This 
compares with $270,728,307 
same 1948 period. 

Hudson’s net profit for the six 
months was $5,928,244 compared 
with $4,032,715 a year ago, an in- 
crease of 47 percent. It was in 
the second quarter that Hudson 
reported earnings of $2,250,008—a 
13 percent dip from the second 
quarter last year. 
Willys-Overland, reporting for 
nine months, said that net sales 
were down 17 percent and profit 

off 43 percent. Its decline in both 
sales and income for the third pe- 
riod, ended June 30, was much 
sharper. Sales slid 38 percent and 
profits fell almost 91 percent. 

* * ea 

AISER-FRAZER was also in the 

sadder side of the picture. Its 
report for six months showed a 
deficit of $8,141,816, compared with 
a net profit of $6,204,000 in the 
same period of 1948. 

The K-F quarter, ended June 30, 
wound up with a loss of $2,336,518. 
This compares with a net income 
of $3,916,000 a year ago. 

First-half net profit of Chrys- 
ler was $53,222,848, against $35,- 
786,010 for the corresponding pe- 
riod in 1948; GM, $303,678,643 
against $206,763,672; Hudson, $5,- 
928,244 against $4,032,715. 

Nash (for nine months) showed 
$20,250,063 against $15,446,528; 
Packard, $4,798,631 against $6,213,- 
805, and Studebaker, $11,724,931 


against $8,126,553. 


POTENTIAL MISS AMERICA—Phyilis Kess- 
ler, daughter of DeSoto District Manager 
Charles Kessler, has been named Miss Wis- 
consin and will represent that state in the 
national contest in Atlantic City. Kessler 
works in DeSoto's Chicago region, covering 
| dealerships in northern Wisconsin. 


in| 
| in relation to the inner pressure plate, this forces the steel balls out of their sockets and | 
This in turn forces the pressure plates apart and 

The ers in these sections could be made 


inclusion with | 


basis. | 
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Not All Gravy | 








AUTOMOTIVE NEWS, AUGUST 22, 1949 





BRAKE CYLINDER 
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CHRYSLER SELF-ENERGIZING DISC BRAKE 
(COMPONENT PARTS - RIGHT FRONT BRAKE) 


HERE'S WHAT GOES INTO CHRYSLER'S NEW BRAKE—These are the essential component 
parts of the Chrysler self-energizing disc brake. When the outer pressure plate is rotated 


up onto the small ramps in the plates. 
brings them in contact with the inside flat 


surfaces of the inner and outer housings. 


| 
| 


| eral 


| 
| 





reverse side of each pressure plate has six segments of brake lining material bonded to | 
its surface. This brake lining comes into contact with the flat metal surface of the housings | 
and stops the car. The spider serves as an anchor for the pressure plates. 


| 


| new cars, he said, 


| with dealers es- 


lonly a 


Pontiae’s Stocks 


33% of Normal 


Tradeins on New Cars 


Now 60%, Ward Says 


ONTIAC sales continue to zoom 

and dealers have only a 10-day 
supply of new cars on hand and 
in transit, Gen- 
Sales Man- 
ager L. W. Ward 
| told newsmen in 
| Detroit last week. 

Normal is a 30- 
|; day supply of 


Used-car sales 
also are heavy, 


timated to have 
13 to 
14-day supply, 





W. Ward 
Ward declared, adding that a 


L. 
30-day supply was normal in 
prewar, 

Ward said rural-area sales are 
the heaviest, but that no great 
increase in car allotments to deal- 


at present because the factory is 
| still following its postwar distribu- 


tion setup awn 
* * 


Ward said, new-car demand is 


Chr “ys ler Cor ‘P- Bri U ngs Out © | DESPITE near-record production, 
New-Type Dise Brake 


| braking effect, and he will be able | deliveries. 


DETROIT. — Chrysler Corp. an- | 
nounced last week that it had de- 
veloped an entirely new type of 
self-energizing hydraulic brake, 


|which will be standard equipment | 


on its Crown Imperial models soon 
to be introduced. 

The brake is disc-type rather 
than shoe-type. According to 
Chryler engineers it “represents 
the most important improvement 
in wheel brake design since the 
original introduction of hydraulic 
brakes. Disc brakes have been 
used on some other vehicles be- 
fore but the Chrysler brake is the 
first automobile wheel disc brake 
to be self-energizing. It also has 
many other new features which 
make it much better than any 
previous wheel brake.” 


The Chrysler brake is said to be | 


safer and to require less foot pres- 


| sure than any previous type regular 


brake (without booster). It is self- 
compensating and requires no serv- 
ice adjustment during the long life 
of its lining, Chrysler engineers say. 
Its self-energization, which utilizes 
the speed of the car to improve its 
braking action, together with its 
increased lining area, better cool- 
ing and greater rigidity, make the 
brake more efficient than any other 
type of automobile brake, they 
state. 

The driver of a car equipped 
with the Chrysler self-energizing 


make more successive stops under 


all kinds of conditions without 
noticeable increase in required 
pedal pressure cr reduction in 


Kelsey Designs 
Vacuum Brake 


For Trailers 


DETROIT.— The solution of a 
braking problem which has _ beset 
operators of truck-trailers since 
the trailer was invented has been 
reported by Kelsey-Hayes Wheel 
engineers after more than 30 
months of research and testing. 


The engineers stated they have 
succeeded in producing a supple- 


mentary electrically-operated vac- | 
uum-brake unit which assures | 


“lead” braking on the trailer be- 

fore tractor brakes are applied. 
The new system, according to 

the company, is simple in construc- 


tion, easily mounted on any truck- | 
trailer and virtually foolproof. It is | 


said to assure a greater degree or | 
safety, prevents “jack-knifing,” 
eliminates the need for hand cam | 
trol of brakes on sharp turns and 
hills and removes “lag-time.” 
Gentle pressure on the brake 
pedal instantly applies a prede- 


termined amount of braking on the | 


last axle, Kelsey-Hayes declares. 

The supplementary brake system 
is accomplished by the installation 
of a pedal switch, load switch, vac- 
uum reservoir, vacuum valve and | 
a third vacuum chamber. 


| to descend long hills with less 
|pedal effort and greater security, | 
| Chrysler states. 

Essentially, the 
brake utilizes two flat pressure 
|plates inside a flat brake housing 
instead of the customary curved 
| brake shoe and drum, This design, 
it is said, not only allows an in- 
crease in brake lining area of 
about 30 percent, but also improved 
cooling, and less possible deflection 
of the brake housing with conse- 
quent more positive contact under 
extreme braking conditions. 

The elimination of brake ad- 
justment reportedly is achieved 
through the incorporation of a 
self-adjusting mechanism which 
automatically compensates for 
lining wear during the life of the 
lining. 

To obtain braking, say Chrysler 
engineers, the plates in the new 
brake are moved apart until they 
come into contact with the inside 
flat surfaces of the rotating brake 
housing. The plates themselves are 
flat rings with segments of brake 


|lining bonded to their outside 
| surfaces. 

Between these plates are six 
|/round steel balls, each in small 


sockets on the inside surfaces of 
the plates. When the plates are 
rotated in counter directions, their 





out of their sockets and up onto 
small ramps in the plates and this 
in turn forces the plates apart. The 
self-energizing takes place because 
the movement of the car accentu- 


new Chrysler | 


wheel disc brake will be able to|™Ovement tends to push the balls | 


| still as great today as it was six 


;}months ago, with new orders con- 
|stantly filling the gap left by 


He sees no immediate signs indi- 
cating a return of the buyer's 


| market, observing that “I’ve never 





ates the pushing-apart action once | 


the brake 
plied. 
Chrysler engineers say they have 
| been developing the new brake for 
many months, and that it has been 
tested not only in the company’s 
laboratories, but also on thousands 
of miles of roads. 


pressure has been ap- 


seen the time you couidn’t sell a 
new car if you could handle a 
used-car sale.” 

Most dealers are getting into 
the used-car retailing business in 
earnest, he declared, 

About 80 to 85 percent of Pon- 
tiac’s dealers are of prewar vintage, 
Ward asserted, and the company’s 
total is now approximately 4,000. 

* + . 

IXTY percent of new-car sales 

now involve tradeins, he pointed 

out, while in prewar the average 
was 80 to 90 percent. 

About 70 percent of Pontiac’s 
new-car buyers trade in postwar 
autos, he estimated. Accessory sales 
have shown an orderly recession 
from the postwar peak. 

Dealer profits are holding up 
well, Ward declared, although 
they’re not at the postwar peak. 

Pontiac’s “bustle-back” line is 
now comprising about 65 percent 
of sales, rising from 50 percent 
at the start of production last 
winter. The sedan-coupe in the 
fast-back line, however, is very 
popular. 

Pontiac hopes to build 350,000 
cars this year. 

—Pete WEMHOFF 


Australian State 


Ups Title Fees 


SYDNEY, Australia. (UTPS)- 
The New South Wales government 
has increased registration fees on 
all types of vehicles to raise an 
additional $910,000. 

The tax on cars, trucks, tractors 
and trailers has been boosted 23 
percent; on motorcycles, 300 per- 


| cent, and for taxis, 50 percent. 





FISHER GUILD AWARDS—Sons of Fisher Body Division employes, whose model cars were 


entered in the Fisher Body Craftsman's Guild competition, 


received special awards from 


the Fisher Body division totaling $750. Three of the boys winning awards are shown with 


their checks while Carl M 
| McLean, extreme right, 
Herman J. Fischer, Plymouth, Mich., 
| Junior division, 
| Mich., 


oyer, 


boy is Elia Russinoff, Detroit, whose father is Evan P. 


director of industrial relations, 
secretary of the Guild, 
son of Herman Fischer, 
receiving $250; Jimmy Ahearn, 
employed at Fleetwood plant, third in the Junior division, winning $100. The third 


Fisher Body, and W. S. 
The boys (left to right) are: 
Fleetwood plant, first in 
Lincoln Park, 


looks on. 
son of Wallace F. Ahearn, 


Russineff, employed at Fisher plant 


27 and whose car won him top ranking and $250 in the Senior division. Russinoff's car also 


| won first Michigan state honors and regional honors for oe 
him to compete for the grand national awards, 
Fisher body winner, not shown in the picture, is Ernest Ornellas ir., 
| of Ernest Ornellas sr. of the Oakland (Calif.) Fisher plant. He won 


n and Ohio, thus entitling 
e made Aug. 24. Another 
San Lorenzo, Calif., son 
$100. 


which will 
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e waited a long time for “his” car, and happy was the day 
they painted on his monogram. . . . But look what happens—all day long, 
this car looks like “hers”! To school, to market, to bridge club 
—how it gets around in feminine circles! Automobile manufacturers, 
who want to catch and convince the real power behind the purchase. 


tell more, sell more, in the magazine many more women buy and believe in... 
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.--Wins national acclaim!—earns record 
favor for Chevrolet Dealers of America 


They came early and they cheered long, those 50,000 people from all parts of the 
United States who witnessed the 12th Annual Soap Box Derby at Derby Downs 
in Akron, Ohio. 


They saw the results of months of unstinting collective effort by the Chevrolet 
dealers of America and the co-sponsoring newspapers, culminate in the thrills and 
pageantry, the color and excitement of 148 young champions vying in the finals of 
“the greatest amateur racing event in the world.” 


And they recognized and applauded the inestimable service these citizen-business- 
men had so selflessly rendered to American boyhood, its ideals and its aspirations. 


The Chevrolet Motor Division, Chevrolet dealers and America’s leading news- 
papers are happy to provide this wholesome sporting competition for the thousands 
of American boys who participated in Derby activity across the country. 


They know that the Soap Box Derby represents another important reason why 
the Chevrolet franchise is the most valuable in the industry. 


And they know that in this endeavor, as in every enterprise they undertake, 
Chevrolet and Chevrolet dealers each year are going forward together to greater 
triumphs, greater popularity, greater leadership. 


Part of the huge crowd watching the 12th Annual All-American Soap Box Derby National Finals at Akron, Ohio. 


> 
* = 
ie x 


Fred Derks, Akron, Ohio, winner of the 1949 race, 
holding the Chevrolet National Championship 
Trophy at Derby Downs. 


6 


MILLIONS SHARE IN THE 


THRILLS AT AKRON 
VIA TV, RADIO 


ABC television and 
CBS radio network 
broadcasts attracted 
a vast additional Soap 
Box Derby audience, 
thus multiplying a 
millionfold the 
acclaim for all Derby 
sponsors. 
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The good will won at Derby Downs 
lives on in each Chevrolet 
Dealer’s community 
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The new Soap Box Derby Champ for 1949 has crossed 

the finish line—the big race at Derby Downs is over. 
But the rewards accruing to each Chevrolet dealer for 
= his part in the Derby go on and on through the years. 
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For his community is grateful to the man who makes 
possible the day that American boys talk about all 
year. Each Derby conducted in a dealer’s home-town 
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returned an immeasurable bounty of good will. Thou- 
sands of automobile owners and buyers remember the 
happy young faces of the hundreds of local boys as 


they raced in the Derby, and their esteem for the 
dealer grows. 
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Each year the Derby takes on more luster, more 
significance, more stature. Each year the dealers’ 


shares in the good will it begets increase in value 


b 


and scope. 
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Every boy who entered the Derby was a winner. 
Whether champion or the last to finish, he came away 


A 
\) 


Y 


rich in gifts of sportsmanship, character development 


and manual training—all invaluable assets for the 
American way of life. 


And every Chevrolet dealer won at the Derby. His 
reward was the good will that lives on and grows in 


his own community and in the hearts of all Americans. 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 
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By William Ullman 
Washington Correspondent 

ASHINGTON.—The_ Federal 

Trade Commission last week 
invited automobile manufacturers, 
retail dealers, auto financing or- 
ganizations and other interested 
groups to participate in a Wash- 
ington conference called for the 
purpose of “establishing trade prac- 
tice rules, designed to eliminate 
and prevent alleged deceptive 
packing and other related prac- 
tices in the sale and financing of 
automobiles.” 

The invitations stated that the 
conference would be held Sept. 
15 in the Department of Com- 
merce auditorium and that Act- 
ing Chairman Lowell Mason of 
the FTC would be in charge. 

It was pointed out that one 
aspect of the practices to be con- 


ADA Weighing Its Role... 


FTC Sets Agenda 
For ‘Pack’ Parley 





_ AUTOMOTIVE NEWS, AUGUST 22, 1949 _ 


sidered deals with the alleged de- 
ceptive means by which the “pack” 
is accomplished through failure to 





reveal material facts, “such non- 
disclosure resulting in concealed 
overcharges to the automobile | 
buyer.” 


* * * 


Amore the subjects suggested 
for consideration at the confer- | 
ence, the FTC announced, are the 
following: : 

Separate itemization in install- 
ment sales contracts of all the cost 
elements to the buyer; deceptive 
“packing” of finance charges; de- 
ceptive “packing” of cash delivered 
price; delivery to buyer of a copy 
of the duly executed retail install- | 
ment sales contract; practice of 
executing a retail installment sales 
contract containing blanks which 
are to be filled in later; disclosure 
to buyer in the retail installment 
sales contract of material facts | 








| new Hudson eight Commodore club coupe in @ month-lon 


center, won a one-third down payment on a 
contest conducted by the 72) 
Dement's 25-word entry about | 


CALIFORNIA WINNER—C. H. Dement, 7! 


Hudson dealers of southern California. Contest judges picke 
his impressions of the Hudson ‘revelation ride" as the winning entry from many thousands. 
Left to right: E. A. Jacquemart, Los Angeles zone manager for Hudson; Dement, and Jack 
Raley, Los Angeles Hudson dealer who issued the contest blank when Dement was having 
his 1940 Hudson serviced in Raley's service department. 


concerning insurance; failure of | under the chairmanship of William 
delivery to buyer of insurance pol-| Mallon, will meet Aug. 31 “to dis- 
icy or certificate of insurance; fail-| cuss, consider and arrange” 
ure to give adequate notice of can-| NADA participation in the confer- 
cellation of insurance; fictitious | ence. 
price reductions; misrepresentation The FTC’s invitation sets forth 
of prices or terms as “special”; and| that “any person, firm or organ- 
deceptive statements concerning! ization concerned with the prob- 
payments. lem of the automobile ‘pack’ and 
At NADA headquarters here, a| related practices may submit 
spokesman said that the organi-| suggested trade practice rules for 
zation’s public affairs committee,| the consideration of the confer- 


What the people wanted... 






























@ Our people know instinctively what they 
want—what is best for them—and they have 
a persistent habit of getting it. 

One of the things the automobile-buying 
segment of our population agreed upon was 
the real need for better visibility. And today 
practically all new cars are equipped with 
larger vision panels. Wider windshields and 
bigger windows have become standard with 
most of them. 

When you select the Safety Glasses for 
your cars, it will be to your advantage to 
insist upon “Pittsburgh.” That will be your 
assurance of quality Safety Glasses . . . prod- 
ucts with a record of unexcelled service in the 
automobile and aviation industries. And 
Pittsburgh Safety Glasses have the support of 
car buyers and manufacturers alike. 


Now mass-produced in curved as well as 
flat panels, Pittsburgh Safety Glasses are 
available to fill your needs. So, whenever you 
have a problem of glass application in the 
design and construction of your automobiles, 
consult our Safety Glass specialists. There’s no 
obligation. Pittsburgh Plate Glass Company, 
2286-9 Grant Building, Pittsburgh 19, Pa. 
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ence, as well as take part in the 
consideration and discussion of 
all proposals or suggestions for 
rules presented to the confer- 
ence.” 

The invitation continues in part 
as follows: 

“The conference will afford all 
segments of the industry an op- 


E | portunity to cooperate with the 


;}commission in establishing ade- 
quate rules for the elimination and 
| prevention of unfair competitive 
methods and trade abuses, thus 
affording protection to both indus- 
try and the public and guidance to 
| all concerned. 

“After the conference in Wash- 
| ington, on Sept. 15, and before any 
| trade practice rules are finally ap- 
proved by the commission, a draft 
| of proposed rules will be released 
|} and made available to all interested 
or affected parties for further con- 
sideration and hearing. 


“This subsequent hearing will be 
announced by the commission 
through public notice giving the 
time and place thereof; and ali 
persons, concerns, or organizations 
| affected by the rules, or having an 
interest in the matter, will be af- 
forded opportunity to be heard and 
to submit for consideration such 
pertinent comments, amendments, 
or views as they may wish to 
make.” 





* * * 


Curbs on Time Sales 


Take Effect in Ohio 

COLUMBUS, O.—A retail install- 
ment sales act, passed by the gen- 
}eral assembly, has just gone into 
effect in this state. It prescribes 
the form of retail installment con- 
tracts and fixes maximum charges 
for extension of credit in retail 
installment sales. 


The act requires that a seller 
must give the buyer an itemized 
statement showing the cash price, 
the down payment, unpaid balance, 
cost of insurance, if any, principal 
balance, amount of finance charge, 
time for payment and amount of 
each payment, etc. 

The law sets a base finance 
charge of 8 percent and a retailer 
may make a service charge of 50 
cents a month on the first $50 unit 
or part thereof, and 25 cents a 
month for each of the next five $50 
units. No charge may be made for 
delinquent payments less than 10 
days late. The retailer also may 
charge five cents per $1 for pay- 
ments more than 10 days’ delin- 
quent but not to exceed $3. 


Buick Pleased 
With Greeting 
Of New Specials 


FLINT.—The first week’s show- 
ing of Buick’s new Special series 
drew record crowds and an ava- 
lanche of new orders for all Buick 
models, the division claimed last 
week on the basis of a coast-to- 
coast survey of Buick’s 30 zone 
sales offices, 


Ivan L. Wiles, Buick’s general 
manager, and Otis L. Waller, gen- 
eral sales manager. reported that 
Buick dealers in all sections of the 
country hailed the introduction of 
the new Special series as “the most 
successful and gratifying new-car 
announcement in years.” 


“Our dealers noted genuine pub- 
lic enthusiasm for the Special’s 
unique styling, its smart appear- 
ance and roominess and its re- 
markably low price,” Wiles said. 


“The widespread acceptance of 
our new Special series, especially 
among owners in the lower-priced 
car group, has been phenomenal. 
Buick dealers uniformly reported 
that more people crowded into the 
showrooms and signed orders than 
at any previous new-model an- 
“ouncement.” 

Wiles reported “the new Special 
series had broadened Buick’s 
market coverage, while the Super 
and Roadmaster series cars contin- 
ued in very strong demand, 


“To satisfy this broader demand.” 
the Buick general manager said, 
“every effort is being made to ex- 
pand our overall rate of produc- 
tion.” 

Buick is producing its Special 
series at a rate “in excess of 800 
units a day,” Wiles said last week. 
Production of the new series will be 
expanded to approximately 1,200 
units daily “within the next week 
or 10 days,” he added. 
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THOUSANDS OF NEW CAR DEALERS HELPED WRITE THIS 


PORCELAINIZE 


TRADE MARK REG. U. S. PAT. OFF 


“PROOF OF PROFITS” BOOKLET.../IT’S YOURS FREE! 


at 


cE GU iD E TO eee 


CELAINIZE 


TRADE MARK REG. U. S. PAT. orf 








NATIONALLY ADVERTISED 








ROFITS 
















THIS BOOKLET presents a remarkable 
success formula which, when applied to 
your own business, can build new profits 
now—profits you can enjoy for years to 


come. It fully explains: 


W Porcelainize can be your third 


largest fource of Service Revenue, yielding 
profits better than 57% gross. 


Where you can set up a Porcelainize 


Department (in a space as small as 
10x23 ft.). 


How your service salesmen can 


easily double profits from this Porcelainize 


Department. 


y Cat never-ending help Porcelainize 


provides in merchandising and selling aids 


to back you up so you can sell the easy way. 


The Booklet sums up the experience records of 








New Car Dealers, and major motor car manu- 





ay facturers, their zone sales and service staffs. 
. ™~ Countless calls, over a period of 12 years, by the 


oe 
=> WRITE NOW FOR national field force of Porcelainize representatives 


FREE copy produced the facts in this fact-packed Booklet. 


It's yours by return mail. 







FREEMAN & FREEMAN, INC. 
600 GRANT STREET DENVER 3, COLORADO 


Please send us immediately, without obligation, a copy of your 
new "Service Guide to Porcelainize Profits." 











FIRM NAME______ 
ATTENTION OF:__ 
STREET AND NO. a os 
CITY a ; ZONE___ STATE 


MAKE OF CAR SOLD_O 
VERY IMPORTANT 












AN EXCLUSIVE NEW CAR DEALER SERVICE 
































More Gas Firms 
In Milwaukee 


Reduce Prices 


MILWAUKEE, — Further price- 
cutting of gasoline at certain filling 
stations showed up here last week, 
when independent dealers, mainly 
the trackage type, announced lower 
prices. 

Ben Bodner, president of Zenith 
Oil Co., with 32 leased or dealer 
stations, announced that 20 such 
outlets had cut the price on regular 
to 19.9 cents a gallon and 20.9 
cents for ethyl. 

Tanker Gas, Inc., operating eight 
stations, and Trackage Oil Co., with 
three stations, announced cuts to 
20.4 cents for regular and 20.9 cents 
for ethyl. 

Before last week, other independ- 
ent oil companies had cut to similar 
prices, these being Black Eagle Oil 
Co., Clark’s Super Gas and Wiscon- 
sin Independent Oil Co. These three 
companies are reported to control 
about 50 filling stations. 

Inquiry at the headquarters of 
Standard Oil Co. brought no price 






leather for the upholstery of a fine car . . 
smartness and service. « 

... the most enduring of all materials that can be employed. 

And its beauty is matched by its flexibility of application. . . 
serviceability to the customer . . . the pride the owner takes in the possession 


of a car so upholstered. + The feel of leather . . . the look 


of leather . . 


for durability and distinction . . 


THE UPHOLSTERY LEATHER GROUP+TANNERS’ COUNCIL OF AMERICA+100 


The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Lane, Newark, New Jersey + Conneaut Leather, 
Inc., Conneaut, Ohio + Delaware Tanning Inc, New York, N.Y. + Eag'e-Ittawa leather Company, Grund Haven, Michigan 
The lackewanna Leather Company, Hackettstown, New Jersey * Rudel Leather Manufacturing Company, Newark, New Jersey 





HELPING LEGION BASEBALL—Omaha Ford dealers presenting a 1949 Fordor Custom 
Ford to American Legion Post No. |. The car was donated to help promote advance ticket 


sales to the American Legion Junior Baseball ‘little world series’’ in 


Omaha, Aug. 3! 


through Sept. 4. Front row, left to right: Truman Morsman, commander of Post No. |; 


Morris E. Jacobs, committee chairman, and Lloyd Decker, Decker Motor Co. Second row: | 
Phil Gerelick, Burkhard-Gerelick, Inc.; Wayne Decker, Decker Motor Co., and V. J. 
Inc. Third row: H. P. Smith, H. P. 


hard, Burkhard-Gerelick, 


Smith Motors, Inc.; Norman 


Sample and W. C. Sample, Sample Hart Motor Co., and J. H. McFayden, McFayden's, Inc. 


cuts to light, although unconfirmed 
rumor had it that the company 
might cut soon. Their filling sta- 
tions were charging 27.6 cents for 
regular and 29.6 cents for ethyl, up 
to Aug. 15. Shell had cut to 25.9 
and 27.9 cents, respectively, the 
week before. 


Nothing takes the place of feather 


To the designer and maker of motor-cars, there is no substitute for 


. the very quality of leather yields to no other material 


. for the car that sets the pace for 


For genuine leather is smart .. . 


. for smartness and service. 


Knapp—Lockport 
Ralph R. Knapp, owner of Knapp 


Motor Sales, 57 Locust St., Lock- | 


port, N. Y., announces purchase of 
property at 180 Walnut St., Lock- 
port, for use as a parking lot for 
service customers. 


colorful 
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But Profits Drop for Most... . 


Industries Divided 
On Business Outlook 


NEW YORK. — Divergent views 
on the business outlook mark the 
replies of 185 manufacturing com- 
panies surveyed by the National 
Industrial Conference Board, 

Some industries, the board re- 
ports, feel that the major portion 
of their postwar adjustments is 
behind them and look forward to 
improved conditions. Others are 
now experiencing reduced orders, 
smaller backlogs, inventory depre- 
ciation, lower profits and other 
characteristics of contemporary 
business adjustments and are not 

| very optimistic regarding the prob- 
lable time when their operations 
will stabilize and begin to pick 
up again. 

Three quarters of the compan- 
ies, however, foresee a decline in 
profits in 1949 as compared with 

1948. The principal factors con- 
tributing to lower profits, as re- 





FOR BURABILITY 
AND DISTINCTION 






ported by the companies 
participating in the survey, are 
lower volume of sales, inability 
to reduce operating costs ade- 
quately, inventory losses and 
lower selling prices. 

Half of the companies expect 
fewer new orders in the second 
half of 1949 than in the first, and 
three quarters foresee a still poorer 
showing compared to the last six 
months of 1948. 

A notable exception is found in 
the case of the petroleum industry, 
according to the survey report, 
which says: 

“Although this industry suffered 
as a result of a mild winter last 
year, prevailing opinion of cooper- 
ating petroleum companies is that, 
if normal weather prevails, orders 
will be approximately 10 percent 
higher during the last half of this 
year than during the same period 
last year. Most food companies 
also report that they expect to 
better 1948 orders and shipments.” 

The survey found that indus- 
tries hit hardest with respect to 
new orders include the foundries 
and steel companies, electrical 
appliances and supplies, electrical 
machinery and office equipment. 

An appreciable number of com- 
panies feel their inventories are too 
|high, “but for the most part, this 
is the result of the recent drop in 
sales,” the survey report declares. 


Nevertheless, a substantial num- 
ber of companies state that they 
are still doing everything possible 
to reduce their inventories so that 
any further drop in business or 
\further decline in prices will not 
result in severe inventory losses. 


Most companies, however, report 
either that they have already writ- 
|ten off the depreciation in their 
| inventories or that they have estab- 
| lished adequate reserves to take 
|}care of any losses that might 
occur. 

Three-quarters of the report- 
ing companies expect their profits 
for 1949 to be lower than for 1948, 
a few expect to do as well, and 
several think that their earnings 

| this year will be even better than 
last. 

A substantial number of com- 
panies are “extremely pessimistic 
|/and look for declines of 25 percent, 

50 percent and even net losses.” 


One company stated that it ex- 
|pects its loss this year would be 
|greater than its profits last year 
|}and expressed the hope that, if 
|conditions improve, it would break 
| even next year. 
A number of companies, when 
|reporting on their profit outlook, 
| Stressed the fact that they consid- 
ered last year’s profits above 
|}mormal expectations and indicated 
that they do not seriously expect 
| to maintain such high levels. These 
|companies in reporting declines of 
| 10 to 25 percent expressed the view 
| that they considered the new level 
satisfactory. 


Toledo Caper 
Ignition-Key Law Fails 
To Get Results 


TOLEDO. A city ordinance 
making it unlawful for a motorist 
|to leave his ignition keys in his 
|car has not turned up many viola- 
| tors in its two months of existence. 

So far only four keys have been 
|taken from parked cars by police- 
men and turned in to headquarters. 
Drivers can retrieve the keys after 
proving ownership—and paying a 
dollar fine. 
| Most policemen have been con- 
|tent thus far to issue warnings to 
| offending motorists, of which they 
|have found many. However, an 
|anticipated drive to “bring those 
| keys in” may bring a lot of red- 
|faced (and boiling mad, in most 
| cases) motorists to headquarters. 
| The ordinance was passed as a 
|measure to foil car theft, particu- 
jlarly by joy-riding juveniles, Be- 
|fore its passage, however, opposing 
|}councilmen sarcastically suggested 
the city fathers might also make it 
unlawful to carry wallets’ in 
pockets, so as to make things diffi- 
cult for pickpockets. 
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if Only the 1949 Oldsmobile Kargard Supreme 
ak is illustrated 


= rs No Other a Has These The New EP IF KARGARD SUPREME! 


“of | FEATURES! 












ce : The greatest avalanche of orders this firm has experienced in its whole history began 
] Gives complete fender to fender we : 
protection yet costs virtually the literally pouring in when this new guard was announced last month. 
¢: same as an ordinary grille guard. Dealers from every corner of the nation are saying this is the hottest, fastest moving, 
Withstands a heavier impact than easiest-to-sell grille guard the automotive industry has ever seen. And an overwhelm- 

ace eo any other guard because of the ing majority of dealers’ customers are happily buying complete protection instead of 
his a shape of its formed metal design partial protection— especially with the cost virtually the same. 
la- — ‘ 2 te ty 
we. — one » i ip by which it is 7 Specifically designed and styled to harmonize with the beautiful lines of each 1949 
aoa ‘ RNEE e car, the new Erie Kargard Supreme is now available for BOTH FRONT AND REAR 
= fo 3 Guaranteed rustproof — brilliant of the 1949 Oldsmobile and 1949 Chevrolet, and for the front only of the 1949 Buick. 
™ chrome plating identical with new Soon available for other 1949 cars. 
- car chrome specifications. Developed and made only by Erie—the World's Oldest Grille Guard Manufacturer 
— 4 Simple, quick installation. —the new Kargard Supreme is at better jobbers everywhere. Give your customers the 
ed- nial 


chance to make the new Erie Kargard Supreme an unusually good volume and profit 
producer for you, too. Call your jobber NOW — or write, wire or phone this company. 


os COU 
Fw» 
fe 


ne ERIE MANUFACTURING CO., INC 
‘it a i" ’ 
$- 2635 SO. WABASH AVE., CHICAGO 16 

ffi- 


World's Oldest Guille Guard Manufackiunrer 
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* | ti i d brid on- . .| highway economics, finance and 
Highways & Safety . . . eee ee es “ais administration will be held that 
morning. 








- + + 
paesURENe the opening day of 
and a od S roup the convention, which will be 
presided over by the president of 
the association, Antonio Talbot, K. 
C S t T2 C., Quebec’s minister of roads, will 
onvenes ep eo be a welcome by the lieutenant- 
governor of Alberta, John Camp- 


; i ially | bell Bowen. D. B. MacMillan, min- 
History will be made for the cial governments will be officially ister of public works of Newtound- 


Canadian Good Roads Assn. when | represented by their ministers of land, is also expected to speak at 

its 30th annual convention opens| highways of public works, as well the formal opening. 

at Chateau Lake Louise, in Al-|as by their deputy ministers and The ever-increasing number of 

berta, on Sept. 12, when Newfound- | chief engineers, There will also be| traffic fatalities in every province 
land, one of the|a big delegation of county and| will be discussed by R. A. Stapells, 


oldest sections of | other engineers from all the pro-| president of the Ontario Safety | f 
the British Em-| vinces. League and of the Canadian Auto-| lowed by the annual meeting of 
mobile Assn., during the morning | 1904 RAMBLER REVIVED—Howard B. Grubb,| the association for the election 


pire and now! Alberta’s government is mak- ; ; ; | distributor of Nash Motors’ Washington (D. | 
session while three western engi- C.) zone office, has re-introduced a 1904 | of officers. 


€ * * 


|()N THE following day, R. W. 
McColough, executive assistant 
|to the minister of highways of 
New Brunswick, will deliver a lec- 
;}ture on winter maintenance and 
ice control on rural roads, while 
George Leveille, director of the 
Quebec Provincial Publicity bureau, 
will discuss what the tourist ex- 
pects in road surfaces. 

The application of aerial sur- 
vey to highway location will be 
shown in an illustrated lecture 
during the morning session, fol- 














; wa 
E part of Canada, ing a special effort to insure that : 1 h ti . A motor tour to Banff Springs 
P JE will send its first| the visitors to the western pro- |r asiig | oO He Compaction Rambler after mn found the ASyearcid relic |in the afternoon is scheduled, fol- 
Wy oO official delegation | vince will be extended the fullest A new feature will occupy the ay ge A Mg ES hed tela a | lowed by the annual dinner in the 
STRN to participate in hospitality. afternoon—a panel discussion on | cost of $1,200 plus labor. The old Rambler | evening at which E. C. Manning, @, 
the proceedings. | As usual the convention will at-| highway construction of which | passed the Washington inspection and can | premier of Alberta, will be guest 
accelerate up to 20 miles per hour. Grubb | of honor and speaker. 


The three-day conventicn will be tract outstanding engineers and| deputy minister George Collins joins to explain that he also owns a 1949 | 
of Manitoba’s public works de- | Nash Airflyte, but he prefers the Rambler | 


attended by the minister of public| planners from the U. S. who will ale 

‘ , : ment will be moderator. In_ | for laughs. . , . 
works of Newfoundland, his dep-| cooperate with Canadian experts = engineers from every pro- | -————-. - Illinois Stiffens 
uty minister and chief engineer. | in the discussion of problems of] vince and New York will partici- | and stage construction with bitum- +» 
They will join with representatives | road construction and maintenance.| pate with attending delegates in- | inous materials, are scheduled for Driving Tests 
of the federal government and| The states of New York, Minne-| vited to submit questions. the next day's sessions, with an| wyisconsin's. motor vehicle de- 
delegates from all 10 provinces to) sota, Ohio, California, Illinois, Mas-| Subjects such as flood control, | illustrated lecture by Dan Mc- ourtineat is preparing more severe 
discuss ways of improving Cana-|sachusetts, Iowa and Maine will| concrete bridges, highway mainte- | Cowan, Canadian naturalist, in the | tacts for new-car drivers, and sat- 
dian highways. Nine of the provin-| be represented by leading authori-| nance, highway signs and signals, | evening. A ministers’ conference of | isfactory grades must be met be- 
—< > eins Ng teal OS a Ty a ee ee Oe Eg Te ee are jaa a ~ |fore they get their drivers li- 
|}censes, according to John W. 
| a ae administrative assistant 
of the department. 

There are to be 50 questions 
| which the applicant for a driver's 
'license must answer, against only 
|15 on the old test. The questions 
| are on the road rules and safe 
| driving. 
| A new driver’s manual is being 
| prepared by the state, and a copy 
will be given to each applicant for 
a driver’s license. The answers to 
the questions used in the tests will 
be given in the manual, which will 
also include road rules. 

+ + * 


Free Java 
May Reduce Accidents, 


Conn. Believes 
Hot coffee—served free at all toll 


houses—is the latest accident com- 
|batting idea advanced by the 
Connecticut highway safety com- 
mission. 

| The commission, concerned about 
| 22 fatal traffic accidents during the 
first three weeks of July, said 
|driver fatigue was responsible for 
| commission chairman and the state 














when they stop during the early 

morning hours at the toll stations 

|}on the Merritt parkway, the main 

e ee traffic artery from New York to 
Wh t t t j New England? 

a ip can you ge rom pinions | The plan hasn’t been put into 

| effect yet, but it will be, a commis- 

sion announcement said, if the 





some of them. 

So, the commission staff rea- 
soned, why not offer a cup of coffee 
free of charge to sleepy drivers 

* ea oe 9 
that might help your secret transmission Rinnny Soni Sayre 
ee * + 
Canadian Truckers Await 
S an automobile man, you know clearances between revolving parts Opening of B. C. Highway 
With the anticipated completion 








that the toughest bearing job are possible without danger of of the Hope-Princeton highway 
in the entire industry is the pinion. interference. And since Timken this fall, a new short link between 
And here’s a significant fact: Today bearings can be taken up during Vancouver, B. C., and Okanagan 
: |Lake will be established and in 
all but two American cars use assembly, tolerances of surround- | addition, the tortuous Cariboo high- 
Timken® tapered roller bearings in ing parts can be greater, designs | way with its restrictions on truck 
this important location! simplified. ae will be pee man 
a bs i a result of this situation, 
Why? Because of their ability to For assistance in planning your | motor carriers in British Columbia 
take both heavy radial and thrust bearing applications, feel free to | Say new Se Pens ter Se 
7 ; . . Se | auguration of new freight services 
loads, Timken bearings not only PLT I IT COE TO CE call on our engineering facilities. |from Vancouver to the Okanagan. 
stand up better than other bearings : ae 2 : a. In Detroit, phone TRinity 5-1380. | Nine companies have applied for 
P 8S, the pinion. Her. t 1 licat: : ; 
Ake : pinton. Here's a typical application. The Timk Roller B . |freight licenses and three for pas- 
but also keep the pinion and ring - Sears Serre, VSOleRs | senger bus licenses 
gear meshing smoothly and trans- —_ oth radial and thrust loads, sepa- Company, Canton 6, Ohio. Cable | It has been estimated that when 
mitting power quietly. rate thrust washers or bearings are address: ““TIMROSCO”. | the road link is opened, Vancouver 
What's theti : ’ not needed. Space is saved. Line NOTE TO P.A.'S. Because every step of the manufac- will be within easy seven-hour 
e ats the tip for you if you re de- : ture of Timken bearings is controlled within our highway time of Penticton, cutting 
Signing a secret new transmission? contact between the rolls and races company...because our vast manufacturing facslities down considerably on the present 
holds shafts rigid End play is are widely dispersed... you will find The Timken time. 
: oe Eee . Roller Bearing Company a supply source of outstand- | a 
Simply this—no matter how you eliminated. As a result, closer ing reliability. a 
plan to convert power, Timken bear- | Guernsey, Marion Dealers 
ings offer a proved way to assure Elect New Officers 
long and trouble-free life under the 50th birthday of the — ae aw foun 
os . |mobile Dealers Assn. has name 
toughest conditions of operation. —— . Carl Sigman president; John Tay- 
And that’s only half the story! TRADE MARK REG. U. 5. PAT. OFF. ae we y i a, and Frank L. 
: b , i @ trade-marr: anello, secretary-treasurer. 
Because Timken bearings ourey7 TAPERED ROLLER BEARINGS TIMKEN | At the same time, the Marion 
|County (O.) Automobile Dealers 
Assn. elected Jack Danner, presi- 
dent; Leroy Thew, vice-president, 


and Jack Chivington, secretary- 
treasurer, 





NOT JUST A BALL CD NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C= BEARING TAKES RADIAL 6 AND THRUST —-])— LOADS OR ANY COMBINATION we 
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fo Avoid Out-of-Line Conditions .. . 





Analyzing Dealer Facts | 


Epitor’s Note: This is the tenth small expense item like company 
and last article in a series on the|car expense increased 5 percent 
fundamentals of dealer business|this month over last month, while | 
management : |supplies and tools expense in-| 

By J. B. Van Tassel ' creased 5 percent. But demonstrat- | 
Dealer Business Counsel ing expense dropped 5 percent and 


tem of the most important fac- | advertising expense dropped 5 per- 
tors in the proper management | cent, so the total expense percent- 
of any business is the ability to| age remains the same. 


properly analyze the facts of the | 
business, use these facts to check 
the trends of sales, expenses, net | 
profits and to make adjustments | 
based on the facts before out-of- | 
line conditions prove too costly. 
And using the facts on what has | 
happened for a guide for your | 
future planning on what you want | 
to happen and then constantly 
keep checking the results on a 
basis of facts and figures, rather | 
than on a conversational basis or | 
just taking some department man- | 
ager’s estimation as to what is| 
happening. 
The reason so many dealers 
fail to take more interest in the 
facts and figures in their busi- 
ness is largely because of the 
great number of financial, sales, 
cost of sales and expense figures 
that are shown on the average 
factory dealer’s uniform financial | 
and operating statement. There 
are some 1,200 items shown on | 
most of these statements. Most | 
of these 1,200 items are just dol- | 
lars-and-cents items. 
On one of the “Big Three” dealer 
statements there is a provision for | 
showing the percentage of final net | 
profit to total sales, so the average 
dealer will take one good look at 
this percentage of net profit to 
total sales figure, which we will 
assume is 5.7 percent for this 
month and 5.6 percent for the pre-| 
vious month. 
* * * | 


How About Others? 


ATURALLY, he will be quite 
satisfied that everything is all | 
right because his business shows | 
an increase in percentage of net 
profit of 0.1 percent in this month 
over last month. However, it is/| 
quite possible that most of the 
operating and expense figures in| 
all of the departments have 
changed, some for the worse and | 
some for the best, only in this case 
the total has changed for the best. 
Probably the percentage of 
absorption figure, which is an- 
other guide figure most dealers 
look at. has shown a small im- 
provement, so the dealer thinks | 
all is well and this is about as 
far as he goes. Believe me, this 
is not far enough. All he has 
done is check two of the 1,200 
figures representing his total 
dollars-and-cents investment in 
his business. How about the 
other 1,198 figures covering 
finances, sales, cost of sales, ex- 
penses and net profits in the 
business? 
Let us assume the sale of parts 
sold at retail has dropped 5 per- 
cent and the sale of parts at whole- | 
sale has increased 5 percent. Don’t 
you think it is important for you 
as a dealer to know about this? 
Also, let us assume the gross profit | 
on used cars at wholesale has 
dropped 5 percent and the gross | 
profit on used cars sold at retail 
increased 5 percent. Don’t you as 
a dealer want to know about this 
5 percent drop in used-car gross 
profit on used cars sold at whole- | 
sale and investigate the reason for 
it and make the necessary adjust- | 
ment immediately to correct this 
marginal profit decline? 
+ * * 


10 Cents a Day? 


OW about the individual ex- 
pense items in your business, 
of which there are some 40 for 
the totals of all departments plus 
an average of at least 20 in each 
of your five departments, or a| 
grand total of 140 expense accounts | 
in your business? 
Let us assume a comparatively 





Thorndike—Omaha 


J. V. Thorndike jr., vice-president 
of Thorndike Motors, Omaha, an- 
nounces that Edward Rzeszotarski 
will be the firm’s new used-car} 
manager. Rzeszotarski has been in | 
the used-car business 12 years. 


These are the kind of changes | 
that are constantly taking place 
in your expense setup in both 
total and departmental expenses, | 
and if you are not checking each | 
and every expense item in your | 
business, the current month with 
the previous month on a com- 
bination basis to sales and gross 
profit income, you are missing an 
opportunity of making the most 
money out of your. business. | 
Every time you reduce’ the 
amount of one expense item in 
your business you increase your 
amount of net profit. 

By reducing each one of the 40} 





|total expense accounts in your 


Nothing can match this selling story: The world’s only 
two-cars-in-one is the Kaiser Traveler! It’s a big, beautiful 


| determine three things: 
|amount of the retail burden second, 


business by 10 percent each day, | 
you add $1,460 to your net profit | 
in one year. A $1 reduction in| 
each expense account would add| 
$14,600 to your net profit in one| 
year. Over a period of some 20 
years in analyzing dealers’ state- | 
ments nationally, the writer has| 
never shown less than a $3,000-a- | 
year savings in expenses in even 
the smallest of dealerships. 
* + a 


EALERS and their accountants 

have become so accustomed to | 
checking totals, for example, that | 
the total amount of so-called fixed | 
expenses of the business is usually | 
checked on a basis of comparison | 
with the amount of so-called fixed 
income of the business in order to 
first, the 


‘the break-even point of the busi- | 
|ness, and third, the percentage of | 


absorption. 

First of all, there is only one | 
fixed expense item in your busi- 
ness, and that is “taxes”; all the | 





6-passenger sedan any family would be proud to own. 


But it takes only 10 
Kaiser Traveler into 


seconds for a child to convert the 
a husky, roomy cargo carrier. 


Other, “utility” cargo carriers, such as station wagons and 
panel trucks, depreciate quickly and bring lowest re-sale 


prices. But the Kaiser Traveler is basically a 6-passenger luxury 


sedan ...the most popular type of car. As such, it keeps its 
value and commands top used car prices! 


No wonder Kaiser Traveler is one of America’s fastest 


selling cars! 


If there is no Kaiser-Frazer dealer in your community, 
write today to Sales Department, Kaiser-Frazer Sales 


Corporation, Willow 


Run, Michigan. 
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tising, supplies, tools, telephone, 
telegraph, power, light, heat, in- 
surance and many others. These 
so-called fixed expenses are all 
controllable items and should be 
budgeted and checked = every 
month the same as all of your 
1,200 items should be budgeted 
and checked monthly if you want 
to make the maximum net profit 
from your business. 

Also, don’t take for granted that 





the so-called fixed income is fixed, 
because this is made up of gross 
income from the stockroom sales 
and service sales, and you know 
as well as I that these particular 
classes of sales can go up and 
down anywhere from 10 to 20 per- 
cent in any one month. In fact, 
so far this year my analysis of 
dealer statements show that parts 
sold at wholesale have dropped as 
|low as 25 percent in one month 
and show an increase in the next 
month of 15 percent. 

Why a business as large as this 
business will countenance such 
gross misinterpretations such as 
fixed expense and fixed income, 
when they are definitely not fixed 
items, is beyond me. 


It’s a pipe shaped like a foreign 
car. 


rest of the so-called fixed expense 
items are definitely not fixed, 
should not be so classified and 
should be reduced or increased 
as the occasion might warrant. 
They are: salaries, wages, adver- 








Ideal for: 

traveling salesmen 
farmers 

merchants 


9% woe 
ort : 

nee” 

a retailers 

deliveries 

fleet owners 

resorts, hotels, estates 

sportsmen, hunters, campers 


vacationers and every busy family! 


~ 
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Metropolitan Group 


WHERE 50,000,000 READERS* GATHER EVERY SUNDAY, EVERY SEASON, EVERY YEAR. 


ATLANTA Journal CLEVELAND Plain Dealer INDIANAPOLIS Star 
BALTIMORE Sun COLUMBUS Dispatch LONG BEACH Press-Telegram 
sg re pnt DALLAS News LOS ANGELES Times 
BUFFALO Courier-Express DES MOINES Register LW A Fouran 
CHARLOTTE Observer DETROIT News MINNEAPOLIS Tribune 
CHICAGO Tribune and/or Free Press NEW YORK News 

and/or Sun-Times FRESNO Bee and/or Herald Tribune | 

| 
NEW YORK CHICAGO DETROIT 


220 East 42nd Street —MUrray Hill 7-5200 Tribune Tower —WHitehall 4-2280 New Center Bldg.—TRinity 2-2090 
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500,000 Order / 
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Three of the nation’s most successful 
advertisers are alreadyin this category. 


When you've got to sell goods in volume—you’ve got 
to appeal to people in volume. 


Obviously, that means you’ve got to reach them through 
some medium that brings them together in tremendous 
numbers. 


And no medium—in Time or Space—will do that job for 
you so surely, so consistently and so economically as the 
Sunday Comics Sections of Metropolitan Group. 


The facts are easy to grasp. 


With one order and one piece of copy, you can reach 
50,000,000 readers in 19,000,000 families, coast to coast. 


it’s an audience that knows no bounds of age, sex, in- 
come, geography, politics or social position. It’s an 
assured audience every Sunday, every season, every year. 


Famed for its emotional response, it’s an audience that 
can be counted upon to REACT to sales appeals. 


It’s an audience that’s big enough to provide the back- 
bone of demand for any product —old or new—whose 
sponsor is bold enough to cultivate it in a big way. 


It’s an audience that parallels retail sales potential, mar- 
ket by market, more closely than any other—peaking in 
congested areas where the trade can be covered swiftly, 
persuasively, economically. The figures tell the story: 


FAMILY COVERAGE CURRENTLY 
AVAILABLE IN THE 138 U.S. METROPOLITAN 
TRADING AREAS 


50% or better 20% or better 








No. of % of U.S. No. of % of U.S. 

Areas Pass. Car Reg. Areas Pass. Car Reg. 
Metro Comics . . 47 36.56 79 43.72 
Supplement “A” . 15 14.25 60 38.83 
Supplement “B” . 20 17.43 42 28.62 
Supplement “C” . 11 11.22 53 35.02 
Weekly “A”. .. None 17 6.51 
Weekly “B”. .. None 1 61 
Weekly “C”. None 1 17 
Women’s “A” .. None 4 61 
Women’s “B”.. . None None 
Women’s “C”. .. None None 


Years of continuing readership studies show that two 
to three times as many people will see your campaign 
and four to six times as many people will read your mes- 
sages—per $ invested—as will read similar messages in 
leading magazines. 


No medium for the vendor of objets d’art, the Sunday 
colored Comics Section is, nevertheless, made-to-order 
for the sponsor whose rapid turn-over product and pack- 
age can be shown in primary colors—the simple selling 
colors skillfully reproduced by modern, high-speed news- 
paper presses. 


You can buy this color in tull page size — roughly three 
times the size of magazine pages—every other week of 
the year in 44 of the nation’s largest and strongest news- 
papers. And the cost will be less than eight cents per fam- 
ily for the entire year’s campaign! 

Right now, when more goods must be sold to more people 
in more places to pull down over-all selling costs, this is 
clearly the biggest advertising and selling opportunity 
of our time. 


of Sunday Conuco Sechone 


AN ASSURED NATIONAL AUDIENCE FOR NATIONAL ADVERTISERS. (*) All ages, all incomes, both sexes. 


OAKLAND Tribune 
OMAHA World-Herald 
PHILADELPHIA Inquirer 
PHOENIX Arizona Republic 
PITTSBURGH Press 
PORTLAND Oregon Journal 
PROVIDENCE Journal 


ROCHESTER Democrat ¢ Chronicle 


SACRAMENTO Bee (Sat.) 
SALT LAKE Tribune 
SAN ANTONIO Express 
SAN DIEGO Union 


SAN FRANCISCO Chronicle 


SEATTLE Times 
SPRINGFIELD Republican 


SAN FRANCISCO 


155 Montgomery St.—GArfield 1-7946 


SPOKANE Spokesman-Review 
ST. LOUIS Post-Dispatch 
and/or Globe-Democrat 
ST. PAUL Pioneer Press 
SYRACUSE Post-Standard 
TACOMA News Tribune 
WASHINGTON Star 
and/or Post 


LOS ANGELES 


448 South Hill St.— MIchigan 0578 
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Freight Absorption Bill 


Certain of Passage 


By William Ullman 


Washington Correspondent 





T NOW SEEMS certain that legislation to clarify laws 
about the legality of freight absorption will be passed at 
this session of Congress. This became evident last week 
when the Senate refused by a strong majority to reconsider 
its action in sending such a bill to a House-Senate confer- 


ence, where the differences @— egal ‘to quote 
between bills passed by the ' ‘prices identical 
two bodies will be ironed out. with those of 
The Senate refusal came after other competitors 
several days of debate on the in- at given delivery 
volved issues growing out of mo- points or to ab- 
nopolies. sorb freight to 
The Senate bill makes it legal meet the equally 
for sellers acting apparently inde- low price of a 
pendently to charge prices at competitor in 
points of delivery and to absorb good faith.” 
freight, provided it cannot be The House had 
proved this is the result of a con- passed a similar 
spiracy or collusive agreement. bill, with amend- 
The bill declares also it is not| ments introduced by Rep. Kearns, 





William Ullman 





Colorado Republican, designed to| 
prevent relaxation of antitrust 
laws. 

The Senate at once sent its bill 
to conference. Then Sen. Long, 
Louisiana Democrat, led a move 
to recall the bill and force Sen- 
ate acceptance of House umend- 
ments, 

Both House and Senate bills in 
| effect would legalize an industry 
practice under which manufactur- 
ers absorb freight costs on the de- 
livered price of their products and 
quote identical prices to buyers 
everywhere. 

The so-called basing-point sys- 
tem is followed in a large propor- 
tion of the mass production in- 
dustries. 

These include steel, cement, lime, 
copper, zinc, lead, sugar, business 
furniture, oil, paper, tile, gypsum, 
prepared roofing, window glass, 
many lumber products and many 
chemicals. 


* * * 

Steel Raise Warnings 
CCORDING to John M. Han- 
cock, chairman of the Ameri- 

can Management Assn., addressing 

the Presidential steel fact-finding 





board, a steelworkers’ wage boost 





is likely to “go through the whole | 
economy” and lead to a national 
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CALIFORNIA FOOTBALL ON TV—Los Angeles football fans will be able to see home 
games of the University of Southern California and the University of California at Los 
Angeles via television for the first time this year, thanks to the Los Angeles Area Dodge 


Dealers Assn. and the Hoffman Radio Corp., co-sponsors. Hoffman television receivers, 
installed for the season, are expected to draw large crowds to dealer showrooms for the 
Il games. Above (left to right): H. L. Hoffman, the manufacturer; Bert Carter, Dodge 
regional manager; Lonnie Hull, president of the Los Angeles Area Dodge Dealers Assn., 
and James E. Waters, a Los Angeles Dodge dealer. 


pattern of pay increases. He said|session, Dr. Jules Backman, asso- 
the CIO United Steelworkers’ de-|ciate professor of economics at 
mand for a 30-cent an hour pack-|New York University, told the 
age increase gives the nation two| board the present economic posi- 
“unlovely alternatives”—an upward |tion of the steel workers doesn’t 
spiral in living costs or a boom justify any wage increase. 
os a - = eee Dr. Backman declared that 
steel workers are among the 
highest paid production workers 
in the country and that their 
| wages have increased much more 
than their productivity during 
| the past 10 years. 
| The three-man fact-finding board 
was set up primarily to avert a 
steel strike July 16. It must report 
its findings to President Truman 
by Aug. 30, two weeks before the 
new strike deadline. 

Average hourly earnings of steel 
workers were 26.7 cents an hour 
|greater than the average for all 
durable goods industries in April, 
1949, Dr. Backman stated. 


* * + 


RFC Curbs Asked 


cone MEYER, now publisher 
of the Washington Post, who 
helped bring the Reconstruction 
Finance Corp. into being in 1932, 
last week urged Congress to trim 
the powers of the giant lending 
agency. 

Meyer, who was first chairman 
of RFC and also was a governor 





+ 
- : 
* 
| of the Federal Reserve Board, tes- 
| tified RFC has spread far beyond 
the bounds its creators had in 


yy 








high per capita 


In recognition, 


CLEVELAND 


;\ PLAIN DEALER 


Cleveland’s Home Newspaper 


Cresmer & Woodward, Inc., New York, Chicago, Detroit, San Francisco, Los Angeles 


A. S. Grant, Atlanta 


Just as the quarterback’s choice 

of the right play at the right time is 
so essential to the outcome of a 
gridiron contest, the selection of the 
right newspaper and appropriate 
merchandising program is equally 
important to the success 

of a marketing campaign. 


The Cleveland Plain Dealer can 
locate for you by map and number | crises.” 
the buyers for any priced car. 
1948 figures show new car sales 
in ABC Cleveland from 
lowest to highest income areas. 


Year-in, year-out, the Plain Dealer's 
thorough coverage of Cleveland 

and the great Northeastern Ohio 
market is a vital factor in the 
maintenance of Cleveland’s 


continually ranks among the nation’s 
leading newspapers in total 
passenger car advertising lineage. 


mind. 


Meyer directed the drafting of 
the RFC act which started the 
agency after the business col- 
lapse of 1929. 


He told a Senate banking and 
currency subcommittee that the 
|RFC was intended to be only a 
temporary agency to meet an emer- 
gency and was to have been liqui- 
dated as quickly as_ conditions 
| would permit. 
| “RFC was to be liquidated after 
| the crisis,’ Meyer said, “but we 
| Seem to have had a succession of 


Meyer opposed an administration 

bill to increase RFC’s lending au- 
| thority from $2,500,000,000 to five 
billion dollars. The measure would 
also give RFC directors authority 
to fix the maturity limits on loans. 
This limitation now is fixed at 10 
years. 


Meyer argued that RFC has be- 
come a great central bank as a 
source of easy credit. He said it 
should be made a “stand-by organ- 
| ization to meet critical needs” and 
| not a permanent government bank- 
| ing institution. 


new car sales record. 
the Plain Dealer Se ee 


| Dodge Ups Dock 


'To Succeed Green 


DETROIT, — Appointment of E. 
|C. Dock as business management 
|manager of Dodge has been an- 
nounced by E. C. 
Quinn, general 
sales manager. 

Dock, who has 
served as assist- 
ant manager 
since Nov. 1, 1947, 
succeeds A. H. 
Green, who has 
resigned to join 
a Dodge dealer- 
ship. Dock joined 
Dodge in 1945 as 
business manage- 
ment representative in the Syra- 
cuse region, 





E. ©. Dock 
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Just when does a “sale” start? 


Cars aren’t bought on the spur of the moment. Even the most 
eager prospects take plenty of time to make up their minds. 
They first shop around and compare values. 


as 


et 


Some folks shop around right in your showroom. But each 
week a great many more people do their shopping around on the 
automotive advertising pages of The Saturday Evening Post. 


© 


The Post has always been tops at turning readers into pros- 
pects and prospects into customers. The Post reaches the right 
people at the right time...and presents your sales story when 
the prospect is relaxed and in the ideal mood to listen. 


And it is a mighty convincing salesman. Readers respect and 
believe in the Post. Survey upon survey proves that your cream- 
of-the-crop customers pay far more attention to advertising in 
the Post than in any other magazine. 


That’s why automobile manufacturers year after year place 
far more advertising in the Post than in any other magazine. 
For the Post pays off in sales. ..conditioning and pre-selling the 
best prospects to think in terms of you—and the car you sell. 


reaches the people who mean business 





~ 
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Dealer 


Carl C. Blanchard, proprietor of 
Farmington Motor Co, (Ford), 
Farmington, N. H., has announced 
that he has taken over from Lester 
Downing of Downing’s Garage in 
Alton the bus service which trans- 
ports passengers between Alton 
Bay and Farmington. 





Transfer of the franchise of the | 


line, which accommodates workers 
of shoe factories, has been ap- 
proved by the state public service 
commission. Farmington Motor Co. | 


Doings 


two to purchasers of new 
Airflytes. 

Ten buyers and a guest are to 
fly to Kenosha, Wis., with a stop 
in Chicago, where they will pick 
up their cars from the factory. 
Each of the 10 will be given $100 
expense money to drive back to 
| Denver. 
| According to the company, th 
car price for the junketers is the 
|}same as the regular price. 

* + * 


Erskine Joins Hasting’s 








Nash | 





TREADAWAY MOTOR CO. IN OAK CLIFF, 





| 


e | ship plants in the Southwest, with the addition of the two-story section shown at the right 
| in the photo. The first unit of the plant was opened in September, 1946, when J. A. Tread- 
| away, veteran Dallas automobile man, established the company. Total investment in the 


operation is now placed at $250,000. The pla 


the floors, including a paved parking or storage area on the roof of the addition. 





TEX.—Iit has one of the largest Chrysler dealer- 


nt contains 50,000 square feet. Ramps connect 





| port, Miss. The building will be 
| of brick, 100 feet long and 73 
| feet wide, and will contain 11 
| workstalls. It is expected to be 
| completed about Nov. 1. 


* * « 


Roeper-Danz Open 


Roeper-Danz (Ford), Big Bend 
and Manchester, Maplewood, Miss., 
announces the formal opening of 
its new showroom and service de- 
partment. The building contains 
21,000 square feet on the first floor. 
It contains 15 offices and space for 
parts storage as well as the usual 
aales and service sections. 

* * * 


Stapleford’s Opens 
H. B. Stapleford and C. E. Sta- 





Ser eran bem, arePotetes| Bab Renn emttant none man 4, Yan Buren St. owen |utocy Mer from Joe R. Davis | tect cpeted Benlfoctsr caer: | 
Farmington and Alton Bay and | eer or ‘ Sen “e th oa Ch part! be in connection with Frank Sea- in connection with the firm's 96| rolet-Oldsmobile Co. of St. Georges, 
Farmington and Wolfeboro, | jnterest In Oan sastngs (hevro-! man Motor Co. (Studebaker), Fort ' Del. ; 
* ° «@ | let, Santa Monica, Calif. Lauderdale | years of continuous service. Gov. Carvel officiated at the 
F T . sie * as * ar | Granted a dealership in 1912,| grand opening which featured fire- . 
ree rip ucker—bBlountstown i Fletcher Motors is one of two in|works, refreshments and door 
Davis Nash B ‘ FI Lucius Tucker, veteran Chev- | Milestone coueniian with 35 years or more of | prizes. . *. % i 
avis ivas ayers | rolet dealer, h “d into a | . 
To Saneuh ‘s 7 aa building i: Hevatiniows, Fla. Fletcher Motors Reaches | * * «* Hiett Upped by Alexander 
A new twist in automobile sales | ll ns | 36th Year Staton Building Emmett H. Hiett has been named 
promotion has been provided by | Haralson-Meyers Opens Nita Fletcher, president of R. M.| Construction has been started | new-car general sales manager of 
Davis Nash Co., Denver, who of- | The formal opening of the Haral-| Fletcher Motors, Inc. (Ford), Plant; on a building for Staton Motor | Alexander Motor Co. (Dodge), of 





fered an expense-free air trip for|son-Meyers Motor Co. (Studebak-| City, Fla., has received a congrat-' Co, (Pontiac-International), Gulf- | Dallas. 
os = z = ae . a. a ae ey Te ee at = ~ . * ae 


Businessis6000 in South Dakotal == == 


Oak Cliff Nash Co., sec- 
ond Nash dealership, has opened 
a se 502% — 500% 


in a completely remodeled build- 
ing with display rooms, offices, 
service, and parts departments. 
Opening of the dealership marks 
fulfillment of 10-year plans for 
establishing a second Nash outlet 
here, H. S. Baker, Dallas zone 
manager for Nash, said. 


* * * 


Bug-a-Boo 
4009, Florida Dealer Exterminates 


House of Pests 


When Nolan-Brown Motors, Inc., 
(Cadillac), Miami, discovered a 
frame house on its property was 
infected with termites, general 
manager R, W. Pierce had the 
entire structure covered with a 
nylon tarpaulin, thereby hermatic- | 
ally sealing the entire structure so © 
that poisonous gases could be used 
to exterminate the pests. 

* * . 


W estern—Garden City 


Western Motor Co., Garden City, 
Kans., was honored July 28 by 
Pontiac officials who presented Or- 
ville Nanninga a reproduction of 
the famous oil painting, “Chief 
Pontiac,” for being chosen as one 
of Pontiac’s “Better Dealers.” 

The presentation was made by 
B. A. Kortier, Kansas City, Pontiac 
zone manager. He was accompan- 
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NORMAL JUNE ‘49 NORMAL JUNE '49 


Income up 5027) 


ARG 


ied by G. A, Wiggins, assistant zone 

manager, and Richard M. Mayo, 

sales and service district manager. 

0 | + * 2 
Gold Dust 


Dealer Links Anniversary 


With ’49 Rush 


Hughson & Merton (Ford), San 
Francisco, observed its 57th anni- 


Gi SOUTH DAKOTA 


MMe U.S. AVERAGE 
























South Dakota has been growing pouty snd soundly . . . more people, 
more income, heavier spending. Retail Sales have skyrocketed 392% since 
1940. Retail sales are more than 80% above the national average. t’sa 
muy attractive picture AND YOU CAN GET YOUR SHARE ONLY 
B 


colored miner’s shovel, attached to 
a card which read: 

“There is still gold to be found 
in these 'yar hills, and we thought 
|the attached souvenir would give 


you some ideas for 1949.” 
+ . + 


Griffin—Dallas 


our ADVERTISING IN THE SOUTH DAKOTA DAILIES. eee : ; 
a y No metropolitan newspaper covers the rich South Dakota market! | versary by linking it with the 
No other came reaches 9 out of 10 families . . . both rural and urban! | 100th anniversary of the California 
South Dakotans read and respond to their locally-edited, locally-managed Gold Rush. Pe 
é South Dakota Daily! The firm distributed a_ gold- 
hf 


Advertisers in the South Dakota Dailies get a double response from 
their sales messages. South Dakota businessmen know that their local 
daily is the one medium to effectively reach their market. That’s why 
local merchants tie-in with national campaigns in their local Daily . . . 
doubling its impact, doubling 
returns on every dollar spent 
in the South Dakota Dailies!!! 

Retail sales are up 392% and 
farm income is 146% above the 
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national average. South Dakota 
folks have money to spend. For 
test campaigns or sustained ad- 
vertising, UTH DAKOTA 
DAILIES are the ONLY 
media that reach 9 out of 10 
South Dakota families with 
your message . . . tell it con- 
vincingly . . . sell it perma- 
nently! 

Business is good in South 
Dakota . . . for Advertisers in 
the South Dakota Dailies!! 


Write TODAY te any 
member paper for 
Complete Information 


South Dakota Dailies Are Composed 
Of The Newspapers That Cover The 
Primary Markets of South Dakota 





See for Yourself 


Include South Dakota in your vaca- 
tion plans. See for yourself the pros- 
perity and opportunities that await 
ou in this “Golden” market. Super- 
Highways, Eleven ilroads and 
umerous Airlines make Sout 
Dakota easily accessible. 

Consider South Dakota in your de- 
centralization plans. Abundant nat- 
ural resources, friendly American 
Labor and 800,000 additional kilo- 
watts of electricity now under devel- 
opment recommend it! It’s truly a 
land of opportunity. 

Write to A. H. Pankow, Publicity 
Director, Pierre, South Dakota for 
colorful FREE FOLDER on Scenic 
South Dakota. 








The newly completed Ben Griffin 
Truck Center (Ford), 153 Commerce 
St. Dallas, has been formally 
opened to the public. 

* > + 


Lone Star—El Paso 

Roy J. Pevely has been appointed 
truck service manager for the Lone 
Star Motor Co., 1500 Texas St., El 
Paso, Tex, 

* + * 
Scott-Green, Inc. 
Scott-Green Chevrolet Sales, Inc., 


|Buchanan, Va., with $20,000 capi- 


talization, has been formed to oper- 
ate a general automobile sales and 
service dealership. Buford McGhee 
Scott is president. 

+ x + 


Now Granger Motors 


A notice filed with the Wisconsin 
secretary of state covers a change 
in the corporate name of Butcher 
& Granger Motors, Inc., to Granger 
Motors, Inc., at Kenosha, Wis, 
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YOUR DAILY DOUBLE’ WINNER 
IN THE NEW YOR 


Journal-American-Favorite of 4 out of 10 


AUGUST 22, 1949 _ 


families who read a metropolitan 
evening newspaper 


OPING the “Daily Double” is no mean trick! 
But selecting a newspaper that pays off a 
“Daily Double” every evening is a cinch in New 
York. The Journal-American is your only choice. 
Leading the home-going field, out-distancing 
the second evening newspaper by virtually 
two to one, the Journal-American parlays your 
sales messages into twice the readership... twice 
the response ... with each unit of advertising. 


elOiei eee 


NATIONALLY REPRESENTED BY 
HEARST ADVERTISING SERVICE 


“Breezing home” by so wide a margin, the 
Journal-American does a solid selling job with 
over 700,000 New York families . . . because it is 
read by the entire family, carefully, at home, in 
the evening. 

Let your sales messages ride on the one 
medium that delivers the richest returns in sales 
and profits every evening in the world’s wealthiest 
market. Your story strikes home in the... 
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A HEARST NEWSPAPER 





edd 





>, 


a 2a a & -—  —S-—(i(ir 


lie = 





20 





Honeymoon Over 


MEWA Oficial 
Advises Jobbers 


MINNEAPOLIS.—So far as auto- | 
motive jobbers are concerned, the 


“honeymoon” is over, J. Howard 


Reed, management and legislative | 
counsel of the Motor and Equip-| 


Assn., told a 
Wholesalers 


ment Wholesalers 
Northern Automotive 
Assn.’ meeting here. 
The situation need cause no con- 
cern, however, Reed added, if 
salesmanship and good business 
judgment are utilized by jobbers. 
He recommended improvement in 


techniques of salesmen, moderniza- | 


tion of wholesaler establishments 
and more effective display of mer- 
chandise. 

Further requirements are courte- 
ous attention to customers, com- 
plete stocks, expert service, and a 
determined drive to capture new 
markets, such as service stations, 
he said. 

“Don’t worry about the business 
outlook, just be on the lookout for 
business,” Reed concluded. 
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Lawsuits Affecting Dealers ... 


| 
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| CHRYSLER AWARD—Here is one of the famous Chrysler Sea Mules designed and built 
by Chrysler division for the armed forces in World War II. On its forward deck is a 
| Chrysler Windsor four-door sedan, given by Chrysler Corp. as first prize in a special 84- 


nautical mile Detroit International Marathon speedboat race, 


which immediately followed 


| the race for the Harmsworth trophy on the Detroit river. The car was won by R. Stanley 


Dollar of San Francisco, whose boat, Skip-A-Long, 


| done in tha earlier: Harmsworth event. 


|New England States Plan 


|For Steel-Making Plant 


BOSTON. The New England 
|council has asserted that a steel- 
|making plant is “economically 
feasible” in New England with the 
use of Labrador-Quebec ores ex- 
| pected to be available in 1952. 
| Frederick S, Blackall jr. chair- 
|}man of the council’s iron and steel 
| supply committee, said his group 








@ VENTILATION WHEN 
IT RAINS OR SNOWS 


@ LESS FOGGING OF GLASS 


@ SHADE FROM THE SUN 


@ SAFETY FROM EXHAUST FUMES 


© COOLER CAR IN SUMMER 


ran away from all rivals, as it had 


|}understands that this ore can be 


\laid down on the New England 


coast at approximately the same | 


| price that Mesabi ore can be laid 
down in Duluth. (The Mesabi 
Range in northeastern Minnesota 
is the world’s largest iron-produ- 
cing region.) 





William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 


® ADDED BEAUTY FOR THE CAR 


LIST PRICES: 


Year-round comforts that pont To PROFITS 








| Court Decisions 


By Leo T. Parker 


Attorney at Law 


HERE are two kinds of con- 

tracts, namely: express and im- 
plied. An express contract is one 
| where its terms are stated in plain 
|words. An implied contract is one 
whose terms are not stated in 
|words but the obligations of the 
| parties are implied. In other words, 
an implied contract is inferred 
from the contract, situation, or 
mutual relations of the parties, and 


justice. 

For example, all courts imply 
that one who performs valuable 
services for another is entitled to 
receive reasonable payment or 
compensation, although no pormise 
of payment was made. 

In Medina v. Van Camp Co., 
| Inc., 171 Pace. (2d) 445, testimony 
showed that the owner of a motor 
truck hauled freight without any 
agreement regarding payment. 
The higher court held the truck 





Two Piece Set $6.50; Four Piece Set $12.50 


VA, 
LLL so 


Manutactured Under Ex 


Pritchard Patent 10297 


AUTO VENTSHADE CO. 


P.O. BOX 1402 « 





ATLANTA 1, GA. 


lenforced by law on the ground of | 


“rea- 
payment by saying: 


owner entitled to recover 
sonable” 
“|. . Where one performs for 
another, with the other’s knowl- 
|}edge, a useful service, a promise 
|to pay the reasonable value of the 
|services is implied.” 

| Also, other courts have consis- 
tently held that where no definite 
price is made for repairing an auto- 
mobile, the serviceman may collect 
from the automobile owner the 
|price per hour being charged by 
other garage owners in similar lo- 
cations, plus retail price of parts 
used on the job. And the garage 
owner may refuse to give posses- 
sion of the car to its owner until 
ithe repair bill is paid. 


* * * 


Minor Buys Car 


A™ COURTS agree that if an 
automobile dealer sells an auto- 
mobile to a minor the latter may 
at any time return the car and 
demand return of the full purchase 
price. However, this rule of law is 
not applicable where the testimony 
shows that an adult purchased the 
automobile with money supplied by 
|the minor. 

For example, in Kruse v. Rho- 
dus, 84 N. E. (2d) 688, it was shown 
that a minor 20 years of age picked 
out a 1942 Oldsmobile on a car 
lot. The dealer told the minor that 
his mother would have to sign for 
it. With his own money the minor 
|obtained a draft for $500 and the 
mother paid this $500 down on the 
car, leaving a balance of $922.90. 
Also, the mother signed the “used- 
car contract” which specified that 
the mother was the purchaser. 


Three days after the dealer de- 
livered the car to the mother and 
minor son the latter attempted 
to rescind the contract and re- 
turned the car to the dealer. Al- 
though the testimony showed that 
the dealer resold the automobile 
to another buyer for $400, the 
higher court held that the moth- 
er and son could not recover the 
$500 down payment, and said: 

“A careful study of the testimony 
|}indicates conclusively that plain- 
|tiff (minor) sought to buy a car, 
that his request was rejected, and 
he and his mother were both in- 
formed that if a car were bought 
|she must be the purchaser.” 








| 
| Mexico to Barter 


| For French Cars 
| To Hike Exports 


| MEXICO CITY. — Low-price 
|French automobiles that can be 
| readily marketed in Mexico feature 
barter deals now being drafted as 
part of President Miguel Aleman’s 
|program to hike exports for the 
| prime purpose of importing dollars 
and stimulating business in Mexico. 

These barter pacts were the topic 
|subject at the dinner President 
| Aleman had with top men of Mexi- 
can business, mostly manufacturers 
| and bankers, 

Mexico proposes to swap such 
products as minerals, cotton, dried 
fruits, hard fibers and tobacco with 
|likely European countries for such 
|things as the low-cost automobiles 
|from France and various kinds of 
|machinery and tools from _ that 
country, Great Britain, Italy, Bel- 
|gium, Spain and Czechoslovakia. 

The planners are confident that 
Mexico can swap at least one bil- 
lion French francs worth of to- 
bacco for French automobiles and 
other goods. 

Meanwhile, new-car dealers here 
tell of dwindling sales because of 
sO many more pesos needed for 
the dollar (8.65). The movement of 


| 
| 


}trucks and other automotive ve- 
|hicles has also slowed down, 
Institute Opens School 
For Automatic Drives 
CHICAGO. The Commercial 
Trades Institute has announced 


establishment of a training division 
in the repair and maintenance of 
automatic transmissions. 

The new course is available to 
mechanics who wish to learn re- 
pairs for Hydra-Matic, Dynaflow, 
Fluid Drive and other types of 
automatic and_ semi-automatic 
drives. 
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Adccitain Washout 4 Deal 'L-O-F Announces 
ectin actories an ealers... 2 
———rremervseaectr a \New Packing Plan 


ee 
f A Ad TOLEDO. — A new packing plan 
uto vertising |which provides for ike. shipment 








ea- mc of standard block sizes of safety 
A type of automotive advertising | agency, the renewal contract covers | glass in corrugated paper or light 
for new to the industry is to be tried in | 237 ABC stations. Champion has/wood containers—six lights to the | 
owl- Topeka, Kans., under the auspices | sponsored the program over ABC | box—and curved safety plate glass | 
mise of Kaiser-Frazer Corp., it is an-| since Oct. 4, 1946. windshields in individual corru- 
the nounced. * * + |gated paper containers, is an- 
isis- Topeka has o-oo as the Pathfinder Moves | Gas oe by Libbey - Owens ei, ’ | 
sto. only SPO in mainoniat Aaventise,|_ The Detroit office of Pathfinder| George E. Hill jr, manager of PHOME YOUR FUTURAMIC OLOSMOBILE DEALER 
= ~ |News Magazine, previously occupy- |5@fety glass sales, said the new, — . “Lucille” 
llect ments. ‘ th t ith F |package is a convenient unit of COME AWAY WITH ME, LUCILLE'—Pretty Kay Westfall, who took the part of "Lucille 
the “Testimonial advertising in ion 7 se quarters wi arm ‘sale and will permit distributors | in recent television films produced for Oldsmobile, will be featured in four-color photog- 
by itself is not new in the advertis- |Journal in the General Motors |and dealers to maintain better con- | ‘@Phy in the new 24-sheet poster ae of eae ‘— ee -_ on approxi- 
‘ lo- i ing field, but — = . has Hr ne is 7. ane “ane ~~ 'trol of inventory, keeping stocks of mately 4,000 boards throughout the nation between Aug. an ct. 15. 
arts been unheard of in the automo- (offices in e Guardian g., 500 | block sizes and curved windshields 
rage tive industry,” the announcement |Griswold St., Detroit. The Farm | in original packages, which may be | smaller packages are also easier to | eet aoe ee en eae 
wen said, Journal offices will remain in the | shipped to automotive replacement |handle and provide good storage {n° ,'merica’s No.1 Industry... an esti- 
intil “The series of advertisements will |General Motors building. |shops without repacking, The! for the glass in stock. mated more than 100,000 readers weekly! 
se consist of pictures and testimonials = — : -_ os <i 
from local Topekans, who are eager 7 
and willing to spread wide their pa Ee 
an praise of Kaiser and Frazer auto- { : 
ito- mobiles.” | 
may “Topeka was selected because of | 
and the outstanding job that has been 
lase done by Tom Smith Motors, 905 
vy is W. Sixth St., in the introduction of 
ony America’s newest automobiles to | 
the | the motoring public.” 
| by * * *# 
h Wage Earner Notes 
oe Advertising reaches wage earner 
ked families and is noted and followed 
car by them with interest, according 
hat to the Wage Earner Forum, a 
for service sponsored by McFadden 
nor Publications, Inc. 


the Regarding wage earner families, iff 
the the Forum further reports: They C / e 
90. count on advertising for helpful Wi 
ed- hints on buying; nine out of ten / 
hat say advertising furnishes the in- ° Z 
formation they need; advertised iM 


le- products are more dependable and 
nd | of better quality as a rule, in their 


ed opinion, and almost all of them at si Extra 
e- various times look in a store for thing 

\I- something they have seen adver- ome 

at tised. Make 


ile -“* *£ 
- TV Warning P 
he © The fact that millions of cars /nN 


and trucks on the road are act- 



















Ofer new 


Sun Speedometer 


ny ing as miniature broadcasting Testing! 
in- stations and, in many areas, cre- ; 
ar, ating interference with television Here’s an extra service that custom- 
nd reception is the theme of a dou- A A _..J ers appreciate and are glad to pay 
in- ble-page advertisement of Elec- ‘Are you looking for new ways to hold 69 for! A Sun Speedometer Test often 
sht tric Auto-Lite Co. soon to appear old customers, bring in new ones and make extra profits _ solves complaints of low gas and oil 
in the Saturday Evening Post while doing it? Sun, the largest maker of service testing mileage, low driving speeds, unde- 
and other magazines, H. D. Bis- equipment in the world, has just what you’re looking for. served speeding tickets, etc. Tests 
sell, advertising manager, an- _—— : show that many speedometers are 
nounces. ere’s how it works. When customers or prospects worn and out of adjustment. This 
The advertisement reproduces come in, tell them about the new modern equipment you new Sun Speedometer Tester en- 
a clipping wick states that the have installed and what it means to them in MONEY ables you to make quick, accurate 
British government is consider- SAVED and BETTER CAR PERFORMANCE! tests of speedometers and odometers 
, Jove’ md without removing them from the ve- 
ing legislation providing fines Tell them about your new Sun SPEEDOMETER hicle. Operation is extremely simple. 
and possible jail sentences for SERVICE; everyone is interested in gas mileage and Write Topay for free Catalog Sheet. 
ce Causing interference with radio miles per hour! Show them your new Sun GENERA- 
be eae, eee ee | TOR & REGULATOR EQUIPMENT; they’ll be se 
ire Sic’ Oi semamaels weer ae interested in knowing how it SAVES CAR OWNERS 7 NEW 
= iian< ak aon ts FROM TROUBLE! Dress up your shop with the 
n’s Sis spar plugs, e€ copy . ; s G rator & 
he states, reduces interference with NEW SUN DIAGNOSIS DEPARTMENT BACK- 
rs television caused bu motor car GROUNDS; they add eye-appeal and efficiency that is Regulator Service! 
engines to completely tolerable sure to impress customers and make selling your Sun Another new extra service that 
le levels. Service easier and more profitable. brings big extra profits! Offer com- 
* ~ . . 
Cited for Bond Aid Write TODAY for FREE BULLETINS containing valuable informa- ees 7 i = 
rs The Warrior a ie eas tion about these NEW SUN UNITS. With your bulletins cars and light trucks. The new Sun 
tion of Pontiac Motor division, has will be sent a copy of a 24-page booklet, “DOLLARS Generator & Regulator Tester 
eg ee FROM DIAGNOSIS”, containing business-building features startling innovations that 


- received a U.S. Treasury depart- 
tt ment citation for its assistance in 
promoting the opportunity savings 


speed-up and simplify operation. See 


ideas you can put to use right now to increase profits. ) 
your Sun Man or write Topay for 

















- © eel debe. free Catalog Sheet. 
of The publication, which is circu- 8 seal 
at lated among the more than 12,000 SCIENTIFIC Dai 
a]- employes at Pontiac, has carried ‘ ey 

on a concerted campaign to pro- j ea 7 Sun Motor and Distributor Tests 
ie mote the payroll deduction plan j . . - Add Extra Appeal with NEW Sun Background Units! 
il. for savings bond purchases. : 
o- i With the new Sun Foe Earees realy ereereret. 

: au your customers know exactly what wor _needs to be 
id Coronet Gain done before they spend a penny for repairs. The two 
An increase of 300,000 in the Sun Master Testers, combined with the efficient, eye- 

> guaranteed circulation of Coronet appealing Sun Background Units, form the basic 
Oo magazine has been announced by equipment for a modern Sun Diagnosis Department. 
of Robert F. Buggeln, advertising You'll get full details from the new “Dollars from 
0 manager. Effective Jan. 1, 1950, Diagnosis” Booklet! 
e- the increase brings the magazine’s 

guarantee to 2,300,000. Rate per 

page per thousand remains at $1.75, 

| Buggeln said. 
t * * * 

Champion Renews - 
a : 
d Champion Spark Plug Co. has er Dependable, Accurate Service at All Times «== 
n : signed a 52-week renewal contract with the NEW Sun Battery Charger! _ 
of with American Broadcasting Co., - 

etfective Sept. 30, continuing its = new, nan Sun Battery ee enables you to el 

i aad a five-minute sports eep your shop equipment and stock batteries in peak 
1O f sponsorship of a . operating shape at all times. Insure maximum 
i commentary by Harry Wismer accuracy and dependability from your testing ELECTRIC CORPORATION 
+ every Friday night at 9:55 p.m., equipment. Write TODAY for free Catalog Sheet 6327 Avondale Avenue « Chicago 31, Illinois 
¥ EDT. | containing complete details. 
ic Signed through MacManus, John | y 

& Adams, Inc., of Detroit as the! 4 
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: 
tives for the Solder Seal line of | 
| automotive and plumbing and heat. | 
jing specialties is announced by | 


Auto Personnel 








GE Lamp Division Opens 
District Office in Detroit 

General Electric Co., lamp de- 
partment, has opened a new district 
office to be known as Motor City 
sales district with offices at 820 
Fisher bldg., Detroit. 


The Motor City sales district, | 


under the management of J. W. 
Fleischer, will handle the sale and 
distribution of General Electric 
automotive, sealed beam, flash- 
light, radio panel, photo and spe- 


cialty lamps in Detroit, Flint, Sag- | 


inaw, Bay City, Pontiac and Lan- 
sing. 


+ > > 
Datton Named to Manage 
Ford Overseas Outlet 


Appointment of C. E. Dalton as | 


general manager of the Overseas 
Distributors branch, Ford Motor 
Co., is announced by Graeme K. 
Howard, vice-president of foreign 
operations. 

The Overseas Distributors branch 
is a new unit of Ford, located in 
Jersey City, N. J. It is primarily 





a sales agency for built-up vehicles | 


shipped by the five Ford manufac- 
turing plants throughout the world 
to markets not regularly served by 
assembly plants. 

* ” 





a 


|U. S. Tires Announces | 


District Head Shifts 


The following changes in the 
U. S. Tires sales personnel are 
announced by J. C, Ray, sales 
manager: 

Richard M. Payson, formerly 
district manager at Springfield, 
| Mass., has been appointed district 
| manager at Detroit. He will be 
succeeded at Springfield by | 
| Walter F. Brown, formerly east- | 
ern sales training representative. | 

H,. E. Walker, formerly dis- | 
trict manager at Detroit, is as- | 
signed to Jacksonville, Fla., as 
district manager. Sheldon Fisher 
is transferred from the general 
offices at New York to become 
district manager at Buffalo. 

. * + 


Solder Seal Agents 





-*. Press 


POWER TO DO GOOD 


POWER TO MOVE GOODS 





V. P. Bresan, general sales man- 


lager of Radiator Specialty Co., 
Charlotte, N. C, Representing the | 


firm in Ohio and Eastern Indiana 


will be Ralph L. Sebrell. Roy E. 
Paige will direct the automotive | 
field in the Greater New York area, | f 
Long Island and the northern part | 


of New Jersey. 
* * * 


Commercial Credit Names 


Taylor Vice-President 


James P. Taylor, divisional man- 
ager of Commercial Credit Corp. 
in Memphis, has 
recently been 
made a vice-pres- 
ident of Commer- 
cial Credit 
the parent firm, 
in Baltimore. 

Taylor began 
his career as an 
adjuster and has 
served in every 
capacity leading 
up to his new as- 
signment as vice- 


J. P. Taylor 


| president of the $100,000,000 finan- 
Appointment of two representa- | cial institution. 





On, | 





9,000 SQUARE FEET FOR SERVICE—Sales 
Cadillac Co., Denison, Tex. 


B. F. Goodrich Promotes 
Baker and Hoban 


Robert L. Baker has been named 
manager of sales planning of the 
Replacement Tire Sales division of 
B. F. Goodrich Co., it is announced 


by Joseph A. Hoban, division gen- | 


eral manager of merchandising. 
Baker had been assistant manager 





and service building of Stratton Oldsmobile- 





of passenger car tire sales and is 
succeeded in that post by Charles 
H. Caldwell. 


Wilkening Names Doherty 
Kansas City Area Chief 


Announcement is made by W, E. 
Wilkening, sales vice-president for 
Wilkening Mfg. Co., maker of Ped- 
rick piston rings, 
Philadelphia, of 
the appointment 
of Ralph Doherty 
as division man- 
ager of the areas 
comprising gener- 
ally the West 
|North Central 
States. He will 
headquarter in 
Kansas City. 

Doherty, a 
graduate of the 
|University of Arizona, worked for 
five years with Stuckey Auto Sup- 
|ply of Phoenix, for 12 years with 
|Aluminum Industries of Cincinnati 
(Permite) as western sales man- 
ager, then eastern sales manager, 
and for the past 2 years as man- 
ager of the Automotive division 
of Service Supply Corp. of Philadel- 
| phia. 








Ralph Doherty 


Willys Appoints Sutton 


To Sales Training 

Paul N. Sutton has been ap- 
pointed sales training manager of 
Willys-Overland Motors, Howard O. 
|Lund, general sales manager, an- 
| nounces. 

Sutton joined Willys after con- 
|ducting the first post-war sales 
|training program at Reo Motors, 
|Inc, Previously he had been an 
|instructor in journalism at Michi- 
|gan State college and had been 
jactive in sales promotion work for 
| Dodge, Nash-Kelvinator and others. 

* * + 


Wilkens Replacing 


| Stevens at Schrader’s 


Malcolm Stevens, manager of A. 
| Schrader’s Son, division of Scovill 
Mfg. Co., Inc., Akron branch, for 
| the past 25 years, has retired from 
active service. He will continue 
| with the firm in a consulting ca- 
pacity. 

Clarence Wilkens has been ap- 
| pointed assistant salcs manager cf 
the organization, to succeed 
Stevens. 

* * * 


U. S. Tires Ups Richardson 
To Head Industrial Sales 


John C. Richardson has been ap- 
pointed manager of industrial tire 
jsales for U. S. Tires division of 
United States Rubber Co., accord- 
| ing to J. C. Ray, sales manager. 

Richardson joined U. S. Rubber 
in 1940 as a field service repre- 
sentative in Detroit. 

+ * + 


Bugge Heads Highways 


In Washington State 


| W. A. Bugge has been named 
Washington state highways direc- 
| tor by Gov. Langlie. 

Bugge has had extensive experi- 
ence in highway construction and 
engineering in Washington. He was 
}on the highway department staff 
from 1922 to 1926 and in 1928. 


M. & K. Mener Co. 


M. & K. Motor Co., Inc., Wells- 
burg, W. Va., has been granted a 
charter by ihe secretary of state. 
Authorized capital stock is $50,v00; 
|paid in, $10,000. Principals are 
| Fred F. Martin, James R, Keenan 
| and Valda E. Martin. 
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CHROME 
P yc aaa yy CAST 
NAME PLATES 


DEALERS: 


The Modern Advertising Plate 
With Customer Eye Appeal 


Write TODAY for beautiful full- 

size FREE SAMPLE... Yours to 

keep and compare! 
2 





DISTRIBUTORS WANTED 








Showmanship sells MORE cars! As- 
semblé it yourself in ten minutes. 
Supports ten tons. Takes any model. 
Can be financed. Write today. 


BRUNNER INC. 


358 East Center Street Manchester, Conn 


jNAME PLATES 


* PRECISION CAST... 

ELIMINATING ALL DIE COSTS 
Quantities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
approval. Heavily chrome plated. 
Write for details. 


502 Locust Street 
Phila. 6, Penna. 


Zipp-reme Spray 
Upholstery Cleaner 
is revolutionary. 
Fast, economical (84 
cents per car), safe. 
Cleans headliners 
without streaks or 
shrinkage. No odor. 
Non-inflammable. 
Dries in 20 min- 
utes. Even, uniform 
color. Moves used 
cors. Shipped 
OPEN account. 
Trial Size (15 cars) 
with gun, $23.00 
ZIPP-REME 
CHEMICAL CO. 
Greensburg, Pa. 
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*SORRY, BOSS! 1 CAN'T REPAIR 
AUTOMATIC TRANSHISSIONS / 





Mechanics who cun repair automatic tranimis-iet> 
earn top pay—and they're needed tnvce than ever! 
Train at C.T.1., the school that’s famous for its 
automotive courses. Our special Automatic Trans 
mission training teaches what you need to know 
in weeks—about repairing Ifydra-Matic, Dynaflow, 
Fluid Drives and other types of fully and semi- 
automatic drives. G. I. approved. Finance plan for 
non-vets. Mail coupon today! 
EMPLOYVERS—Write us for 
trained mechanics 


! Commercial Trades Institute, Dept. B32-8 
| 1400 W. Greenleaf, Chicago 26, til. 


Send free illustrated Brochures and other 
information about the field I have checked 


! 
| 
| 
below: (CD Veteran [) Non-veteran ! 
() Automatic Transmission [] Automotive ! 
Mechanics ([_] Body-Fender Rebuilding | 
| BU REIO, cccccocscccsscscccscnes . . BOB .«. ceccccere | 
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Dealer Business Counsel 


Here’s a Suggested Plan for Daily Report, Listing 
All Departments’ Gross Profits 


(The opinions expressed herein are those of Columnist Van Tassel and are not 


necessarily those of 


By J. B. Van Tassel 
AVING received numerous re- 
quests for a form covering the | 

daily control of finances and oper- | 
ations in the dealership, I will out- | 
line in this col- 
umn what I con- 
sider to be a sim- 
plified, yet prac- 


tical plan for a 
day-to-day re-| 
port. 


There are many | 
such forms in| 
operation today, | 
some complicat-| 
ed, some too sim- | 
ple, some very 
constructive and 
others that appear to me to serve | 
no constructive purpcese whatso- 
ever. 

The first item to be shown on 

a report in sequence of its im- 
portance should be cash on hand | 
and in the bank. On line two I 
would show the ratio of future | 
selling capital to past sales capi- 
tal; line three, the total amount | 
and number of accounts receiv- | 
able and past due, and the per- 
centage of past-due accounts re- 

ceivable to the amount of not- 
due accounts receivable. 

On line four should be the total 
in dollars and the number of past- | 
due notes receivable. Line five} 
would show the total amount and 
number of units in used-car inven- 
tory over 30 days in stock in com- 
parison with the used-car inventory 
less than 30 days in stock. 

Line six would show the total 
amount of obsolete parts in stock 
and the percentage of this obso- 
lescence to the total of parts in- 
ventory. Line seven should list the 
number of new-car sales to date; 
both dollars and units. 

+ % oe 
INE EIGHT will show used-car 
sales in dollars and units; line 
nine, customer labor sales and/| 
number of repair orders written 
to date; line 10, internal labor sales 
and percentage of internal to cus- 
tomer labor sales; line 11, outside 
work and percentage of outside) 


SAE Handbook 





J. B. Van Tassel 


|outlined for your daily operation 





Issued With 31 | 
New Standards 


NEW YORK. — Thirty-one new 
automotive standards and specifi- 
cations are a feature of the 1949 
SAE hzndbook, just published, ac- 
cording to John A. C. Warner, sec- | 
retary and general manager of the | 
Society of Automotive Engineers. 

The annual publication has un- 
dergone the most extensive series | 
of revisions in its 39 years. These | 
consist of 92 standards and speci- 
fications involving 325 pages of the 
book’s 933. Nine standards have 
been cancelled. 

Among the new standards in the | 
1949 edition are the first to be de- 
veloped by the SAE construction | 
and industrial machinery technical | 
committee on yardage ratings. 

Work of the SAE body engineer- 
ing committee makes its debut with | 
a series of standards for body 
moldings and fasteners, and cylin- 
der locks and keys. 

For motor vehicle fleet operating 
engineers, vehicle designers and 
legislative agencies the new SAE 
standard commercial vehicle nom- 
enclature sets up for the first time 
uniform names for trucks, buses 
and tractor-trailer combinations. 

Among the contributions of the 
SAE lighting committee are new 
standards for school bus warning 
signal lamps, motorcycle head- 
lamps and liquid emergency flares. 
This group has also revised 13 


| lighting standards for back-up, di- 


rection signal, stop and tail lamps. 
Standardized for the first time 


|is a series of alloy steels which 
|may be brought to hardenability 
| specifications. Known as H-Steels, 


these steels are designated by a 
number indicative of the chemical 
compositions, according to usual | 
SAE practice, followed by the let- | 
ter H. 


Automotive News.) 


work to customer labor sales, and | 
line 12, current stockroom sales. 


On line 13, I would show stock- 
room sales (obsolete); line 14, total 
sales of all departments; line 15, 
new-car gross profit and percent- 
age to new-car sales; line 16, used- | 
ear gross profit or loss and per- 
centage to used-car sales, and linc 
17, service department gross profit 
and percentage to service sales. 


Line 18 should show stock- 
room gross profit and percentage 
to sales; line 19, miscellaneous 
gross profit; line 20, total gross 
profit of all departments and 
percentage to total sales; line 21, 
total expense of all departments 
and percentage to total sales, and 
line 22, net profit of all depart- 
ments and percentage of total 
sales, 

This information, which I have 





report, can be easily drawn up on| 

















iT 

AY THT 
Fine 
QUALITY 


fete Tes 
Fy 
REDUCED 


Prices 


at REDUCED PRICES 


Same luxurious leathers at new 
low prices. Top-grain cowhide 
designed to combine feminine 
grace with sturdy construction 
for hard handling. Lined in 
rich rayon. All hardware solid 
brass. COLORS: Brown Alli- 
gator Grain Cowhide ... 
Smooth Suntan Cowhide... 
Smooth Ginger Cowhide... 
White Rawhide. 


Style No. Item Dealer's Cost 
750 14” Train Case $25.00 
List Price Incl. Fed. Tax... $47.50 
752 21” Weekend $25.00 
List Price Incl. Fed. Tax... $47.50 
753 26” Pullman $34.50 
List Price Incl. Fed. Tax... $65.00 


The VASSAR... 
Ladies’ Matched Luggage 





| IT'S A DEAL—Jim Moran, who once sold an icebox to an Eskimo to keep his food from 
freezing, barters Henry J. Kaiser out of an autographed model convertible for a handful 


of stogies. The amused witness is Edgar F. 


Kaiser, 


president of Kaiser-Frazer and son of 


its co-founder. Moran is bartering his way about the country in the interest of the national 
multiple-sclerosis fund. After 100 days on the road he will return to New York to auction 
an accumulation of sundry items gained through his shrewd bargaining. 





an 8% by 11 inch sheet of plain 
paper. 
On this sheet you will have 


plenty of room to show the trend 
of your new and used-car inven- 
tory as follows: new and used-car 
inventory on hand yesterday morn- 
ing; received yesterday, and total 
sold yesterday. This will give you 


1077 


24” 2-Suiter with over- 
lapping steel frame for 
extra strength. Oust and 
moisture-proof. 

Same style in extra-roomy 
24” 3-Suiter. 








877 


longer wear. 


these sets have been sold. 


Style No. Item 
877 21” Overnight 
1077 24” 2-Suiter 
977 24” 3-Suiter 
699 20” Clubkit 


costliest materials. Brass locks. 
leather corners and sides. Neat masculine linings. Especially created 
for quick, easy packing, this is luggage at its best. Thousands of 


Send Order Form Today 


these inventories up to the night 
before. 

This complete report should be 
on the dealer desk not later than 
10 a.m. each day. 

(Any questions concerning busi- 
ness management will be gladlu 
answered by J. B. Van Tassel, 
care of AUTOMOTIVE News.) 


For the First Time, Contempo reduces prices on its 
quality luggage. Now when luggage is so much 
in demand, you may buy Contempo Luggage for 
less, sell for less. Offer this fine service to your 
customers. They will appreciate the convenience 
of obtaining this quality luggage at low prices. 
Thousands of Auto Dealers have found Contempo 
Luggage means greatest value for the money. 
Order a sample set today! 


Phone, wire or airmail 
your rush orders. 
We ship at once. 





699 


21” Overnight bog... 
Same exclusive construc- 
tion features as 2-Suiter. 


20” Zipper Clubkit with 
two big utility pockets, 


The DUNLEIGH... Matched luggage for men 


The finest Top-Grain Cowhide, designed for handsome looks and 
Each streamlined bag features finest construction and 


Strong saddle stitching. Reinforced 


List Price 

Dealer's Incl. 
New Cost Fed. Tax 
$29.50 $59.00 
37.50 75.00 
39.50 79.00 
22.50 45.00 


COLORS: London Ton, Indion Brown, Redwood or Black 






1 CONTEMPO Luggage Co., 170 Fifth Ave., New York 10,N. ¥. f 
i Gentlemen: Please ship the following numbers . 


[_] (lam enclosing check) 


J 
j 
4 
i 
i 
5 
i 
! 
g FIRM NAME 
§ 
i 
§ ss 
s 









of ole 


C2 Ship c.o.0. 


Dealer's Cost 


Quantity 


.. State 


Fine Quality 
Luggage 


CJ (Ship Open Account. Bank end credit references attached) g 
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d\Factoty Team Up to produce 
ed Retail Sales Program 


Streamlined handbook gives latest, most modern 
methods of automotive sales management 





Following many months of preparation in 
cooperation with top profit-making Ford Dealers, 
the Sales Department of the Ford Division has 
completed an outstanding, up-to-date manual 
of Retail Sales Management for the benefit 
of Ford Dealers everywhere. 


All phases of successful retail operations are 
covered in one comprehensive presentation. 
Emphasis is on the sound, proved business principles 
which have built outstandingly successful dealerships. 


Major subjects covered include sales managers’ 
responsibilities .. . sales department operation 
... Managing sales personnel . . . dealership 

trading position ... used units ... salesmen 

hiring plans . . . compensation plans. 
Moving pictures, slide films and special 

bulletins will supplement the basic manual 

as continuous training material. 


Easily read and understood .. . thorough in 
its treatment ... colorfully illustrated—the 
new Ford Retail Sales Management Program sets 
a new high standard for this type of activity. 


The application of the principles it 
contains can make it more than ever true that 
Ford business is good business—and that in more 
ways than one it’s great to be a Ford Dealer! 





FORD 


Division of FORD MOTOR COMPANY 














Used-Car Auction Prices 
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MASON CITY, IA. 


(Lapiner’s Used Car Auction, Sale every 
Wednesday. Prices are for sale of Aug. 10.) 


(Market steady and normal, Sold 74 
out of 128 offerings.) 
BUICK—'49 Super 2-dr., $2,310, $2,305; 


Super 4-dr, $2,205. '48 RM sedan, $1,590. 
‘47 Super conv., $1,255. 


CADILLAC—'49 (61) sedan, $3,115. ‘48 
(61) sedan, $2,495. 
CHEVROLET—'49 FL Deluxe 4-dr., $1,- 


930, $1,855, $1,830; FL Deluxe 2-dr., 
$1,880, $1,865, $1,855, $1,840, $1,765; 
SL Deluxe Sedan, $1,895, $1,835; SL 
Deluxe 2-dr., $1,885, $1,865, $1,840, 
$1,790; SL Special 2-dr., $1,845, $1,805, 
$1,765, $1,710; FL Special 2-dr., $1,855, 
$1,830, $1,805, $1,675. "48 FL aerosedan, 
$1,460, $1,405, $1,370, $1,350. ‘47 FM 
2-dr., $1,240, $1,210, $1,180, $1,055. 

CHRYSLER—'49 Royal club coupe, $2,- 


285. °46 Windsor sedan, $1,050. 
DeSOTO—'49 Custom sedan, $2,345; Cus- 
tom club coupe, $2,310, $2,300, ‘46 


Custom sedan, $1,190. 

DODGE—'49 Meadowbrook sedan, $1,925; 
Coronet sedan, $2,095. ‘48 Custom sedan, 
$1,485. °47 Custom club coupe, $1,190. 
46 Deluxe sedan, $1,065. 

FORD—'49 Custom (8) sedan, $1,695; 
Custom (8) 2-dr., $1,685, $1,570, $1,- 
415, $1,360. "48 Super Deluxe 2-dr., $1,- 
130. °47 Super Deluxe 2-dr., $1,005, $965. 
46 station wagon, $960. ‘41 2-dr., $490, 


10. 
wuAskR—'47 sedan, $1,010. 
HUDSON—'47 Commodore (8) sedan, $880. 
MERCURY—'49 sedan, $2,290, $2,100, $1,- 
980, $1,820. 
OLDSMOBILE — ‘49 (98) 2-dr., $2,590; 





(98) sedan, $2,540; (88) sedan, $2,500. | 
'46 (66) club coupe, $1,160. ‘41 (76) | 
club coupe, $540. 

PLYMOUTH—'49 Special Deluxe sedan, 


$1,740; Deluxe 2-dr., $1,710, $1,700, $1,- 


690, $1,670. ‘48 Special Deluxe sedan, 
$1,290, $1,255, $1,255. ‘41 Special Deluxe 
2-dr., $510. 


PONTIAC—'49 Chieftain 2-dr., $2,425, $2,- 
415; SL 2-dr., $2,430; Chieftain club 
coupe, $2,105. ‘48 Streamliner Deluxe 
2-dr., $1,840; Streamliner Deluxe sedan, 
$1,680, '47 Streamliner (8) 2-dr., $1,305. 

STUDEBAKER—'49 Champion Deluxe 2- 


dr., $1,890, ‘47 Commander Regal 2-dr., 
$1,190. 
WILLYS—'46 Jeep, $365. 


AKRON 


(Akron Auto Auction, Sale every Thurs- | 


day. Prices are for sale of Aug. 11.) 
(Late models still in demand. Sold 66 
out of 111 offerings.) 


BUICK—'49 RM _ sedan, $2,225; Super 
conv., $2,195. '47 RM sedan, $1,290. '46 
Super sedan, $1,190. ‘42 Special sedan, 


$710. '40 Super sedan, $500. 
CADILLAC—'46 (62) sedan, $1,625. 
CHEVROLET—'49 FL Deluxe sedan, $1,- 

825, $1,785, $1,775; FL Special sedan, 


$1,700, $1,685, $1,685. ‘48 aerosedan, 
$1,400; SM sedan, $1,130, °47 aerosedan, 
$1,250; FL sedan, $1,100; SM _ sedan, 
1,090. '46 SM sedan, $1,010, $910, $900, 


890. 
CHRYSLER—'49 New Yorker sedan, §2,- 
450; Windsor club coupe, $2,225; Royal 
sedan, $2,010. '47 Windsor conv., $1,525; 
Windsor sedan, $1,455; Windsor club 
coupe, $1,400. 








LVENING 


DeSOTO—'46 Custom sedan, $1,120. 
DODGE—'48 Custom club coupe, $1,465; 
| conv., $1,385. '47 Custom sedan, $1,200. 
| °46 Deluxe coupe, $925. 


FORD—'49 Custom sedan, $1,500. ‘48 SD 


sedan, $1,230, $1,150, $1,140; SD conv., | 


$1,200. ‘47 SD sedan, $1,170; SD conv., 
| $1,075. ‘46 SD conv., $1,000; Deluxe 
| sedan, $850. 


| HUDSON—'46 Super (6) sedan, $775, $700. 
| LINCOLN—'49 Cosmopolitan sedan, $2,010. 


| MERCURY—'47 club coupe, $1,110. ‘41 

| club coupe, $530. '40 sedan, $435. 

| NASH—'47 (600) club coupe, $980. ‘46 
(600) sedan, $815. 

OLDSMOBILE—'46 (76) sedan, $1,200. '40 


Deluxe sedan, 
"48 SD 
$925. °'42 


PLYMOUTH — ‘43 Special 
$1,705; Deluxe sedan, $1,655. 
sedan, $1,375. ‘46 SD sedan, 
SD sedan, $500. 

| PONTIAC—'47 SL (6) club coupe, 

| '46 SL (6) sedan, $1,155. 

| STUDEBAKER ‘47 Commander club 
coupe, $1,270; Commander sedan, $1,165. 

WILLYS—'49 Jeepster, $1,250. 


DENVER 


(Denver Auto Auction, Inc. 
|; Tuesday at Englewood, Colo. 
for sale of Aug. 9.) 

(Market active.) 
BUICK—'49 RM 4-dr., $2,470; 
2-dr., $1,725. '46 Super 4-dr., $1,185. 
CADILLAC—'47 (6) 4-dr., $1,780, $1,890. 
| CHEVROLET—'49 FL Deluxe 4-dr., §$1,- 
| 980; SL Deluxe club coupe, $1,880; FL 
| Deluxe 2-dr., $1,865; SL coupe, $1,790; 
half-ton pickup, $1,530. ‘47 FM 2-dr., 
$1,175; FL 4-dr., 2 at $1,275. '46 aero- 
sedan, $1,140. '40 2-dr., $390, $395. 
CHRYSLER—'48 Windsor conv., $1,575. 
’47 Windsor 4-dr., $1,195; Windsor 2-dr., 


(70) sedan, $410. 
| 


$1,335. 


Prices are 


Sale every | 


4-dr., $1,010; 1'%-ton C.O.E., $505. °39 
4-dr., $135. 

| FORD—'49 Custom (8) 2-dr., $1,555. ‘48 | 
SD (8) club coupe, $1,265. ‘47 (8) club 
coupe, $1,065; (8) conv., $1,000. "46 (8) 


Special | 


$1,175. ‘46 Windsor, 4-dr., $1,100, §$1,- 
225. ‘40 New Yorker 4-dr., $420. 
DeSOTO—'39 2-dr.. $280. 
46 | 


DODGE—'48 half-ton pickup, $1,050. 


ahd Sunny 


How to go home in Philadelphia 


Fact 1... Philadelphia is the third largest retail market in the 
nation, with a population of four million in its trading area. It’s 
a city of homes. And the ideal way to get on the shopping list 
is through family contact. 


Fact 2... The Bulletin goes home in Philadelphia. It spends the 
evening with more than 4 out of 5 families. It calls again on Sunday. 
As a case in point—in a typical block of Farragut Terrace in 


West Philadelphia, 43 of 45 families interviewed read and pre- 
shop in The Bulletin. 


OBVIOUS CONCLUSION ... The way to get home and talk buying 
with Philadelphians is in The Bulletin. For it goes home, stays 


home, is read by the entire family. 








Average Used Car Prices 


(Compiled by Automotive News) 


Aug. (to da 


te) July 











Model Aug. 1949 July June 
(to date) 1949 1949 
PDs cessein $1,895 $1,952 $1,960 
i svcine 1,411 1,422 1,480 
1947. 1,144 1,175 1,227 
1946....... 981 1,035 1,065 
1942...... 573 569 625 
i istwevessceres 516 516 570 
DIOP envniiovese. 436 433 475 
Overall ——— 
Average... $ 994 $1,014 $1,057 


(The above figures are averages of used car auction prices, all 
makes and models, carried regularly in Automotive News.) 





2-dr., $820. "41 (6) 2-dr., $580, (8) 2-dr. 


$420, $500. 
2-dr., $415. 


HUDSON—'48 


"35 
(5) 


"40 (8) 


(8) 4-dr., 
Commodore 4-dr., 


conv., $540; 
$130. 


(8) 


$1,- 


455. 
MERCURY—'42 4-dr., $690. ‘39 conv., 


$420. 
NASH—'40 4-dr 


OLDSMOBILE—'49 (76) club coupe, $2,- 
155, (S88) 4-dr., $2,150. °40 (6) 4-dr., 
$590. | 

PLYMOUTH—'47 SD 4-dr., $1,020, $1,- 
080, '46 Deluxe 4-dr., $790, $885. '41 | 
Deluxe 2-dr., $300; Deluxe 4-dr., $495. 


LAB 


In Philadelphia 
nearly everybody reads 
The Bulletin 


-» $290. 





$495. 
PONTIAC.—'49 (8) station wagon, $2,200 
"48 4-dr., $1,595. 
coupe, 


STUDEBAKER—'47 4-dr., $1,120; 
20. 
| WILLYS—'49 1-ton, $910. '48 1-ton, $1,375. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Aug. 11.) 
(Best movers are '46 models while '49s 
are dragging. Sold 69 units out of 117 

offerings.) 
| BUICK—'49 Super sedanette, $2,110, '47 
RM conv., $1,200. '42 Special sedanette, 
$475. '41 Special sedan, $570. '38 Special 





sedan, $290. 

CADILLAC—'48 (62) sedanette, $2,600. '47 
(62) sedan, $1,850. 

| CHEVROLET—'48 SM 2-dr., $1,000. ‘47 


| FM 2-dr., $1,100; club coupe, $1,200; FL 

| 4-dr., $1,175. '46 FL 4-dr., $1,010, $1,- 

025. '41 SD 2-dr., $575. '40 Deluxe 4-dr., 

| $425. '38 Deluxe 2-dr., $125, 
CHRYSLER—'47 Windsor club coupe, $1,- 
310. °40 Royal club coupe, $230. ‘37 
Royal sedan, $220. 

DeSOTO—'46 Deluxe 4-dr., $1,030. 


FORD—'49 Custom (8) 2-dr., $1,515; 4-dr., 


| $1,480, '48 SD 4-dr., $1,175. ‘47 SD 
conv., $1,000; club coupe, $1,110. ‘39 
oan 2-dr., $445. '36 (85) 2-dr., $105, 
100. 


MERCURY—'41 Deluxe 4-dr., $475. 

OLDSMOBILE—'46 (76) sedan, $1,080. 

PLYMOUTH—'49 SD conv., $2,000; 4-dr., 
$1,825. '47 SD 2-dr., $1,295. "41 Deluxe 
4-dr., $580, $535. "40 Deluxe 4-dr., $355, 
$420. '35 Deluxe 4-dr., $200. 


PONTIAC—'41 Streamliner (6) sedanette 
$410. 
STUDEBAKER—'48 Land Cruiser 4-dr 
$1,350. 
— Jeepster, $1,200. ‘47 Jeep, 
435. 
KANSAS CITY 


(Kansas City Automobile Auction. Sale 





every Wednesday. Prices are for sale of 

Aug. 10.) 

(Prices slightly higher on clean late 
models. Sold 181 units out of 252 
offerings. 

BUICK—'49 Super 2-dr., $2,182. '48 Super 
2-dr., $1,657. ‘47 Super 4-dr., $1,397, 
$1,260. ‘46 Super 2-dr., $1,275; 4-dr., 

| $1,207. 

CADILLAC—'49 (62) 4-dr., $3,600. 

| CHEVROLET—'49 2-dr., $1,805, $1,780, 


$1,750, $1,722; club coupe, $1,750. ‘48 

FM conv., $1,347; club coupe, $1,370; 

| SM 2-dr., $1,297, $1,247; FL areosedan, 

| $1,415, $1,407, $1,402. '47 Chevrolet FL 
2-dr., $1,230, $1,147. 

CHRYSLER—'49 Town & Country conv., 
$1,995. ‘46 Windsor club coupe, $1,357. 

CROSLEY—'47 panel, $322. 

DeSOTO—'47 4-dr., $1,377, $1,375, $1,285. 
'46 4-dr., $1,175. 

DODGE—'49 4-dr., 
$1,370. '47 4-dr., 


$2,162. ‘48 club coupe, 
$1,225, $710. 


FORD—'49 Standard (8) 4-dr., $1,380, 
$1,350; Custom 2-dr., $1,455, $1,450, '47 
(8) 4-dr., $1,157; (6) 4-dr., $835, ‘46 
(6) 2-dr., $862; (8) 2-dr., $885. 

FRAZER—'48 4-dr., $1,075. 

HUDSON—'48 (8) 4-dr., $1,515. 


KAISER—'49 4-dr., $1,430. '47 4-dr., $835. 
MERCURY—'46 4-dr., $1,005. 
OLDSMOBILE—'49 (88) 4-dr., $2,425, ‘47 
(78) 2-dr., $1,060. '46 (76) 2-dr., $1,220. 
PACKARD—'49 4-dr., $1,855, $1,755, $1,- 


750, 

PLYMOUTH—'47 4-dr., $602; club coupe, 
$1,000. '46 4-dr., $935; 2-dr., $1,040, 
PONTIAC—'49 (8) 4-dr., $2,262, $2,222; 
(6) 4-dr., $2,125. '46 (6) 4-dr., $910, 
STUDEBAKER—'47 Land Cruiser 4-dr., 

$1,197. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Aug. 12. 
| (Market good, Sold 150 out of 283 

offerings.) 
| BUICK—’49 RM sedan, $2,000. 
| sedanette, $1,250, $1,300, 
| CADILLAC—'49 (62) sedan, $3,400. 
CHEVROLET—'49 FL Deluxe sedan, §1,- 

800, $1,750; half-ton pickup, $1,000; FL 

Deluxe club coupe, $1,875; SL Deluxe 

sport coupe, $1,750. ‘48 FL aerosedan, 

$1,575, $1,475; FM sedan, $1,335, $1,425, 
$1,300, '47 SM sedan, $975, $1,075; FM 
sedan, $1,135; FM club coupe, $1,075. 

‘46 FM sedan, $1,075, $860; FL aero- 

sedan, $1,100. '41 SD sedan, $700, $500. 

‘40 sedan, $485, $425. 

CHRYSLER—'48 Windsor sedan, $1,600. 

‘47 New Yorker, club coupe, $1,110. 
DeSOTO—'48 Custom club coupe, $1,600 
DODGE—'49 Meadowbrook sedan, $1,925; 

Wayfarer roadster, $1,500; Coronet 

sedan, $2,025. ‘48 Custom sedan, $1,350; 

Deluxe sedan, $1,400, $1,350, '47 Custom 

sedan, $1,220. 

FORD—'49 Custom (8) sedan, $1,660, $1,- 





‘46 Super 


570, $1,510, $1,420, $1,350; Custom 
conv., $1,775; Custom (6) sedan, $1,300 
‘48 Super Deluxe sedan, $1,100, $1,000 
‘47 Super Deluxe sedan, $1,060, $1,000; 
half-ton (8) pickup, $850. ‘46 Super 
Deluxe sedan, $1,000, $775, $750, ‘41 
Standard sedan, $650, $610. '39 sedan, 


$475. '36 sedan, $350. 
HUDSON—'49 Super (6) DM sedan, $1,775. 
| MERCURY — ‘49 conv., $1,775, $1,830; 


sedan, $1,650, $1,800. '47 sedan coupe, 
$1,200. '42 club coupe, $625. ‘39 sedan, 
$500. 

NASH—'48 (600) sedan, $925. 


OLDSMOBILE—'46 (78) sedan, $1,075. 
PLYMOUTH—'48 SD 5 pass coupe, $1,200; 
SD sedan, $1,250, $1,125. ‘47 SD club 


| 
(Continued on Page 27, Col, 1) 
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— sone _ . | 
, ‘ 14 s 50 ; b coupe, $1,250. 
numeemeens 4-dr., $1,050, $1,080; (6) 2-dr., $950. Super sedanette, $1,440, $1,450. "46 RM SD sedan, $1,250; clu ; pe, 
. e HUDSON.-'48 olen (6) 2-dr., $1,360, conv., $850, '41 Special sedan, $675. ‘40 "46 8D sedan, $1,010. °41 conv., $450 
LINCOLN—'49 Custom 2-dr., $1,925. Special sedan, $425, $455; Super conv., 39 sedan, $185; station wagon, $160. ‘38 
se = ar uc ion rices MERCURY—'49 2-dr., $1,640, ‘46 4-dr., $525. '39 sedan, $375. '37 Special conv., sedan, $320, $300. 
> $1,050. sedan, $225. PONTIAC—'49 Chieftain (8) sedan, §2,- 
' NASH—'49 (600) 4-dr., $1,650. MEV .ET—'49 SL D >, $1,-| 100, "47 Torpedo (8) sedanette, $1,255, 
OLDSMOBILE — ‘47 (66) 2-dr., $1,080; OS alors: aon $1,730. $1,855, a | $1,325. °46 Streamliner (8) sedan, §$1,- 
: (Continued from Page 26) (76) 2-dr., $1,285. '46 (76) 4-dr., $1,035. 825 : Special sedan, $1,765, $1,755; FL| 175, $1,000. ‘41 (8) Sedanette, $590. ‘40 
TF PLYMOUTH— 46 SD 2-dr., $919. \ Special sedan, $1,800, 2 at $1,785; De- (8) sedan, $385, $475, $550. °'39 (8) 
June coupe, $925, $1,160, $1,105; SD sedan, | PONTIAC—'41 sedan, $430; ‘37 sedan, | PONTIAC—'49 Chieftain (8) 2-dr., $2,200; luxe sedan, $1,800; half-ton pickup. $1,- sedan, $265. 
1949 $925. '46 SD sedan, $950, $860; SD club | $525. | Deluxe (6) 2-dr., $2,150, $2,125. '47|) 400, 48 SM sedan, $1,350, '47 FL ‘aero- | MISCELLANEOUS—'39 Lafayette sedan, 
ai coupe, $950, STUDEBAKER—'41 sedan, $100. Torpedo (6) 4-dr., $1,300; Streamliner| seqan, $1,225, $1,190; FM club coupe, $395. '37 LaSalle sedan, $155. 
$1,960 PONTIAC—'49 Chieftain (6) sedan, $2,-| WILLYS—'47 Jeep, $450, $565. ‘46 Jeep, | (8) 4-dr., $1,370; conv., $1,370. "46 (6) | gi250° $1,175; SM sedan, $910, $1,135, 
1,480 275: (8) sedan, §2.275. '48 (8) conv., | ,, $400, $465. 2-dr., $1,090. "41 (6) 4-dr., $490, $1,120, "46 FM conv., $1,130; SM sedan, > 
' , : ; MISCELLANEOUS—'42 GMC 1%-t 155. | ’ ‘ 7 
1,227 1,490; (6) Torpedo sedanette, $1,540; | “*°™ msesaNBUL® : 4-ton, $155. ia 2 $1,000. "42 FL aerosedan, $625. ‘41 SD 
5 ) v k sed - SOUTH BEND club coupe, $690, $550, $320; MD sedan, (Aptco Auto Auction, Sale every Wed- 
1,065 So: t8) ‘ondam, $1,600. ‘47 (8) Btroan ALBANY, N. Y ‘ : $625, $450, $475. '40 sedan, $350, $650, | nesday. Prices are for sale of Aug. 10.) 
"625 finer sedan “$1360. "46'(8) conv “$1,015. ata cei (South Bend Auto Auction Co. Sale| s¢o0, $625, $550. '39 sedan, $335. '35|" caoia 39 unite out of @3 e@estues.) 
a ee (Tim Anspach's Dealer Auto Auction. |every Wednesday. Prices are for sale of sedan, $155. foo : " : ; 
570 STUDEBAKER — ‘49 Commander sedan. | sale very Monday. Prices are for sale of | Aug. 3.) ; sc odeeate “7 8B : $1,150 | BUICK—’'48 Super 4-dr., $1,640. '47 Super 
475 $1,700; Champion conv., $1,810. °48/ Aug. 8.) (Sold 26 units out of 47 offerings.) CHRYSLER—'47 Saratoga sedan, — 2-dr., $1,405, $1,185. '46 RM 4-dr., $1,- 
Champion conv., $1.675, '48 Commander | (Market steady on clean merchandise | gUICK—'47 Super 4-dr., $1,410. '46 Super | DeSOTO—'48 Custom club coupe, $1,100. 100. 
1,057 sedan, | $1,450. "47 Commander club| but noticeably lower on rough cars and 2-dr., $1,310. '42 Super 4-dr., $500, '37|DODGE—'49 Wayfarer roadster, $1,750, | CADILLAC—'41 4-dr., $645. 
$1, coupe, $1,175; Champion sedan, $1,150. convertibles, ‘‘Near-new’’ Chevrolets Special 4-dr., $85. $1,525. 39 sedan, $430. ‘38 business | CE_YROLET—'49 FL Deluxe 2-dr., $1,- 
WILLYS—'48 Jeep station wagon, $1,330. | sbeut 950 lower. Sold 62 units cut of | canes ac—'47 (61) 2-dr., $1,565 coupe, $155. 735, $1,680; '49 conv., $1,775, 48 FL 
28, all 47 Jeep, $575; station wagon, $800, $710. | 97 offerings.) | CHEVROLET—'49 FL 2-dr., $1,700; SL |FORD—'49 Standard (6) club coupe, $1,-| aerosedan, $1,390. 47 FL aerosedan, $1,- 
3.) BUICK—'49 Super 4-dr., $2,220; conv., conv., $1,850, '48 FM conv., $1,365. ‘47 500; Custom (8) a. oe pe 280. '46 FL aerosedan, $900. '41 2-dr., 
: LUBBOCK TE $2,500; RM 4-dr., $2,510; conv., $2,400. FL 4-dr., $1,310. 40 4-dr., $375 (8) club coupe, 175, ,125; sedan, $410. 
ae oX. ‘48 Super 2-dr., $1,600. '47 Super 4-dr., | nopGE—'49 Wavt: st 7 1,175; (6 dan, $1,020; club coupe, 
- *» ag . “3 ODGE—'49 Wayfarer roadster, $1,765. $1,175; ) sedan, ' ; si 49 Cus , : 
(Lubbock Auto Auction. Sale every| $1,440; RM 4-dr., $1,470, $1,610. '46| PORD—36 2-dr.. $185, $65. $1,080, "47 SD (8) sedan, $1,225, $1,075, ra Gaon cn = SS 
Thursday. Prices are for sale of Aug. 11.) Super 4-dr., $1,075; conv., $1,240. FRAZER—'47 4-dr., $1,030. $975; conv., $1,085, '46 Deluxe sedan, $455 , pre ’ 
, $2,200 (Sold 68 out of 106 offerings.) | CHEVROLET—'49 SL Special 2-dr., $1,- | OLDSMOBILE—'39 4-dr., $185. Ste, TTS; SD (S) sedan, GUC; CORY., | . am 60 club cot $1,850 
): BUICK—'49 2-dr., $2,300. ‘41 4-dr., $370. | 750, $1,710, $1,800; 4-dr., $1,700, $1,675, | PLYMOUTH—'49 SD club coupe, $1,680. $1,075; half-ton stake, $560; - “. cae pe, $1,850. , 
; coupe, “ ‘40 Super, $450 $1,680, $1,685; conv., $1,820: FL Deluxe| ‘47 SD 4-dr., $730. $560, ‘41 club coupe, $537, $620, $260,/ FORD—'49 Custom (8) 4-dr., $1,500, '47 
: ; - 875. ° - - | STUDE R—'49 Champion conv., §$1,- $400. '40 sedan, 2 at $400, $360, $510. SD conv., $1,050. '46 2-dr., $810, $800; 
1, $1,375 CADILLAC—’42 sedan, $970 2-dr., $1,900, $1,875. ‘48 SM 2-dr., $1, TUDEBAKE P : . ; 50. °37 d 
ere a es 450; FL aerosedan, $1,410. '47 SM 4-dr., 610. ‘48 Champion Regal Deluxe 4-dr., 39 conv., $400; sedan $450. '37 sedan, 4-dr., $775. 
CHEVROLET—'49 SL 2-cr.. $1.795. $1.-| $1,170; (Taxi), $600; 2-dr., $1,000; FM| $1,370, $1,355, $1,305, $1,270. "47 Com-| $110; conv., $250. LINCOLN—'46 club coupe, $1,005, $975. 
. 785. $1,910. $1.770: SL Deluxe 4-dr., 2-dr., $1,140; conv., $1,275; aerosedan, mander Regal Deluxe 4-dr., $1,205, $1,- | HUDSON—'46 Super (6) sedan, $895. MERCURY—'49 conv., $1,735 
' $1,920; %-ton pickeup $1.335. ‘48 4-dr.. $1,190. '46 (Taxi), $700; FL aerosedan, 110; Champion Regal Deluxe club coupe, -RCURY—'49 sed $2,060, ‘48 sedan . g ae 
ale every $1.190, $1.190. ‘47 club couve, $1,125: $1,100. "42 SD 2-dr., $740, '41 MD 2-dr. $1,220. MERCURY—'49 sedan, $2,060, "48 sedan, | NaSH—'46 4-dr., $710. 
Ne 1498. ae es, Oe. | 7 . Sra saan TAM, $1,000. 939 conv., | OL DSMOBILE—'41 4-dr., $400. '39 4-dr., 
¢ 117 $275; aerosedan. $1.100. '42 nerosedan. | pesOTO—'41 Custom 4-dr., $550. CONCORD MASS em, yome $275. 
_ $590. °41 2-dr., $460, $460, $400, $410, | DODGE—'47 Custom 4-dr., 2 at $1,225. < ’ — NASH—'49 (600) sedan, $1,825. PACKARD—'48 station wagon, $1,605 
, $380. $335. | ‘46 Custom conv., $1,200; Deluxe 4-dr., (Concord Auto Auction, Inc, Sales every | 9, DSMOBILE—'47 (98) sedan, $1,330, °41 Ly : cae ey . 
aoe a CHRYSLER—'47 4-dr., sedan, $1,120. '41 | $1,125. Monday and Friday, Prices are for sales (98) sedan, $500. "40 sedan, $415, $400. an ae 46 2-dr., $920. '39 business 
edanette, | F 8 - e 5-8. . ‘ ’ le 
8 Special coupe, $280. FORD—'19 Custom ¢s) 4-dr., $1,575; of Aug. 5-8.) 82 offerings.) PACKARD—'37 sedan, $110. PONTIAC—'48 4-dr., $1,675. °46 club 
pe DeSOTO—'46 4-d $1,070 conv., $1,750, $1,700. '48 SD (8) 2-dr., (Sold 176 units out of 282 offering > ; 4 - , — 
= ae ee $1,150; 1'%-ton stake, $1,070, 47 SD (8) | BUICK—'48 Super sedanette, $1,575, '47' PLYMOUTH—'49 Deluxe sedan, $1,705. '47 coupe, $1,135. 
» 600, °47 DODGE—'48 2-dr., $1,110. 8 Custom | - i aati sido cm — —_—_—— - 
cars 4-dr., $745. '42 club coupe, $490. 
000. °47 FORD—'49 club coupe, $1.480. $1,550. $1.- * & ae «® 
200; FL 580; half-ton (6) $1.290: 2-dr.. $1,465. 
010, $1,- ‘48 club coune, $1,235. ‘47 club coupe 
xe 4-dr. $940. '46 Deiuxe 2-dr.. $920, $815. '42 ont 
; half-ton pickup, $345. '38 coupe, $160. 
upe, $1,- HUDSON—'42 Commander (8) 4-dr., $260. 
230. ‘37 MERCURY—'49 conv.. $1,615, $1,815, $1.- | 
615, ‘46 2-dr., $1,070, ‘41 4-dr., $350. | 
; '40 2-dr., $265. | 
5: 4-ar. OLDSMOBILE—'48 (98) sedan, $1,645, ‘47 
47 «SD (98) 4-dr., $1,435. "40 4-dr., $200. '39 | 
110. ’39 (78) 2-dr., $175. | 
r., $105, PLYMOUTH—'49 club coupe. $1.715; 4-dr.. | 
$1.785. ‘48 coupe, $925. ‘47 4-dr. $665; | 
5, SD 2-dr., $775. °46 4-dr., $810, $795. | 
080, PONTIAC—'49 conv., $2,375. °39 2-dr., | 
0; 4-dr., etd . tne , 
| Deluxe STUDEBAKER --'48 conv., $1,455, 47 ea 
r., $355, Champion Regal 4-dr., $1,180. | 
edanette DANVILLE, VA. U ou can increase a Od S 
(Danville Auto Auction. Sale every Fri- | 
. 4-dr dav, Prices are for sales of Aug. 5 and | TT TTS! 
' 12.) 
17 Jeep, BUICK—'47 Super sedanette, $1.200. °46 | 






i Super sedanette. $1,200. $1,150. ‘41 
Special sedan, $260. ‘40 Special club & 2 ot 
coupe, $480. '39 Special club coupe, $200. | 
on. Sale ‘38 Special sedan, $300. | 
sale of = | ss CADILLAC—'47 (62) sedan, $1,370. 
n late CHEVROLET—'49 SD club coupe, $1,775, | 
f 252 $1,535; FL sedan, $1,700, $1,685; SL | 
conv.. $1.850. $1,620; SL business coupe. 
18 Super $1,410; SL Deluxe sedan, $1,750; club 
$1,397, coupe, $1,740, $1,690. ‘48 FL aerosedan, 
: 4edr.. $1,450, $1,300, $1.355, $1,435: FL sedan, 
$1.360, $1,310; FM sedan, $1,175. 
0. CHRYSLER—'49 Windsor club coupe, §$2,- 
$1,780, 000, '47 Windsor sedan, $1,170; Town & 
750. °'48 Country sedan, $1,280. °41 Royal sedan, 
$1,370; $75. 
— DeSOTO—'49 Custom club coupe, $1,950. 
rolet ‘48 Custom sedan, $1,375. 
y conv., DODGE—'49 Wayfarer business coupe, §$1,- 
$1,357. 600, '40 sedan, $110. '38 sedan, $150. 
FORD—'49 Custom (8) sedan. 2 at $1,440, 
| $1,285. $1,260, $1.475, $1.460. '48 Deluxe sedan, 
$1,145; SD sedan, $760. ‘46 Deluxe 
b coupe, sedan, $650; SD sedan, $720. '41 SD 
club coupe, $500; SD conv., $720. '40| 
$1,380, Standard sedan, $100; Deluxe sedan, | 
450, '47 $550; business coupe, $510; Deluxe busi- 
835. ‘46 ness coupe, $550. ‘35 business coupe, | 
$190. 


LINCOLN—'46 club coupe, $1,000. ‘41 
Zephyr sedan, $125. 

















r., $835. NASH—'49 (600) 4-d1., $1,300, $1,525. "47 
425. '47 (e09) $-dr., $900. 41 (600) 4-dr., $290. 7 
, $1,220. i ———— 49 _ “ae. 57. 47 * 
BE ie 5) club coupe, 900, ’ ( ) sedan, Ou 
”s $990. "46 (66) club coupe, $570. '40 (6) ad all ess gIVES y ese 
> coupe, sedan, $385. $375. 
040, PACKARD—'40 120 sedan, $370. 
$2,222; PLYMOUTH—'49 SD _conv., $2.000. ‘48 , ; IGGER PAYLOADS + LONGER LIFE 
$910, Saco gene Mar hs cates wae ——. ROSS LOAD LIMITs are inflexible S 
oo. "40 SD conv., $205, '39 SD sedan, $325, ... the lowest load limit on your LESS MAINTENANCE 
$310. ° : 
PONTIAC—'49 (8) 2-dr., $2,100, $1,765: route determines the maximum BETTER-LOOKING EQUIPMENT 
aid nie bia Gin a weight of your truck for the entire 

aa ae 110, "41 (8) sedan, $200. " a run. But you can make sure that the 

1 
ug. WILLYS—'48 Jeepster, $1,000 9 . 
¢ wade nun greatest possible amount of your owes 
oo QUINCY, ILL. gross is payload by operating Stain-  . taking full advantage of length al- itself. No painting is necessary and 
D ome ee? Geer Ae fete. less Steel trailers. lowances. With Stainless Steel con- maintenance is reduced to an abso- 
, +. Sale every Friday. Prices are for sale of | = . n hae ‘ ; s ae 7 ° 
000; FL Aug. 12.) Compared with other materials struction, it is often possible to oper- lute minimum. And don’t forget the 

; (High percentage of sales—retail busi- | ° , . ° l dvertis ral {Ss le 
Beane nT cia Weaeeaaet Set Ghte me Stainless Steel effects almost unbe- ate a longer unit — with greatly in- advertising value o - equip- 

’ "WO , : Q 205 | . . . . . . . aS 

$1,425. OTS feet ate Gn an ae Teer ce | lievable savings in weight while ac- _ creased cubic content—and still stay ment’s permanent good looks. 
731.075. $785, $610. '41 Special sedan, $410, $535. | tually increasing the strength of the within the weight limits. When ordering Stainless Steel 
$ $785,  oodan : 
4 EVROLET 49 half-ton pici 35 unit. This is possible because of dditi bigger payloads trailers, it will pay you to specify 
0, $500. CHEVROLET —'49 alt-ton pickup. $1,165. t. Ss } ,P ss ‘ In addition to igger pai ‘ railers, it ay | tO specif) 
$1,600 $1,130, $1,010. SM sedan, $1,080, $1115" Stainless Steel’s high strength and Stainless Steel gives you much longer U ‘S'S Stainless Steel. U-S-S Stain- 
ea eae ag ee ae ee bee superior corrosion resistance. life than ordinary materials. Stain- less is a perfected and service-tested 

5 sedan, ,U40, ISO. sedan, 0, , : 2 o - . ¥ .. "i . 4 Gs 7 E ‘ 
$1,025, an’ Sa nsaee neds dnie” Goae. ae” In many operations, weight re- less is immune to the destructive material that lends itself to the most 
. i sedan, , $510, $560, 5 se ? . ° r a . : q i 3 as 3 “a 
$1,350: "39 sedan, $30, $315, $400, $245. ‘38 strictions prevent the operator from action of corrosion, weather and time modern techniques of fabrication. 
Custom sedan, $155, $65, $29. '36 sedan, $52.50, 

; $80. 
a CROSLEY—'47 sedan, $200 
pn DeSOTO 37 sedan, $52.50. on AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO -  CARNEGIE-ILLINOIS STEEL CORPORATION, PITTSBURGH & CHICAGO 
$1.3 DODGE — ‘47 1%-ton truck, $645. '46 
$1000 pueden, $1,000. '38 sedan, $100... COLUMBIA STEEL COMPANY, SAN FRANCISCO - NATIONAL TUBE COMPANY, PITTSBURGH - TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
$1,000; . ——'49 sedan, 570, 510. ‘ 
i sedan, $1,090, $1,145. '47 sedan, $1.025. COAST-TO-COAST - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
oot aa tase ate see ‘te nti eee UNITED STATES STEEL SUPPLY COMPANY, WAREHOUSE DISTRIBUTORS, 


$555, $110, $77.50. '38 sedan, $175, $280. 


— "37 sedan, $115, $125, $95, $55, $32.50 
$1,775 '35 sedan, $65. '34 sedan, $40, $65, ‘31 ° ° 
$1,830; . sedan, $77.50. - 


FRAZER—'47 sedan, $880 





sedan, MERCURY—'46 sedan, '$1, , PIPE BES - WIRE - SPECIAL SECTIONS 
; ? MERCURY—'46 sedan, $1,015. e ‘ + BARS - BILLETS - PIPE - TUBES - . 
OLDSMOBILE — '47' sedan, $1,270. "40 1° fi SED SOP + RAS: Se  — ease 
075 sedan, $235. ‘37 sedan, $120. '35 sedan, 
"$1, 200; $37.50. 
:D club PLYMOUTH—'47 coupe, $925. '46 sedan, 


$820. '37 sedan, $105, $72.50, 
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Top Trucks 


New-truck registrations for 
six months, plus 11 states for 
July: 

1949 Pos. 

1—178,535 
2— 85,474 
38— 59,720 
4— 46,763 
5— 40,858 
6— 29,113 
I— 20,530 
8— 4,324 
9— 3,095 
1l— 2,210 
12— 1,965 
13— 954 
14— 791 
15— 756 
16— 591 
17— 216 
18— 203 FWD 
19— 125 Sterling 

Total All Makes 
481,194 554,455 

For further details see page 

32, today’s issue. 


1948 Pos. 
159,823— 1 
123,545— 2 
59,982— 4 
72,8138— 3 
35,808— 6 
24,579— 7 
39,972— 5 

6,584— 8 
5,669—11 
5,901—10 
6,516— 9 
3,348—12 
1,495—15 
1,704—14 
2,705—13 
1,452—16 

208—19 

436—17 

249—18 


Make 
Chev, 
Ford 
Dodge 
Inter’l. 
GMC 
Stude, 
Willys 
White 
Mack 
Diam, T 
Reo 
Divco 
Autocar 
Brockway 
Federal 
Crosley 
Kenworth 


Truck Taxes 
Put at 30% 
Of User Levies 


WASHINGTON. — The trucking 
industry is paying more than 30 
percent of all highway-user taxes, 
even though all trucks constitute 
only 15.8 percent of the total num- 
ber of vehicles, according to G. D. 
Sontheimer, safety director of the 
American Trucking Assns. 

Addressing the York Kiwanis 
club as guest speaker at its Motor 
Truck Night, Sontheimer said 
motor trucks have helped make 
possible our modern road system. 

“Some people,” he said, “still 
have the idea that trucks are not 
paying their way. Such folks 
may be surprised to learn that 
in 1946, for example, trucks paid 
in special taxes the staggering 
total of $762,000,000. By special 
taxes I mean gas levies on the 
5,800,000,000 gallons of gas, excise 
taxes on 480,960,000 quarts of oil, 
license plates and ton-mile taxes 
and gross receipts taxes and all 
the other types of charges cre- 
ated especially for motor vehicles 
and particularly trucks. I don’t 
mean income or property taxes 
on offices and terminals. 

“And how much is this $762,000,- 
000 in terms of highway building 
and maintenance costs? It is an 
amount equal to the 1946 total 
spent by all the states for new 
roads—40,000 miles of new roads!” 

Sontheimer said the trucking in- 
dustry has never asked that a 
single mile of road be built for it 
and has not, up to now, taken any 
part in road planning and con- 
struction, “for the simple reason 


that it is necessary to build roads 
(See TAXES, Page 37, Col, 1) 
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{ Reeular ram A REIL 


for those who make, sell 


and 


service imericas 


Buses. Commercial Vehicles and Equipment 


— at nearly a million 
dollars, a “public 


posal of the Carl M. Byoir pub- 
licity firm by the eastern division 
of the American railroad associa- 
tion, Automotive News learned last 
week from authentic sources. It is 
being placed in the name of an 
“alphebetical” committee represent- 
ing these interests. 

This fund, it*is understood, is 
to be spent at the rate of $100,- 
000 per month for three months 
as a “try-out campaign in three 
states — New York, New Jersey 
and Ohio—to influence public 
opinion toward the railroads. 
Many truck men feel certain that 
the brunt of this “public influence” 

campaign will be directed at the 
trucking business and that it may 
be the emergence of a concentrated 
series of “below-the-belt” stabs that 


ceiving from many different direc- 
tions during the past year. 

Some of these accusations have 
come from what could be consid- 
ered by the public as 


automotive industry itself. 
+ + + 


Mest of them lately have taken 
the slant that “over-loaded 
trucks are breaking up the high- 
ways” and are costing the tax- 
payers of the nation untold millions 
when trucks represent but a very 
small proportion of the traffic on 
the road. 

Tagged onto that general com- 
plaint which some interests have 
been promoting—and it could 
well be the rails—have been that 
trucks do not pay their way, that 
trucks are a menace on the high- 
way, the over-playing of acci- 
dents in which trucks are in- 
volved and the rather obvious 
attempt to make the uniform 
weight-and-length code suggested 
by the American Assn, of State 
Highway Officials the ceiling, as 
well as the floor, for regulations 
in all states. 

This latter drive for uniformity 
of size and weight limitations 
would destroy the value of existing 
trucks and trailers in those states 





whose regulations—due to existing | 


economic reasons—have been more 
liberal than the recommended 
AASHO code. 

Retaining the Byoir organization 
for this “tryout” campaign may 
have come out of a suggestion to 
railway management that’ they 
should “counter new truck compe- 
tion aggressively and openly” by 


Chesapeake and Ohio Railways, one 





influence” | 
fund has been placed at the dis- | 


truck transportation has been re- | 


inside the | 


Robert R, Young, chairman of the | 


of the members of the eastern divi- | 
|sion rail group. Young went on’ 


Bad Laws Would Affect All Trucks ; a 


Target in Haulin 





ao ————____—_—_— - -—-- -—— 


This dual-purpose vehicle accommodates 
space eighteen by eight feet. 
record with this suggestion in an 
article in the August issue of the 
publication for the Federation for 
Railway Progress. 

* * 


* 

yoru: offered a three-point pro- 
gram to meet truck competition. 
First, he said the railroads must 
improve service; second, they must 
appeal to the shipper in his own 
overall interest and, third, they 
must adjust rates to encourage 
short-haul truck operation and 
destroy long-haul competition. 

Young admitted that it would, 
however, be “the height of impru- 
dence for the railroads to attempt 
to regain, by a rate war, what they 
have lost by poor service.” 

He did not say, however, that 
if the rails could be succesful 
in arousing public opinion to the 
support of those public officials 
who are now clamoring that 
“over-loaded trucks break up the 
roads” to the extent that a weight 
limitation could be established so 
low for trucks that it would be 
uneconomic for them to haul high 
classification merchandise over a 
long distance, it would eliminate 
one of the greatest factors of 
truck competition that is the 
present worry of the rails. 

It was well understood that be- 
fore the war the Pelley committee 
|of the rails had been so successful 
in its “separate-and-divide” lobby- 
ing campaign that they had created 





|tain states to put in effect lower 
standards of weight and size regu- 
lations than neighboring states. 

+ * * 


+‘ portation forced these bottle- 


: Equipment Group May Benefit Dealer 


(GRANTING a charter to the Na- 
F tional Truck Equipment Dis- 
tributors Assn. of America by the 
state of Ohio may not only be the 
turning point in developing better 
cooperation between truck dealers 
and the merchandisers of bodies, 
trailers and truck equipment, but 
the establishment of set discounts 
that will be recognized by the in- 
dustry as a whole. 

Trustees of the newly organ- 
ized association are prominent in 
the truck equipment and body 
business in southern Ohio. They 
include Harry J. Reynolds, of 
Harry Reynolds & Associates, Co- | 
lumbus; Albert Bode, Bode-Finn | 
Co., Cincinnati; A. C. Hoffman, | 
Buckeye Body Builders, Colum- | 
bus, and Earl Boucher, attorney, | 
Columbus. 

There has been a distinct need 
for such an association, especially 
since the truck business entered 


|hand with the truck dealers, 


the highly competitive state that 
it now is in. Truck dealers have 
lost much of the ground they 
gained during the latter years of 
the war and since, in the estab- 
lishment of workable wholesale 
discounts on many truck equip- 
ment items. Their lack of selling 
ability, plus the cutting of prices 
and seeming total disregard of 
maintaining established profit mar- 
gins, has influenced many distrib- 
utors who were working hand in 
to 
greatly lessen this cooperative ac- 


| tivity. 


* * * 


F THE truck business is to be 


profitable as other avenues of | 


In This Section 


ATA Parley Program..........Page 29 


SAE Fuel Need Study 
Truck Freight Up........ 


.....Page 36 





automotive retailing have _ been, 
even under competitive conditions, 
there must be an established set 
of “ground rules” on a _ national 
basis as to what discounts the 
truck dealer should get in return 
for the aid, or influence, he exerts 
in the sale of bodies, truck trailers 
and other truck equipment. 

Early in the war, at least one 
national truck equipment distribu- 
ting organization established a pol- 
icy of only selling through truck 
dealers and, up until last fall, was 
going along very smoothly on this 
basis with each of its 40 share- 
holding distributors making every 
endeavor to work closely with 
truck dealers. 

If not able in every case to sell 
through the truck dealer, due to 
the dealer’s reluctance or indif- 
ference, these distributors at 


| least paid the seller of the power 


(Continued on Page 35, Col, 1) 








several very effective blockades to | 
north and south as well as east and | 
west truck hauling by getting cer- | 


NECESSITIES of wartime trans- | 


a=, i 
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RAILS FIGHT BUT USE TRUCKS—This combination truck and bus six-wheel unit, made 
by Kenworth Motor Truck Corp., has been delivered to Northern Pacific Railway s Transport 
Co. and is being operated out of Billings, Mont., to supplement short-line rail service. 
17 passengers and provides a freight-carrying 


necks open, however, and_ the 
economies to the public weal have 
been so marked and beneficial that 
they have stayed open. The Presi- | 
dent’s Highway Safety conference, 
considering laws and ordinances, 
again stressed the need for com- 
plete uniformity in the rules of the 
road—Act V, the Uniform Act 
Regulating Traffic on Highways. | 
This is part of the Uniform Ve- | 
hicle Code and the Model Traffic 
Ordinances and contains, among 
other provisions, recommended size 
and weight limitations. 

With not only a fairly sub- 
stantial number of shippers who 
formerly shipped almost entirely 
by rail, now investigating either 





y™ A LETTER enclosing a photo- 
graph of the Michigan Trucking 
Assn. Roadeo winners for this year, 
Saul Rose, president of Detroit’s 
Grand River Chevrolet Co.—which, 
according to his boast, is the big- 
gest Chevrolet truck outlet in the 
state—makes a statement that to 
me makes a lot of sense. 


Saul says: “If more truck dealers 
and more factories and equipment 
suppliers would take an interest in 
this project (truck roadeos), our 
roads would be much safer and 
the public would recognize that the 
best drivers on the roads are truck 
drivers.” 

As I have said many times be- 
fore—and Saul’s letter gives me 
a new springboard to come out 
and bore you with the same 
thing again—the ATA Roadeo 
contest is too big for the Amer- 
ican Trucking Assns., who have 
brought it along thus far and 
have done a mighty fine job of it. 
For example, the state finals in 

Michigan drew 5,000 “lookers-on.” 
Seventy expert drivers, mainly 
from the for-hire haulers, took 
part. The national finals in Boston 
this October will bring out a mam- 
moth crowd. This is just a small 
part of the evidence that can be 
summoned to show that the roadeos 
are too big for any one truck or- 
ganization or any one part of the 
industry 


* * 


One Weakness 
NJEVER before in the history of 


|+* the truck industry has truck- 


| essentials 


Truc re 


Battle? 


the use of common truck carriers 
or the acquiring of their own 
truck equipment to haul their 
products, it is only natural that 
the rails should get exercised 
over the trend of the most profit- 
able types of freight transporta- 
tion. 

Consistent with what has been 
considered their prewar practice in 
meeting competition, it is felt that 
the rails now intend to meet this 
competition on a political rather 
than on an economic basis. As ad- 
mitted by Young, the eastern roads 
in particular have done little to 
improve their service during or 
since the war to hold their freight 
patronage. 

This threat of political sabotage 
of the truck business, which seems 
to be well underway, is not alone 
a threat directed at the common 
and contract over-road carriers 
who incidently have been carrying 
the burden of fighting this vicious 
propaganda almost alone since it 
revived in substantial form—but is 
a threat against the entire truck 
industry. 

+ a7 + 

EATING the thought that 
\* “trucks break up the highways” 
can be just as much a threat to 
the operation of trucks by the 
farmer, the milk hauler, the whole- 
sale grocer or the baker as it can 
be to the “fore hire” operators. 

Its effect on the economy of the 
nation—on the price the common 
people have to pay for the necessi- 
ties of life and their day-to-day 
can be as bad as a deva- 
(Continued on Page 33, Col. 1) 


ing in all its phases needed some- 


thing with the human _ interest, 
news value and good will building 
that the roadeo—.if actually run on 
an all-industry and truly national 
basis—could be made to give truck 
transportation in general. 

Maybe I shouldn’t be critical 
about the ATA being “selfish” 
with the roadeo—they developed 
it, saw the possibilities in it, fos- 
tered it, and have brought it 
along until today it is the one 
physical manifestation that the 
industry is doing something about 
safety on the highways. 

Its weakness, from a newsman’'s 


point of view—and maybe also 
from the politicians’ and law en- 
forcement officials’ viewpoint as 
well—is that it is the manifesta- 
tion (if you will) of interests with 
much to gain if the motive behind 
the roadeo can be put over. Prin- 
cipal backers—and promoters—ar‘¢ 
the for-hire truckers who depend 


upon low cost of operation to give 
them a profit in the hauling of 
merchandise at set rates. 

If well trained, safe drivers rep- 
resent them on the road they will 
have fewer accidents, lower insur- 
ance rates, fewer holdups on de- 
liveries, better handling and care 
of equipment, etc. 

* * 


Fencing It In 
UT being promoted by the ATA 
and held under the auspices of 


the various state associations 
which go to make up the national 
(Continued on Page 34, Col. 1) 
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Advance Registry Nears 1,500... 


To Sell-Out Parley 


WASHINGTON.—Advance regis- 
tration for the 16th annual con-| 
vention of the American Trucking | 
Assns., to be held Oct. 21-26 at the 
Statler hotel, Boston, neared the 
1,500-mark by mid-August, assur- 
ing another sell-out convention, | 
ATA reported last week. 

This year’s gathering, it was said, | 
will be a trimmed-down affair, as | 
far as ATA councils, sections and 
special committees are concerned, 
permitting the delegates to con- 
centrate attention on the major 
items of business in two days of 
meetings of the executive commit- | 
tee, a one-day session of the board | 
of directors, and two days of ATA} 
conference membership meetings. 

Entertainment features of the 
six-day convention, however, it 
was announced, will be as elab- 
orate as in the past, and total 
attendance is expected to match 
last year’s record turnout. The 
national truck roadeo committee 
will hold a pre-convention meet- 
ing Thursday and roadeo semi- 
finals will get under way the 
same day, continuing through 
Friday. Finals are scheduled 
Oct. 22. 

The convention itself will open 
officially Friday morning. Meetings 
of the 10 ATA conferences have 
been scheduled for Friday and Sat- 
urday, but no other ATA groups 
will meet thereafter during the 
convention except the executive 
committee, the board and commit- 
tees that are necessary for their 
functioning, such as the _ resolu- 
tions, nominating and credentials 
committees. 

The first general session will be 
held Oct. 23. H. D. Horton, ATA 
president, and John V. Lawrence, 
managing director, will deliver re- 
ports at that time. Later in the 
day, delegates will be the guests 
of International Harvester Co. at 
its regular Sunday “Harvest of 
Stars” radio show. 

Special arrangements have been | 
made to have the show at Me- 


Artisan Metal 
Building Parts 
For Truck Bodies 


CLEVELAND. — Formation of a 
truck-body division to manufacture 
a complete line of parts suitable 
for assembly into any type of com- 

mercial body, is 

announced by Ar- 

tisan Metal) 

Works Co., Cleve- 

land. 

The new divi- 

sion will be 

headed by Ran- 

dall R. Burden, 

sales director 

who has many}! 

years’ experience 

in the truck field. 

Among the 

assemblies currently 

offered by Artisan are framing 

parts for vans, parcel deliveries, 

beverage and pick-up bodies; flat- | 

face cowl assemblies and c.o.e front 

assemblies; hardware, rubber, 

seats, glass, doors and other com- 

ponents; contour steel and alumin- 

um panels and caps for customers’ 
individual designs. 

Artisan Metal Works Co. for the 
past 23 years has manufactured 
specially-built truck and _ shovel 
cabs and other sheet metal pro- 
ducts. Organization of the new 
division marks its first entrance 
into the general truck-body field. 


RK. R. Burden 


parts and 


American Gas Markets 
$90 Cargo Heater 

ALBERT LEA, Minn. The 
marketing of a new circulating- 
type cargo heater has been an- 
nounced by American Gas Machine 
Co. of Albert Lea. 

The heater, called the Gopher, 
burns bottled gas, is fully auto- 
matic, has a temperature selection 
range from 30 to 60 degrees and 
sells for $90 to the trucker, f.o.b. 
Albert Lea. It is designed for the 
protection of perishables in transit 
cr while the load is standing. 


| 
chanics hall to provide ample space | 
for all those wishing to attend. 
General luncheons will be held | 
on four of the six days. Interna-| 
tional Harvester Co. will be host) 
at the Monday luncheon and the | 


Goodyear Tire & Rubber Co. will 


| be host at the Tuesday luncheon. | 


Evening recéptions and buffets 
have been scheduled by Firestone 
Tire & Rubber Co. for Monday; 
Ford Motor Co., Tuesday, and 
White Motor Co., Wednesday. 
The latter gathering will be fol- 
lowed by the annual banquet, 
which formally closes the conven- 
tion. As was the case last year, 
the banquet will be held at two 
hotels—the Statler and the Cop- 
ley-Plaza—with identical floor 
shows and menus. All other 
meetings throughout the conven- 
tion will be held at the Statler. 
Formal business of the conven- 
tion, including the election of offi- | 


29 


Paid and Told 


Hauling Firms’ Checks Carry 
Boost for Industry 

WASHINGTON. — Truck com- 
panies all over the country have 
bought more than 3,500,000 spe- 
cially-designed checks carrying in- 
dustrywide advertising messages 
during the last two years under 


|| @ program sponsored by the Amer- 


DODGE TRUCK MEETING—A discussion of the current truck market and plans for mer- 
chandising both new and used trucks highlighted 48 Dodge dealer meetings in 20 national 
regions during July and August. Pictured here at the New York City meeting are, left to 
right: C. M. Bishop, Bishop, McCormick and Bishop, New York; Paul M. Ruef, New York 
regional manager for Dodge; George A. Orphal, assistant director of truck sales for Dodge, 


| cers for the coming year, will be 


handled at the board of directors’ 
annual meeting the last day of the 


| convention. 


| 


| 


| and Frank Van Syckle of Frank Van Syckle, Inc., Perth Amboy, N. J. 


latter, to be held Wednesday, will 
cover historic spots in the Boston 
area. 

Prior to the convention, the an- 


Other features of the convention | nual national conference of man- 


will include presentation of tro- 
phies and other awards to the win- 
ners of the national truck safety 
contest, and a special bus trip for 
the ladies as guests of the Massa- 
chusetts Motor Truck Assn. The 


! 


agers of state trucking associations 
will be held at the Statler, Oct. 
17-19. Questions to be considered 
will include organizational matters, 
safety activities and public rela- 
tions. 


ican Trucking Asgns., according to 
Todd Co., Inc., Rochester, N. Y., 
manufacturer of the checks. 

Originally conceived as a method 
of promoting the trucking indus- 
try, the checks have received wide- 
spread acceptance by carriers be- 
cause of their attractive format. 
Besides giving added prestige to 
the industry, the checks are de- 
signed to increase efficiency of of- 
| fice operation, protect bank ac- 
| counts and prevent alteration or 
counterfeiting, the company said. 

The advertising messages carried 
on the face of each check include 
statements that “Everything Amer- 
icans eat, use and wear comes all 
|or part way by truck” and “Amer- 
| ica’s cities, great and small, depend 
|}on motor trucks for food.” 


Performance Records Prove Superiority 
of Exclusive Eaton Features 


More Than a Million 
Eaton 2-Speed Axles 
in Trucks Today 


Eaton 2-Speed Axles are engineered to match 
the quality of today’s outstanding trucks. 
The sturdy design and size of Eaton driving 
gears ... the four planetary pinions which 
divide the load and minimize strain on any 
one tooth. .. the special heat-treated steels... 
the forced-flow oiling system which lubricates 
all moving parts . . . the rugged housing 


expertly designed to withstand the most 
severe service—these are a few Eaton advan- 
tages contributing to outstanding performance 
records in varying kinds of service. Ask 


your truck dealer about Eaton 2-Speed Axles. 


Axle Division 


EATON MANUFACTURING COMPANY 


CLEVELAND, OHIO 


Fag) PRODUCTS: SODIUM COOLED, POPPET, AND FREE VALVES e TAPPETS e HYDRAULIC VALVE LIFTERS e VALVE SEAT INSERTS « ROTOR 
PUMPS e MOTOR TRUCK AXLES « PERMANENT MOLD GRAY IRON CASTINGS ¢ HEATER-DEFROSTER UNITS @ SNAP RINGS .@:°SPRINGTITES 


SPRING WASHERS 


e COLD DRAWN STEEL e STAMPINGS e 


LEAF AND COIL SPRINGS e DYNAMATIC DRIVES, BRAKES, DYNAMOMETERS 





a luc OS 


, 


. 
< 
c 
. 





a» & a & 


5. oy =~ 








Ford Expands Truck Line 


Allow Wider Range 
Of Uses, Ball Reports 
Engineering | policy of constantly improving our | Proper seating and tending to pre- 


in Ford| products—a policy that will con-| vent the formation of deposits on 
tinue as long as Ford products are| valve stems and in valve guides. 


Engineering Changes 


DEARBORN. — 
changes incorporated 
trucks in the 18 months following 
the introduction of the current se- 
ries have resulted in steady expan- 
sion of the line, J. D. Ball, man-| 
ager, truck and fleet sales depart- | 
ment, Ford division, said last week. 

The changes, Ball said, permit | 
better adaptation of the trucks to} 
a wider range of operation. 

“Truck-operating methods and 
conditions have been changing 
since production capacity has 
provided new trucks in sufficient 
quantity to replace the battered 
vehicles that served through the 
war and postwar periods,” said 
Ball. 

“The running changes in our 
trucks were made to keep pace 
with the demand for even greater 
measures of flexibility, perform- 
ance and economy required under 
these new conditions. In adhering 
to this practice we have been 





| built. These brakes will be provid- | 
|}ed as optional equipment. 





carrying out a long standing Ford 
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MIDLAND 4 A! CYLINDERS 
AIR CHAMBERS = 


Designed to fit your axles 
and mounting brackets. °4 ee 


Ba Call Your Nearest MIDLAND 
Authorized Distributor or Branch at: 


5 inch rear brakes, assuring even 
longer brake life. 

| The 145-horsepower engines in 
| both F-7 and F-8 series now have 
|new type exhaust valves which are 


| when valves are lifted, aiding in 


A new camshaft and solid adjust- 


offered on the market.” : 
Included among some of the ee one neve Sen 


more important items pointed out | 
by Ball are: Double channel type frames on 
Availability of air brakes on 21,-| F-7 and F-8 series provide abun- 
500 gross vehicle weight rating F-8| dant strength to resist strains 
series, the largest Ford trucks ever| imposed by heavy loads and the 
severe conditions under which 
| these extra-heavy duty units fre- 
quently are called upon to oper- 
ate. This construction provides 
approximately 50 percent in- 
crease in section modulus. 
Single-speed rear axles are now 
|available for series F-6 and F-8 


Heavy-duty three-speed trans- 
missions as optional equipment | 
for F-1, F-2 and F-3 series Ford | 
trucks. Ratios of these transmis- | 
sions are: low gear, 3.714; second 
gear, 1.871; third gear and re- 
verse, 4.588. |hicle weight rating of 15,500 and 
A 176-inch wheelbase model has | 16,000 pounds for the F-6 conven- 

been added for the F-5 and F-6| tional and cab-over-engine models, 
series. The F-7 and F-8 series have | and 21,500 pounds for the F-8 se- 
additional wheelbase lengths of 147| ries remains the same with either 
and 178 inches. | single or two-speed axles. 

F-7 series trucks are now equip- | 
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| free to rotate in the valve guides | 





}and 122-inch wheelbase lengths. 


| 
| duction include conventional, cab- 
| : . 

| Over-engine, parcel delivery and 


| school buses. Gross vehicle weight 


Forward-control type parcel de-| ratings range from 4,700 to 21,500 | 





FORD'S F-6 LINE—A Ford F-6 truck, equipped with a dump body, is shown taking on a 
| load. The maximum gross vehicle weight is 15,500 pounds. This series can be powered with 
| a 95-horsepower six-cylinder engine, a 100-h.p. V-8 or a 145-h.p. V-8. 


| wheelbase lengths of 104 to 195 


|models. The maximum gross ve-| Maximum gross vehicle weight rat- | inches. 
ing of both models is 7,800 pounds. 
Types of Ford trucks now in pro- | 


Power for the various capaci- 
ties is provided by three truck 
engines—a 95-horsepower six-cy- 
linder engine, a 100-horsepower 
| V-8 and a 145-horsepower V-8. 
Attractive styling emphasizes the 


| 
| 
| 
| 


ped with dual-cylinder type 15 by| livery chassis are offered in 104| pounds, The trucks are offered in | rugged appearance of Ford trucks. 
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VARIOUS SIZ 


and buses. 


Single and 
Double Acting 


a 
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a For automotive and 
industrial use. Many 
types and sizes. 
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STUD MOUNTED! 
BRACKET MOUNTED! 
POWER UNITS! 


Interchangeable in fleet operation. 


Standard equipment on prominent 
makes of trucks, tractors, trailers 









| 1367 SO. FLOWER ST., LOS ANGELES 
6105 E. CLAY ST., PORTLAND, ORE. 


2 | 
™ THE MIDLAND STEEL PRODUCTS CO. © 6660 MT. ELLIOTT AVE., DETROIT 11, MICH. 





Export Department: 38 Pearl Street, New York, N. Y. 


BUS DOOR 
CONTROLS 
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AND TRUCK FRAMES — =i 








|Being recessed in a sturdy front 
|end, headlights and radiator grille 
| are given added protection. 
Unusual front-end strength is 
achieved through advanced sheet- 
|metal suspension and heavy con- 
struction. A heavy channel-steel 
front bumper attached directly to 
extended frame side rails forms, 
in effect, an extra cross member 


insuring rigidity and impact 
strength. 
| Drivers are assured of “living- 


room comfort” through advanced 
cab design which provides ade- 
| quate space, vision and ventilation. 


Ind. Police Hope 
To Disfranchise 


| Weight Violators 


| INDIANAPOLIS. — Moving to 

tighten its truck-weight enforce- 
|ment program, the Indiana state 
| police revealed it was seeking dis- 
|franchisement of several major 
trucking companies operating in 
the state. 

State police Captain Kermit L. 
Lewis, chief of field operations and 
supervisor of truck-weight check- 
ing, said he had asked the public 
service commission to revoke intra- 
state trucking permits of compan- 
ies which have been “consistent 
violators” of state weight-laws. He 
said a list of the heaviest violators 
during June had been certified to 
the PSC and that July’s arrest list 
would be sent as soon as tabulated. 

When notified of Lewis’ request, 
Earl Everett, head of PSC’s motor- 
vehicle division, expressed doubt 
that such action would be possible 
under the law. 

The PSC official said he thought 
truck-weight violators “might be 
brought in on the carpet” but ques- 
tioned whether there was anything 
in the law to cover disfranchise- 
ment. 


Everett further said he didn’t be- 
lieve the PSC had jurisdiction in 
the matter since it concerned itself 
solely with such things as seeing 
that trucks carried the kind of 
cargo their licenses called for, and 
whether or not they had all the 
necessary permits. He suggested 
that overweight violations might be 
the concern of the state highway 
commission. 









Okla. Truckers 
'Get Rate Hike 


OKLAHOMA CITY. — Class A 
motor carriers in Oklahoma have 
been granted increased freight 
rates and charges about half as 
large as they are requested of the 
state corporation commission. 

Minimum rates were raised from 
35 to 42 cents a hundred pounds 
}and minimum charges were hiked 


|from 75 to 90 cents. on all ship- 
| ments. The truckers had asked for 
a minimum rate of 50 cents and a 
|minimum charge of $1. A general 
|percent increase on mileage scale 


rates was also authorized. 





To feel the pulse of the auto industry, 
consistent reading of AUTOMOTIVE NEWS 
is necessary. 
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SAE Meeting Informed ... | ‘ | Rollers Need Oil 


Fuel Needs Are Alike ) New Lube Hints Offered 


By Chek-Chart 
For Cars, Trucks 


CHICAGO. — Pointing out that 
iods between overhauls from 1% to | 


“truck body manufacturers report 
a neglect of door roller lubrication,” 

3 times, reduce operating costs and | 

aid the driver by minimizing the | 


the Chek-Chart service bulletin for 

April recommends “a few drops of 
amount of necessary shifting. 
The development of a revolu- 


oil” for such rollers whenever the 
truck is lubricated. Other types of 
tionary gravity torsion was said 
to have solved many operating 





"ie AUTOMOTIVE NEWS, AUGUST 22, 1949 





Mt 


PORTLAND, Ore.—Fuel require- 
ments of both commercial and pas- 
senger vehicles are quite similar, 
the Society of Automotive Engi- 
neers was told here last week. 

The results of a gasoline survey, 
which covered 100 vehicles of all 
types, was given to the engineers 


rollers, the bulletin states, can be 
protected by wiping a little chassis 
lubricant on the roller shaft. 

Other items of advice cover fac- 
tory-approved lubrication of the 
electric - hydraulic mechanism in 


HUNTINGTON DELIVERS—A fleet of five four-wheel-drive Jeep trucks has been delivered 


to Johnson Electric Corp. by Huntington Motors Corp., Huntington Station, N. Y. This 


dealer has also sold the electrical concern four other Willys vehicles and these nine units 





who met here for the four-day 














problems of tandem trailers, in- | 


cluding springing, tire wear and 








are doing most of the automotive work for the firm at Idlewild airport in New York. 


new Plymouth convertibles, the 
need for a four-inch block of wood 








a a brake chatter studied the possibility of holdi der the front spring t id 
Coas ° . . e e i o olding | under the front spring to provide 
on 6 oe oF Sen a, Advantages of a bi-metallic brake Phoenix Picked by ATA the truck and full-trailer finals in| extra height when lifting the Willys 
‘d with supe ng of Diesels, trailer drum were explained by Charles E.|For Final Roadeo Tests Boston along with the siraight|/on a “free wheel” type hoist and 
. ion asmisudined transmis- Stevens jr., Fairchild Engine & WASHINGTON.—National finals truck and tractor and semitrailer|emphasis upon equipment of sev- 
= sions, gravity torsion, bi-metallic Airplane Co., Farmingdale, N. Y.|\of the truck and full-trailer divi- finals, but a survey of manufact-|eral thousand new (Series 22) 
» 195 brake drums and air cleaners. He said that such a drum gives|sion of the American Trucking|urers showed that most of the|Packards with Spicer universal 
; Ai “sn Smee wae the sub- rapid heat dissipation and is very| Assn.’s National Truck Roadeo will | equipment of this type is manufact- | joints which need lubrication every 
iat, , e“eoeee 4 br. F. Bachl = Con. | ight. be held at Phoenix, Ariz., Sept. 24,| ured on the West Coast and trans-| 1,000 miles. The change from Me- 
ject stressed by ©. aE He, in James Myers, Farr Co., Los| according to G. D. Sontheimer, | portation costs and restrictive state | chanics universal joints, the bulle- 
ruck tinental ot gee ge id ‘ oe . Angeles, told the meeting that in-| ATA’s director of safety. The driv- | regulations would prohibit bringing | tin states, was temporary. 
wey~ Corp., er 7 2M ee a men stallation of air cleaners reduced|ing contest will be held in con-|the needed equipment to Bosten,} Also in the bulletin is informa- 
wer ae ; neared iene both engine-wear and operating | junction with the Arizona Motor | it was said. tion that Chrysler Corp. recom- 
8. codex extremes of heat and cold.|©Sts, but that such equipment| Transport Assn.’s annual conven- sccsinetasnenansinsanasen mends the use of SAE 30 motor 
s the He also stated that they have less must be selected on the basis of |tion in Phoenix, Sept. 22-24. i Want ads in AUTOMOTIVE NEWS cost | Oil for the crankcase of all its new 
ucks. weight, have a quicker warm-up operating requirements. The ATA executive committee | little—get results. cars in temperatures above 32. 
front and a_ reduction of power-loss 
grille through cooling. 
N. M. Reiners of Cummins En- 
bh ts gine Co., Columbia, Ind., declared 
that supercharging, or increasing 
heet- the air capacity of the Diesel engine 
con- by artificial means, is the only way 
steel to increase the power and service- 
y to life of the engine. 
rms, A discussion on trailer design 
mber for maximum efficiency was held 
pact by L. H. Chaille and V. H. Stew- 
art of Fruehauf Trailer Co., Los 
ying- Angeles. They said that although 
nced they have been in service a de- 
ade- cade or more, there is no record 
tion. of a _ welded, stainless - steel 
trailer ever wearing out, 
Synchronized transmissions for 
| commercial vehicles were recom- 
CP _ mended by D. D. Robertson, Dana 
' Corp., Toledo, who claimed that z 
| such devices extend operating per- 
e 
. Harvester Shifts 
g to : » > 
ree- | District Heads 
diss | In Truck Sales | 
in | CHICAGO.—W. K. Perkins, man- 
| ager of sales, motor truck division, 
, | International Harvester Co., an- 
and i nounces the following changes in 
eck- | district personnel: 
iblic : C. W. Middleton, formerly man- 
tra- | ager of the West Haven motor) 
an- | truck sales district, has been ap- 
tent pointed manager of the new Albany 
He | parts depot at Menands, N. Y. R. C. 
tors | Burns, formerly assistant manager 
| to i of the New York motor truck sales 
list district, has succeeded Middleton 
ted. as West Haven motor truck sales 
est | ~—. 2. ‘its - “ ‘ . . 
. . B. Chapman, manager o e | N he C b M D h p S 
ae Harrisburg motor truck sales dis- | ..and of ing ontri utes ore to river Fatigue f an oor eating 
ible trict since 1935, has retired. Chap- 
eee the ay = = at O di 5 : h d 2 2 
the Boston motor truc ranch as ; . 
ght aie a ee tek ce tem rdinary seats punish drivers with thousands Bostrom hydraulic seats. It’s the only truck 
1es- ituhiee galieies Chaaeeen. | of jolts, jars and rebounds every day. Resulting _— seat that really absorbs shocks. Get positive 
ing W. E. Callahan, formerly as- ; ‘ : : ; a 
ise- sistant district manager of the Chi- fatigue ruins schedules, piles up repair costs proof—write for free folder 12 Eye Openers 
cago motor truck sales district, has | . 7 : 
be- been transferred to the New York | and skyrockets insurance rates. That is why Concerning Truck Seats.” 
. ( a — a o a Se | 
se replacin, . C. Burns. I. E. Turmo, : : , 
ia [Ukanaey tenner af tie Onteaas| more new trucks are being equipped with 
of | motor truck branch, has succeeded | 
und ' W. E. Callahan as assistant man- 
the | ager of the Chicago motor truck 
ted sales district. 
be Frank E. Reuter jr. has been 
yay appointed branch manager at Els- 
ton Avenue, Chicago, replacing 
Turmo. 
. 
Buffalo Weighs 
. Load Curb Plan 
uve BUFFALO.—Councilman Joseph 
zht F. Dudzick has said he intends to 
as submit to the common council on 
the Sept. 6 a resolution calling for an 
ordinance to limit the size and 
>»m weight of trucks using city streets. 
ids “Works Commissioner Elwin G. | 
ed Speyer and City Engineer Karl S. 
ip- Masters have stated that no pave- | 
for ments previous to 1940, according | 
la 4 to plans and specifications, were | 
ral ) designed to take more than 20| 
ale tons,” he said. 
Luts Opens Deal BOSTROM MFG. COMPANY 
NG Emerson A, Lutz Motors (Dodge) | Sai 


has opened for business in Kerr- 
ville, Tex. 


133 West Oregon Street . 


Milwaukee 4, Wisconsin 








Car registrations by states are released 


here weekly, as completed by 
Polk representatives in state capitals. 





42 States Previously 
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California 
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~ Year 
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TRUCK 





New Passenger Car Registrations, All States for June, 1949-1948 
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Chevrolet 
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Truck registrations by states are 


released here weekly, 


pleted by R. L. Polk representa- 
tives in state capitals. 
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New Commercial Car Registrations, All States for June, 1949-1948 








| 241795 | 461981 | 363411) 20564) 
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Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 
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All Trucks Hurt... 





Who Takes the Rap 
In Hauling Battle? 


(Continued from Page 28) 


stating flood or the paralysis of 
truck transportation. 

The governors who swallowed 
the cue, “trucks are breaking up 
our highways,” and voiced this 
tirade at the recent governors’ 
conference in Colorado Springs, 
unwittingly perhaps did not real- 
ize that they were admitting that 
their law enforcement officers 
had been very derelict in their 
duties, if overloaded trucks did 
actually break up the roads. 

All states have weight-and-size 
regulations established by the high- 
way departments of these states, 
and should have been established 
by the engineers in those depart- 
ments who certainly should know 
more about road fatality and its 
cause than any group of politicians. 
If trucks loaded beyond these regu- 
lations were allowed to run un- 


—s to the York (Pa.) Kiwanis 
Club. He pointed out that in 1946, 
for example, the staggering total of 
$762,000,000 collected from trucks in 
| Special taxes was equal to the total 
amount spent by all the states for 
new roads—40,000 miles of new 
roads. 

Last year, according to Facts 
and Figures, published by the 
Automobile Manufacturers Assn., 
almost one-third of the all-time 
record of nearly 3% billion dol- 
lars in special motor vehicle taxes 
was derived from the operation 
of motor trucks, which comprise 
less than 18 percent of the na- 
tion’s vehicle registrations. 

Disregarding the economic value 
|of truck transportation to the citi- 
| zens of the nation—and to the 


| 





hindered on their roads, the result | 


was a pure case of lack of enforce- 
ment, and the entire truck industry 
should not have been blasted for 
the results. 
* + * 

ASSENGER cars could be as 

justly accused of being a danger- 
ous menace to life and property 
because the car manufacturers put 


increased power under the hoods | 


which permitted unlawful speeds. 
State politicos, however, don’t blast 
the automobile industry for deaths 
caused by the available speed in 
cars. They blame the driver and 
enforce the laws against speeding 
over the miles-per-hour regulations. 

Even though all trucks on the 
roads today constitute only 15.8 
percent of the total number of ve- 
hicles, the trucking industry pays 


currently more than 30 percent of | 


all highway user taxes, according 
to G. D. Sontheimer, director of 
safety of the American Trucking 
Assn. who recently spoke on the 





Some Railroads 
Seeking Cuts 
In Freight Rates 


WASHINGTON, — At the same 
time that the railroads were 
granted rate increases averaging 
3.7 percent, announces the Inter- 
state Commerce Commission, some 
roads to meet truck and water 
competition asked for spot rate re- 





ductions for carrying certain spe- 


cific commodities. 

The general rate raise, which 
goes into effect Sept. 1, permits 
the rails to add a flat 4 percent to 
the interim rate advance given in 
January but the specific maximum 
rates allowed for items such as 
coal, lignite, fruits, vegetables, 
Sugar and lumber cuts the boost 
to an average of 3.7 percent. 

An example of the spot rate cuts 
was shown in the four railroads 


serving New England, which asked | 


authority to cut carload freight 
rates 10 percent to 16 percent on 
potatoes hauled from Maine to 


other New England points. The 
reductions were necessary, the | 
roads stated, to meet growing 


competition from trucks. 


In June, railroads carrying citrus 
fruit between Florida and northern 
points sought to trim rates to meet 
motor truck competition. The roads 
at that time reported a 50 percent 
loss in citrus fruit traffic from 
Florida to trucks during the season. 

The ICC’s decision on the rate 
boosts was unanimous, Similar per- 
mission was granted to water car- 
riers and freight forwarders en- 
abling them to boost their rates by 
the same amounts. 

The ICC said the new set of in- 
creases will result in a freight rate 
Structure 57 percent higher than 
that in effect on June 30, 1946. 


Millsap Gets Turf Post 

Marvin M. Millsap, president of 
Capital Chevrolet Co., Denver, and 
a former official of General Motors, 
has been elected president of Cen- 
tennial Turf Club, which is erecting 
a large horse racing plant to be 
Opened in Denver next year. 


| states themeselves—this summation | 
'alone should to a great extent re- | 
fute any propaganda that the| 
“trucks do not pay their way.” It 
should also answer the plaintive 
query of one of the governors at| 
the conference as to “why should 
our state be expected to be burd- 
ened with the expense of building | 
roads to accommodate but a small | 
percentage of the total vehicle} 
traffic?” 

The truck industry as a whole 
has no counterpart of the Railroad 
Hour on the radio, which contin- 
ually lampoons trucks. The truc 
industry has no united front or- 
ganization—or million-dollar pool 
to hire expert public relations 
counsel to “influence the public) 
opinion” of the citizens of three} 
great states on a “try-out” cam-| 
paign to sell the public on the eco- 
nomic value of truck transporta- 
tion to the public weal. 

The buyers of our product 
have even never had the united 
aid of the dealers who live off 
the profits that accrue from the 
sale of trucks, or of the truck 
manufacturers who make them, 
in the fight against rail and other 
antagonistic interests who are 
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.BALANCED ON THE JOB—Even big truck and bus tires can be balanced while the ve- 
hicle is waiting at the terminal or while other services are being performed with the Stew- 
art-Warner electronic wheel balancer, according to Charles Whittey, service manager, 


Corwin-Churchill Motors, Inc., Bismarck, N. D. The set is portable and will run from any 
regular light socket outlet. The balancer is not dependent on the vehicle coming to the 
service shop to have this important job done. 


continually working to limit | cessful, it may have the effect of 
their usefulness to the nation. | providing such a united front that 
It is to be hoped that, if the | seems to be necessary. 


Byoir “try-out” campaign is suc- Jack WEED 


A New, Light Weight HEAVY DUTY 


Se me Mey 





Mit, OlESEL 





MORE POWER =LESS WEIGHT 


BIGGER PAYLOADS 





Weighs only 485 lbs, more than comparable 
gasoline engines. 

High Torque Characteristics flatten out the hills 
and grades. 

7 Bearing Crankshaft means smoother operation. 
Patented Combustion Chamber assures high 
Operating efficiency. 

Write today for complete information covering the Federal 
Dealer Franchise. A few choice territories still available. 


... that's what every truck owner wants today. He gets them all with a 
new Federal D45 Diesel Series, plus a savings of up to 50% in fuel by actual 
road tests. Imagine what this means in low operating costs... increased 
profits, faster operating schedules. 


The new Federal Diesels meet minimum weight requirements without 
sacrificing power, assuring greater payloads at less ‘cost per mile. The D45 
Series is rated at 26,000 pounds as a truck and 50,000 pounds as a tractor 
trailer combination. Tractor weighs less than 9,100 pounds. 


See your Federal truck dealer today. He can offer you 49 models in over 
400 combinations from */, to 35 tons with a choice of engines, either gasoline 
or diesel, up to 200 horsepower to profitably meet most hauling assignments. 


. . By Costing Less to Run 


Federals Have Won. 





FEDERAL M 
DETROIT 
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by Jack Weed 


Truckin’... 


(Continued from Page 28) 


body, it just can’t—or hasn’t to| Since the roadeo is the “tool” of 
date at least—drawn any contes-|one type of user only, the truck 
tants from outside the ranks of the | manufacturing companies as a 
ATA or state association members.| whole can’t give this fine project 


IT’S HERE! 


The nifty 
thrifty 
new 1950 
Studebaker 


Ww 


The “next look’ 
in cars! 








@ 1949, The Studebaker Corporation, South Ben 127, Indiana, U.S. A. 
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the wholehearted support that they 
—and possibly the AMA—might 
give the same roadeo if it was 
truly a national and all-industry 
| contest. 

Saul is absolutely right, in my 
opinion, that as a truly national 
all-industry promotion it could be 
made to save many more lives 

| that are lost every year by care- 

| less driving and millions of dol- 

| lars of property; could be an 
outstanding spearhead in the pro- 
motion of better goodwill toward 
all trucking; aid greatly in in- 
fluencing legislative procedures, 
and be one of the most outstand- 
ing news-developing agencies that 
the industry could ever hope to 
have. 

I do not mean to take one thing 
|away from ATA in the develop- 
|ment or promotion of the roadeo. 
| What I am trying to say is that 
| they have done too good a job of 
| it for their own good, in the sense 
|that they are fencing it in with 


| restrictions that prevent it from 
|being the tremendous goodwill 
| builder that it could be. 

| * * + 


| Little Drops... 


| X= the ASI parts show, the 
deal is either getting too big 





|a purely vocational tool and allow 
|some state associations to use it 


|as a membership club. Therefore | 


| it is liable to come a “cropper” 
|of its own weight and expense. 
| As an all-industry and “open- 


to - any - truck - driver - who - can- | 


| 

| qualify” event, the roadeo could 

| well become a universal magnet 

that would draw truck makers, 

| the majority of the truck dealers, 
the alert truck equipment and 
body distributors and truck own- 
ers and drivers together in one 
gigantic common project. 

So, again I have spoken my piece 
in print—have no doubt consider- 
ably irked several good business 
friends in ATA, and its state or- 
ganizations—and maybe haven't 
done any good toward opening the 
roadeo to all drivers. But as they 


say about little drops of water. . 
* +” * 


On Six-Wheelers 


Two very interesting books came 
to my desk recently, one of them 
from the Timken-Detroit Axle Co., 
entitled “Six Wheelers in Action.” 
This book is very well done as a 
treatise of six-wheelers and their 
use in various vocational work. 
The only suggestion I would like 
to have made—and it would have 
had to have been made before the 
book was printed—is that they 
could have well followed up pho- 
tographically the paragraph which 
reads: “The adoption of six-wheel- 
ers for commercial hauling received 
its initial empetus in the state of 
California, where it was conceded 
many years ago that a tandem 
drive unit, properly designed to dis- 
tribute the load equally between 
two rear axles, could be used for 
a greater tire load on the four 
rear wheels than a single axle, 
without damage to the pavement.” 

What a chance to really show 
up the advantage of dual drive 
on flotation, pavement impact, 
etc. They could have practically 
incorporated the talk that C. E. 
Rogers, of the Public Roads Ad- 
ministration, gave before the 
Truck-Trailer Manufacturers at 
their meeting in Chicago last 
month. Except that the speech 
had not been delivered before 
the book was written. 

With all the hue and cry about 
trucks breaking up the roads, here 
was a chance to show trucks in 
really soft going with dual drive 
axles. There are only three illus- 
trations that verge on this theme, 
one showing a dump job used in 
excavating, one on road building 
and the other in construction work. 
Another on cane fields hauling 





MACK ROAD PATCHERS—Completely equipped as independent units and with special | 
cabs seating six-man crews, four of these hot-oil road patchers have been put into service 
by the Los Angeles county road department. Specially designed flat-bed bodies mounted | 
the basis of these hot-oil jobs. The 385-gallon | 
oil storage tank, set immediately behind the cab, is equipped with coils to heat the oil 
by utilizing the exhaust gas from the motor. All special equipment, including the cabs, was 


on Mack model LFSW six-wheel chassis form 


manufactured and installed by the Blackman 


for the association to use it as| 
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could ha een on soft going, but 
it isn’t. 

Of course it is only natural that 
heavy-load hauling should be em- 
phasized in the book, since that is 
what nine out of ten users buy 
dual rear axle trucks for—and Tim- 
ken is in the business of selling 
| axles, 
| The other book, put out by the 
| Lake City Malleable Co., not only 
is a treatise on malleable castings 
but contains a lot of data that 
looks to me as if it would be of 
| value to engineers and designers. 
|The book is beautifully done and 
|should be a welcome addition to 
|any technical man’s library. 
| * * * 


|Who’s That Guy? 


| PICKED up a little story from 
| one of our local columnists 
|which a lot of Chrysler-product 
dealers should get a chuckle out of. 

Seems that out in the north end 
of our town they have been both- 
|/ered no end by starlings making 
| the nice shade trees along the ave- 
;}nues a roosting haven. So the 
| prominent citizens of the section 
| prevailed on the police department 
| to do an exterminating act. 

Three of the city’s finest shots, 
under the direction of Inspector 
Marvin Driver—hailed interna- 
tionally as the world’s best pistol 
shot—hied themselves out there 
one evening all loaded down with 
12-gauge automatic shotguns. 
They were joined by a “chubby- 
faced, baggy-kneed citizen who 
lugged along a 20-gauge double 
barrel. As soon as the birds 
started to flock into the trees to 
roost, the foursome opened up 
and went from rookery to rook- 
ery. Driver’s companion “sure 
shots” commented on the shoot- 
ing of the civilian when the eve- 
ning’s shooting was over and 285 
birds were gathered up, one of 
the boys asked Driver who that 
dead shot was that had beat them 
with a little 20-gauge. 

“Oh, that’s K. T. Keller, presi- | 
dent of Chrysler, one of the resi- 














-| dents out here,” Driver told them. 


* * x 


| Gone Astray? 


GUY who once earned the | 
reputation of throwing his arm | 
out of joint to save paying a small | 
taxi fee has now forsaken the trade | 
paper ranks—in Canada—to go 
into the advertising agency field, 
a recent clipping sent airmail spe- | 
cial so announces. 
From that bit of trade gossip 
you will instantly recognize that 
I know the guy pretty well—and 
I do—for Art Woods, formerly of 
the Canadian automotive magazine, 
Motor, printed in Toronto, had the 
same faculty of sticking his nose 


Highways in N. M. 
Posted for Loads 


SANTA FE, N. M.—New Mexico | 
has begun posting highways for 
reduced weight limits where dam-| 
age has occurred or is likely to| 
|occur, Gov. Mabry informed truck- | 
ers last week. 
| The governor said the state was) 
jacting to preserve its highways 
|from damage by overloaded trucks. 

“There is considerable overload- 
ing by heavy haulers,” the governor | 
said. It is a problem of 1 percent | 
of the traffic tearing up the high- | 
ways for the other 99 percent. | 
We’re trying to preserve our roads | 
for the traveling public.” 

New Mexico highways’ which | 
have shown they will not stand up| 
under extreme loads are being | 
posted for lower limits. At the same | 
|time, the governor said, New Mexi- | 
|co’s highway department has 
jlaunched a “reduced loads” cam- 
paign to win the cooperation of 
truckers. 











Mfg. Co. of Los Nietos, Calif. 


into a million things automotive in 
Canada that I am accused of doing 
on this side of the river. 

Art, who now graces the pay- 
roll of Russell T. Kelley, Ltd., 
Toronto, knows the automotive 
business as it is done in Canada 
and he and I were continually 
comparing notes on what was 
transpiring in both countries. He 
was always on the lookout for 
trends that were just starting 
over here, because it was fairly 
certain that the same trends 
would show up in Canada in from 
six months to a year after they 
became definite among automo- 
tive firms in this country. 

That throwing-his-arm-out deal? 
Well, Art has a trick shoulder and 
one time in New York, in squirm- 
ing around so that he could get 
his hand into his change pocket, 
the shoulder “popped,” so he was 
immediately labeled the tightest 
Canadian extent. 

* * * 

’Tis said the Veterans Adminis- 
tration is having a “terrible ex- 
perience” with truck loans and 
that, out of four billion dollars 
loaned veterans, about 11 millions 
have gone sour. “Most vulnerable” 
to default are trucking operations, 
principally those made right after 
the war. 





Buick Dealers 


ONLY! 


NOW, NIGHT LIGHTING 
FOR ALL 


DYNAFLOW BUICKS 
WITH 


Dyrelic: 





WITH DYNALITE 





DYNALITE IS A REAL ELECTRIC LIGHT 
DEVICE, ALL CHROME FINISH .. . 
CONNECTS TO INSTRUMENT LIGHT 
SWITCH IT REALLY WORKS! 


BIG MARKET . ... QUICK SALES! 
Every Dynaflow owner and buyer are 
‘hot’ prospects. DYNALITE fills a real 
need for night driving. Thousands sold 
—thousands more needed. Your cus- 
tomers will ask for it! 


Dynalite fits ALL 
including the new 


EASY TO INSTALL... 

Installs in a few minutes with only a 
screwdriver ... no drilling or cutting 
necessary. Next . . completely out of 
sight; wired inside steering column. 


NO WINDSHIELD GLARE! 

No windshield glare or reflection—yet 
dial and pointer are fully illuminated 
with a soft light. 


NIGHT DEMONSTRATIONS 
Avoid embarrassment of guess-work 
drive settings on after-dark demonstra- 
tions with DYNALITE, 


FITS ALL 
DYNAFLOWS! 


Dynafiow models, 
SPECIAL § series 


GOOD DEALER PROFIT! 
REIAIL PRICE 5 ccs cc ees $3.95 
ALL ORDERS SENT POSTAGE PAID 
Quantity Discount Your Cost 
| to 10 40% $2.37 
10 to 25 50% 1.97'/, 
25 to 50 50%+5% 1.87 
MONEY BACK GUARANTEE! 
Any DYNALITE shipment may be 


returned if found unsatisfactory in any 
way up to ten days after delivery date 


Make safer, easier night driving with 


DYNALITE available to your cus- 
tomers. Make quick, easy profits for 
yourself. 


SEND COUPON . . . ORDER TODAY! 


S & M PRODUCTS CO. 


2636 Capitol, Des Moines 17, Iowa 


Send postpaid Dynalites. 


Full payment is enclosed, 
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New Group Organized .. . 





For Fair Equipment Deal 


(Continued from Page 28) 


unit a wholesaler’s brokerage on | could be accomplished with many 
the sale of equipment that went | combinations of units. 
on the chassis being sold. They know that the industry is 
This organization, the Truckstell |still far from being adequately 
Corp., still has this policy, but} 
many of its stronger distributors | : 
are finding it very difficult to main- | retail level. Even at a wholesale 
tain the established policy in face |!evel the majority of sales forces 
of the poor cooperation and total|4re none too strong, because the 
lack of interest by many so-called | employers here, too, have had to 
truck dealers. | take on green men and try to train 
Be ae |them, not only too fast but under 
Cas like the Chicago group|g “book learning” program with 
ant Sumas tae eS a. by | inadequate experience in the field. 
ales Manager Evans 0 att, Inc., | actu 
Chicago, are of the same mind as | cede aaa and ce ane. 
the Ohio group who have started| °f truck equipment acknowledge 
the formation of a national asso-| that they are getting splendid 
ciation. | cooperation from truck factories 
“Several body companies, includ-| ®t the factory level, but claim 
ing Oltman-O’Neill Co. and Mid- | aon Se ee ae 
west Body Co., have had a truck| Treston a a coe ae 
dealer cooperation policy in effect ao sinabuseee’ Wes men te 


from the very establishment of 
their businesses. Many other com-| the field. This can be readily and 


panies either had such a policy, 


equipped with sales ability at the| 


easily remedied, however—and it | 


| 





should be for the good of the 
industry. 

Many a distributor today has 
his men going out and selling oper- 
ators on the value of his equipment 
or bodies in the spirit of self pro- 
tection—just to make certain that 
he is in on the deal when the user 
is ready to buy. 

+ * * | 
[es should not be necessary if | 
the truck factory field men and | 
the dealers’ truck men were ac- | 
quainting themselves on who the 
live and safe distributors were in 
their area and what they handled. 
Any truck dealer or factory field | 
man can get the wholehearted co- 
operation of the better type equip- 
ment and body distributors by 
merely calling them on the phone 
and setting the time for a meeting 
of the two organizations. 
It will take time—and time 
seems to be the only solution, | 
outside of the active cooperation 


| 








REFRIGERATION UNIT—Lehigh Mfg. Co., 
Lancaster, Pa., announces a % and a one 
horsepower Lehigh Biu-Cold condensing unit 
specifically designed for truck hold-over plate 
applications. These units feature an overall 
low height of 13 inches, heavy angle iron 
bases, with flexible connections between pump 
and condenser to compensate for road shock 
and truck vibration. 


of the truck equipment, body and 
trailer distributors—to get a suf- 
ficient number of trained truck 
transportation salesmen in_ the 
field at the retail level to bring 
order out of the present chaos. 
Time to do the job is something 
that a very large percentage of 
the present truck dealers do not 
have. Nor have a sufficient num- 
ber of them a large enough bank 
roll to continue on the present 
“shove-out” at little or no profit 
to keep them in the business, if 


and when passenger cars hit the 





35 
that 


same competitive jackpot 
trucks are now in. 

Some dealers—especially volume 
dealers in both cars and trucks— 
are now willing to move trucks at 
ruinous discounts just so long as 
they can maintain a satisfactory 
volume of car sales at adequate 
net profits. This is not only bad 
business, because it ruins the mar- 
ket for themselves and every other 
dealer in the area for a consider- 
able period, but it won’t be too 
long before they will be following 
along the same lines with their 
passenger car sales. 

+. * * 

At THE worst, taking it on the 

nose on trucks can affect but 
approximately one-fifth of their 
business. That is the present feel- 
ing on truck sales in many places. 
But as indicated by the difficulty 
the factories had in trying to get 
their dealers to put on truck men 
early enough to get them at least 
partially trained in the sale of 
trucks, habits are the hardest of 
all hurdles to surmount. If the 
dealer has gotten into the habit 
of resorting to long deals, the min- 
ute the going gets tough—as he 
has on trucks—won’t he be very 

(See EQUIPMENT, Page 36, Col. 3) 








were in sympathy of establishing 
such a policy, or had put a truck | 
dealer working arrangement in ef- | 
fect in that part of their line that | 
should naturally flow through the 
truck dealer and where long dis- 
counts to the user had not been 
established through years of prac- 
tice. 

At the present time many of 
these manufacturers are waver- 
ing seriously as regards main- 
taining their dealer cooperating 
policy. In fact, one of the largest 
manufacturers in its field has re- 
cently cut its gross discounts so 
deep that they have not left an 
adequate wholesale discount in 
the price of their products. 

Never before in the history of 
the truck business have the truck 
dealers needed this equipment dis- 
tributor cooperation as they do 
today. Not only do they need the 
extra profits, which the sales of 
bodies and equipment bring in to 
bolster their badly sagging gross 
on cab-and-chassis turnover, put 
they need the advice, education 
and aid that these experienced 
truck transportation-trained dis- 
tributors are able to give them. 

* + + 


EVER in the history of the 

truck business has there been 
as little salesmanship shown in the 
merchandising—or “shoving out’— 
of trucks as there is today. Of 
course there is a sound reason for 
this. Since 1942 the buyer has been 
the one that had to worry about 
whether he got a piece of trans- 
portation or not—the dealer did 
not have to sell. 

As a result there has been no 
systematic training of truck sales- 
men for at least seven to eight 
years. 

The dealer, not needing sales- 
men to dispose of all the trucks 
he was able to get, let the trained 
men he had get away from him. 
Many of these men today either 
are the truck equipment distrib- 
utors or are working for them. 

Truck factory sales managers 
and others, who work in the field 
on truck sales, claim that in the 
main there are only two truck- 
transportation trained sales forces | 
left—that of the truck equipment | 
and body distributors and that of 
the truck tire men. 

Truck factory sales managers 
know the value of truck equipment 
and body distributor cooperation 
with their dealer organizations and 
have been very active in offering | 
cooperation to any and all organ- 
izations who have come up with 
a workable formula. Many factories 
have even gone so far as to assign 
trucks to distributors on a con- 
signment basis for demonstration 
purposes, or have gone in with spe- 
cific equipment manufacturers in 
the development of demonstrating 
units which they have passed 
around from zone to zone. 

* * * 

HEY have been active in lend- 

ing all of the aid possible in 
the holding of truck equipment 
shows which not only had a good 
direct sales reaction—if there were 
enough dealers in the area of the 
show who would get out and work | 
on sales—but have had a lasting | 
and very beneficial effect from the 
standpoint of aiding in the train- 
ing of green truck men as to what 
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This is a Safer Vehicle 








By enabling drivers to raise or lower windows without 
diverting their attention from the road, Hydro-Lectric 
push-button controlled window lifts add an important 
element of safety to car operation. 


The push-button window control is no longer in the 
“gadget” phase. It is a fundamental advancement, as 
important an improvement as the manually operated 
regulator was over the strap-and-roller lifts of the 1920's. 


The Detroit Harvester Hydro-Lectric system is simple, 
trouble-free, easily installed, and so compact as to be 
readily built into existing designs, often without change. 


DETROIT « 


YPSILANTI -« 


Thousands of units are now being supplied daily to car 


manufacturers, 


Detroit Harvester engineers solicit the Opportunity to 
discuss the application of Hydro-Lectric systems with 


body and vehicle executives. 


* * 


* 


Hydro-Lectric Top, Window, and Seat Control Systems 
Convertible Tops ¢ Automobile Body Hardware 
Manual Window Regulators « Window Glass Channels 
Power Take-Offs ¢ Contract Production Parts 
Farm Mowers ¢ Power Sweepers 


TOLEDO - 


DETROIT HARVESTER COMPANY 


EXECUTIVE OFFICES: 2550 GUARDIAN BUILDING, DETROIT, MICHIGAN 


ZANESVILLE 





Root-C. arlin ie 

The appointment of Robert E. 
Carlin as vice-president and gen- 
eral manager of Root-Torgler, 
Inc, (Nash), 1253 Main St., Buf- 
falo, and the change in the com- 
pany name to Root-Carlin, Inc., 
is announced by President Floyd 
A. Root, who said he had ac- 
quired the interest of Arthur F. 
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Torgler, who had been vice-presi- 
dent and general manager. 

Carlin is the former Buffalo 
zone manager of Nash Motors. 
He was with Ford Motor Co. 
from 1928 until 1940, when he 
| joined Nash. Prior to his ap- 
pointment as zone manager in 
1946, he was district manager 
and assistant zone manager. 


MORE PROTECTION 
I MEL LA 


OVUR-OLEE cri GUsRdS 


. because STUR-DEE engineering has been directed 


to the single purpose of p 
sense protection. 


Reels MU Mumm lelin 


That's why the STUR-DEE is the . 


Ye RM ML Me ee 


VOLTZ BROS., 






Hy C 2520 S. INDIANA AVE. 
e CHICAGO 16, ILLINOIS 





TELEOPTIC 
TRUCK 
DIRECTIONAL 
SIGNALS 





Depending on arm. or hand signals en- 
dangers cargoes, drivers, and schedules. 


That’s why every truck owner is a 


prospect 


rime 


for safe, sure Sparton Direc- 


tional Signals. 


Automotive Safety 
Devices Since1900 


all-glass 
“Made by Sparton” — 
your guarantee for 
better Automotive 
Warning and Direc- 
tional Signals, Aux- 
iliary Lamps, Electric 
Flares, and Non-Glare 
Polarized Truck Mirrors. 


this fast- 






THE 


Sparton Directional Signals give 25% 
greater visibility, day or night, due to 


lens. No visor required! 


Built to give years of dependable serv- 
ice, Sparton Directional Signals are made 
for all types of vehicles, all positions and 
installations. 

Ask your jobber to show you the 
special dealer demonstration- displays for 


selling safety device or write 


directly to Sparton. 


All Approved Types 



















AUTOMOTIVE 


>PARKS-WITHINGTON COMPANY 
JACKSON, MICHIGAN 


_| Corp., under the direction of H. L. | 








| June 6.6% Over May... 





Inerease in 


| WASHINGTON. — The American | 
| Trucking Assns. last week reported | 
that the volume of freight trans- | 
ported by motor carriers in June 
increased 6.6 percent over May and | 
5 percent over June, 1948. 
Comparable reports received by | 
ATA from 317 carriers in 43 states | 
showed these carriers transported | 
an aggregate of 3,013,691 tons in| 
June, as against 2,826,934 tons in | 
|May and 2,997,286 tons in June, | 
| 1948, 
Approximately 80 percent of all | 
tonnage transported in the month | 
was hauled by carriers of gen- 
eral freight. The volume in this 
category increased 6.7 percent | 
over May but decreased .6 per- 
cent below June, 1948. 
Transportation of petroleum pro- 
|ducts accounted for about 11 per- 
cent of the tonnage, an increase 
of .3 percent over May, but a de- 
crease of 2.8 percent below June, | 
1948, 
Carriers of iron and steel hauled 
about 4 percent of the total ton- 
nage. Their traffic volume increased 
15.9 percent over May and 39.3} 
percent over June, 1948. 
About 5 percent of the total 


‘Transport Firms 
Conduct Tests on 


Reaction, Brakes 


PONTIAC.—A series of driver | 
distance reaction and brake tests, | 
sponsored by four automobile 
transport firms, has been held here. | 

Fleet Carrier Corp. operated the | 
program in conjunction with the| 
National Automobile Transporters 
Assn., Contract Cartage Co., F. J. | 
Boutell Driveaway Co., and Motor 
|Car Transport Co. 

The tests showed that average 
| driver reaction time is three-quar- 
|ters of a second, Elmer R. Reeves, 
| NATA’s accident prevention divi- | 
sion director, said. A heavy rain 
during the early part of the tests | 
provided a chance to gauge stop-| 
|ping distances on both wet and 
dry pavements. | 

Before the tests, the drivers were 

| given a luncheon by Fleet Carrier 


Koenig, general manager. Talks 
were given by Walter Hill of Gen- 
| eral Motors Truck and Coach divi-| 
| sion and — officials. 








Equipment 
(Continued from Page 35) 


apt to resort to the same tactics | 
when passenger car sales get equal- | 
|ly tough? 

And passenger car sales can get 
| tough just as fast as truck sales | 
| hit that position. 

Truck dealers for their own 
protection—and for their own | 
profit—should make every effort 
to work with the truck equip- | 
ment and body distributors who 
are still willing to work with 
them. 

They should not expect a full 
wholesale profit on the deal which | 
they do not take over in its en- 
tirety. They should be willing to) 
go along on a sliding scale of bro- 
kerage that is in line with the| 
amount of effort, work and risk | 
that they have taken on the deal. 


If they have merely tipped the) 
distributor off to a possible sale, 
they should be satisfied—and be 
paid—a “tipster’s” brokerage. If 
they have taken the distributor 
out on the deal and worked hand 
in hand with him on the sale, but 
have not felt inclined to take over 
the delivery and finance of the 
body or equipment, they should be 
| willing to go along on a share of 
|the gross brokerage available on 
a product. 
| In the meantime, for the good 
|of the truck business as a whole, 
;}many experts and students of 
truck merchandising feel that the 
rapid formation of a national as- 
sociation, such as has been started 
in Ohio, can but work out for the 
best interests of both dealer and 
distributor. 


—Jack WEED 


Truck Haulage Shows 


Month 


tonnage reported consisted of 
miscellaneous commodities, in- 
cluding household goods, textiles, 
groceries, meat, agricultural 
chemicals, paper, heavy machin- 
ery, tobacco, motor vehicles and 
motor vehicle parts. Tonnage in 
this class increased 12.2 percent 
over May, and 1 percent over 
June, 1948. 

The June tonnage of carriers | 


| reporting from the eastern district | 


increased 7.8 percent over May, | 


but decreased .7 percent below} 


June, 1948, 


Carriers in the southern region | 
reported increases of 4.9 percent 


| over May and 10.7 percent over! new or repainted), 


| June, 1948. 


Tonnage reported from the west- 
ern district revealed a rise of 5.4 
| percent over May, but a decline of 
5 percent below June of last year. 
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Quaker Quandary 
School Bus Definition 


Puzzles Pennsylvania 


| PHILADELPHIA, — What is a 
| school bus? This question is stump- 
ing the legal experts in Pennsyl- 
| vania. 

| The trouble started when the 
| state legislature enacted a law re- 
| quiring motor vehicles going both 
| directions to stop at least 10 feet 
from school buses unloading or 
| loading school children. The meas- 
ure also removed all reference to 
| erase owned or used by schools 
| under contract, 

| This changed definition has some 
authorities believing that even 
passenger cars with 100 inches or 
more seating space can be classified 
|as “school buses” if they are used 
|to transport school children. How- 
ever, there is quite a bit of disa- 
greement on this point. 

School buses come under other 
regulations also, They must be 
painted orange (chrome yellow if 
carry fire ex- 
tinguishers, have wire mesh on 
side windows, and have the words 
School Bus painted in black letters 
six inches high on the front and 
rear. 


WwiIn-SHIELD 


ALSO USEFUL AS A TABLE 
UU ae Tee 


De mL 
eu aU ae 
ILL 
EASY INSTALLATION 
FOLDS AGAINST BACK OF SEAT 
WHEN NOT IN USE 
STURDY, SAFE, SHATTERPROOF 
Se eee Lee ese at 


DRAFTS 
$99. 


DEALER DISCOUNTS: 1 to3 units, 

3344% off list. 3 or more units, 

40% off list. F.O.B. Milwaukee, 

Wis. 2% ten days. Credit ex- hie -lat a) 
tended to rated dealers. 








CITY RESTRICTIONS FORCE SALE 


| BARGAIN--MOBILE PARTS UNIT 
PRICED TO SELL 





27 Passenger Bus 


Ideal for Retailer or Wholesale 
For Particulars 


Chassis—A- 


Condition—Four 
Speed Transmission. Completely equipped with 400 Open Bin 
Compartments set up for open bin merchandising display. 


1 Mechanical 


Parts Truck. 
Write or Phone 


Jim Gilbert, Sales Manager 


BOB FORD, Inc. 


14585 Rahigns Antu, Dearborn 


Tiffany 6-5000 
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Chrysler Outlook 
Liked by Analyst 


By George Deery 


Associate Editor 


Ber COMMON with other leading 


automobile companies, says Ar- 
gus Research Corp., New York, 
“Chrysler’s recent operations have 
been aided by the improved flow 
of raw materials. 

“Provided the company is not 
impeded by serious work stoppages 


in its own plant:(or in those of im- | 
portant suppliers), its 1949 vehicle | 
show a| 


output undoubtedly will 
marked gain over last year, 
may reach a new alltime high. 

“Similarly, its earnings this 
year are likely to reach new rec- 
ord levels, augmented by the re- 
ceipt of larger dividends from 
foreign subsidiaries. 

“However, of more significance 
from an investment standpoint, we 
believe, is the fact there is a rea- 
sonable basis for anticipating that 
when the automobile industry set- 
tles down to more normal opera- 
tions and somewhat lower selling 
prices, Chrysler could show average 
earning power of $7 to $7.50 a 
share. 


and 


* * * 


“T,URTHERMORE, in view of the 
company’s strong and liquid 
financial position, it seems reason- 
able to anticipate that about $5 a 
share of such ‘normal’ earnings 
could be paid out in dividends.” 
The investment service further 
points out that “the current price 
of about 51 for the stock, as com- 
pared with a postwar range of 
71-38, is only about five times our 
estimate of this year’s earnings. 
“Of greater significance, the 
stock is selling at only a little over 
seven times a rough, but still rea- 
sonable, projection of the com- 
pany’s normal postwar earning 
power and would return a yield 
of almost 10 percent on an equit- 
able dividend disbursement from 
such earnings. | 
“Therefore, even though Chrys- 
ler has not been showing the dy- 
namic growth trends evidenced by 
General Motors in recent years and 
is not so fully integrated as this 
industry leader, it is our opinion, 
nevertheless, that the stock cur- 
rently represents good long-range 
value. 


* * * 


“A CCORDINGLY, we would in- 
clude Chrysler in the rather 
limited list of automotive equities 
that we would care to hold during 
the industry’s transition period 
which seems likely to be witnessed 
in the not-too-distant future. 
“An important earnings con- 


|} manufacturer, 








sideration with respect to Chrys- 
ler is its relatively high sales 
volume per share. For example, 





Taxes | 


(Continued from Page 28) 
of such width, thickness and qual- 
ity for passenger car use that the | 
trucks also can use them.” 

Our roads, he said, are built tc 
their present specifications, not to | 
stand up under truck use, but to| 
stand up under weathering, frost | 
and water, which are the great | 
enemies of long life of highways. | 

“In the future, however, the 
trucking industry must take an | 
active part in road planning, he | 
continued, because there recently 
have been some fantastic propo- | 
sals for the building of super- | 
highways costing billions of dol- | 
lars, the cost to be borne largely | 
by motor vehicle users.” 

He pointed out that the truck | 
operator, whether private or for- | 
hire, doesn’t pay taxes himself in | 
the final analysis, but passes them 
on to the businessman and the con- 
Sumer in the form of increased | 
rates for his services or increased 
prices for the products he hauls in | 
his own trucks. 

“America is geared to the high- 
way,” Sontheimer said. “Today, we | 
can build our homes, our stores, | 


and our factories wherever we| 
please—sure in the knowledge that 
tur customers can get to us 


ind our goods can be brought to 
1s. Modern highways have made us | 
forever free from the need to herd | 
together in great cities as once we 
had to do.” 


in 1948 General Motors sales were 

equal to approximately $107 for 

each share of common stock out- 
standing, whereas Chrysler ob- 
tained $180 a share. 

“Thus, the dollar volume avail- 
able as an earnings base on Chrys- 
ler’s stock was two-thirds greater. 
Of course, being a less integrated 
Chrysler normally 
does not obtain the same margin 
of profit on each dollar of sales as 
GM, but the larger sales base 
causes greater sensitivity to fluc- 


tuations in profit margins.” 
* * * 


Gabriel Second-Period Net 
Lessened by Ford Strike 


Gabriel Co. for the quarter ended 
June 30, reports a net profit, after 
all charges, including provision for 
federal income tax, of $37,672 
against $162,800 for the same period 
in 1948. After allowance for pre- 
ferred dividends, the earnings per 


_ AUTOM 








Auto Stocks 
Aug. 15 Aug. 8 





Chrysler ......... 50% 53% 
COUT sessed oe 3% 
General Motors .. 61% 63% 
Hudson .-R 12% 
Kaiser-Frazer . 4% 4% 
Nash-Kelvinator . 13% 14 
OOS. xvesseves 4 38% 
Studebaker. ...... 22% 23% 
ME a cwawen! os x % “% 
Willys-Overland 4% 5 
Average for —- 
10 Stocks ...... 17.80 17.97 





common share were 8 cents per 
share compared with 46 cents per 
share in 1948. 

For six months ended June 30, 
net profit after all charges, includ- 
ing provision for federal income 
tax, was $150,455 versus $214,272 for 


|the same period in 1948. After al- 


lowance for preferred dividends, 
the earnings per common _ share 


|were 39 cents per share against 
|58 cents per share in 1948. 


The decrease in net for the sec- 
ond quarter was caused primarily 
by the adverse effect on the com- 
pany’s business of the Ford strike 
and by substantial inventory ad- 
justments in the Ward Products 
division, 


614" 


Freight and Taxes extra. 





BUYS THE BEST! 


Unit- 
Built 
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ALL THIS FOR AN ATOM SMASHER—A Mack model LMSW-M six-wheel tractor and 
125-ton |I-beam trailer were selected by John Benkart & Sons Co. of Pittsburgh fo haul this 
240,000 pound steel cross piece to the site of Carnegie Tech's new cyclotron. Tires on the 


‘Budd Motor Publishes 


‘Employes’ Handbook 

DETROIT.—Budd Motor Co. has | 
published a handbook entitled Your | 
| Future at Budd, which will be| 


familiarize him with the plant, its 





| benefits. 
| ert Erwood, personnel director, and 
| his assistant, Charles Peterson. 


|given each new employe to help Li 
“ae : | Ave., 
policies, rules and regulations. | appointment of Dale 

The 40-page book contains pic-| sales manager in charge of new 
tures of the top officers and the|cars and P. J. Schaefer as sales 


truck and trailer were inflated to 125 pounds but there was only two inches of clearance 
left when the load was put to rest on the trailer. 


It was prepared by Rob- 


Skinner Names Two 
Tom Skinner, president of Miami 
ncoln-Mercury, 222 S. E. Second 


Miami, Fla., announces the 
Miller as 


|factories, and explains employe! manager in charge of used cars. 


All these extra-value features at no extra cost — 
all “exclusives” found only in Fruehauf Truck Bodies: 





SSDS 4. Welded tulle Gare 
1. Double-locking S length floor chan- 2° Zr, 
coin-pressed roof ~ nels. Structural Zz 
seams. A double- » design gives floor 
seal against dust, boards extra 
dirt, water. =z — strength without 


extra weight. 


2. Extra-sturdy 
tubular steel side 











5. Heavy-duty \ 
pressed - steel WW 


hinges. Extra- . 








‘\ 

members. All- ~ s 
welded, all-steel sturdy construc- SNS] . 
Aerovan Construc- tion gives added anisibee 
tion combines support to tail- —— 
great lightness gate or doors. a 
with increased 
strength. 

z 
3. Plywood belt- 7 6. Deluxe lighting 
= — -— Y and 2 | —_- 
roofing. Provides ment. rovide ; 
extra protection 4 positive clearance (Y 
for cargo...extra Z markings. 
sound-proofing. ZA 





2 Only $614 buys this 12-ft. straight- 
frame Van Body—complete with 
tailgate, painted and mounted on 
your chassis. This is typical of 
the outstanding buys now avail- 


able at your 


Fruehauvf Branch. 


$614 — Painted! Mounted! Ready to Roll! 


in 12-ft., 14-ft. and 16-ft. lengths, with straight-frame or 


joo® at the features! Look at the price! Here’s custom- 


built quality... 


at an amazingly low, production-line 


price. Fruehaufs are the Truck Body buzys of the year. 


All Steel! All Welded! Fruehauf Bodies are “Unit-Built” 
like the famous Fruehauf Aerovan Trailers—lighter yet 
stronger throughout. “Unit-Built” means extra ruggedness 


. extra long life . . 


. extra low upkeep. Welded into a 


single, rigid unit, nothing can work loose, weaken or rattle. 
Nothing can warp or splinter. 


No other Body rivals Fruehauf for rugged strength. . . 
for performance on the job—on your job, They're available 


Ready for the road 
in a matter of hours... 


Iruch Bodies 





wheelhousing. And Fruehauf offers you a choice of over 
500 standard body options. Doors, as many and wherever 
desired, are designed into the Body for strength and pre- 
cision fit. 


Your Fruehauf Branch can mount your Body, paint it 
and have your new Truck ready to start earning in a matter 
of hours. See your nearby Fruehauf Branch today for the 


model best suited to your needs. 


Bopy DIVISION, FRUEHAUF TRAILER COMPANY, 


DETROIT 32, MICHIGAN. 


aE 


Consult 


Hear Harrison Wood in “‘This 
Changing World’'—every Sun- 
day Afternoon over ABC. 
Your 


Local Paper. 
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Reports From Various Aron as 





Auto Market Page 


Cleveland 


New-car sales in the Cleveland 
area recorded their fourth best 
week of 1949 in the week ended 
Aug. 12, the Federal Reserve Bank 
of Cleveland reports. New cars, 
surpassing the previous week’s to- 
tal of 1,337, moved ahead to 1,394, 
highest since late June. 

Used-car sales topped the pre- 
vious week—2,349 against 2,315. 

Another impressive record was 
set in used-truck sales, showing a 
spurt from 114 to 138 units, a gain 
of 21 percent. This was a 13-week 
high. New trucks, however, slipped 
from 99 to 87.—(Sanford Markey). 

* + * 


Maryland 


Slight increases were recorded in 
new-car sales in Baltimore and out- 
state Maryland during July, as 
compared with June. New-truck 
deliveries held steady. 

During July, 2,346 new cars were 
retailed in Baltimore and 3,281 in 





U 


It says BUY f 


YOU when you 


display FRA) s 
COMPLETE ENGINE 
PROTECTION 


MORE PROFITS are yours when 





you tie-in with FRAM! 


ful Fram consumer advertising 
becomes your advertising when 
you display Fram Complete 
Engine Protection to tell your 
market you sell it. Tie-in! 
Cash-in with Fram! See your 


jobber . . . Now! Fram 


PORATION, Providence 16, R. I. 


In Canada: J. C. Adams Co. 


Ltd., Toronto, Ontario. 


OIL-AIR 


the rest of the state. June totals 
were 2,336 and 3,146, respectively; 
May, 2,386 and 3,195. 

New-truck deliveries in July were 
264 in the city and 479 for the 
remaining Maryland counties. June 
totals: 261 and 480; May totals: 
268 and 617. 

New-car sales by make in Balti- 
more for July: 

Buick, 164; Cadillac, 33; Chevro- 
let, 642; Chrysler, 47; Crosley, 3; 
DeSoto, 42; Dodge, 132; Ford, 349; 
Frazer, 2; Hudson, 58; Kaiser, 44; 
Lincoln, 14; Mercury, 69; Nash, 59; 
Oldsmobile, 173; Plymouth, 255; 
Packard, 60; Pontiac, 129; Stude- 
baker, 69; miscellaneous, 2. 

For the first seven months of 
this year, 14,313 new cars and 1,882 
new trucks were sold in Baltimore, 
and 19,942 new cars and 3,633 new 
trucks in the rest of the state. 

New-truck sales by make 
Baltimore for July: 

Autocar, 2; Brockway, 2; Chevro- 
let, 94; Dodge, 52; Federal, 3; Ford, 
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45; GMC, 6; International, 27; 
Mack, 11; Studebaker, 6; Willys, 16. 
—(Kate Savage). 

* * * 


Montgomery, Ala. 

A good all-’round month for July 
was reported by Montgomery coun- 
ty dealers, although official new- 
car registrations showed a drop 
from 367 to 345, a decrease of 22 
units. 

Joe Hedrick, vice-president and 
general manager of Grimes Motor 
Co. (Ford), reported the sale of 94 


used units during the month, the| 


largest number for any month this 
year and a comparatively high sale 
figure for this city. Grimes, al- 
though experiencing only a normal 
month in parts and service, also 
showed a considerable increase in 
truck sales, jumping from seven in 
June to 20 in July. This was at- 
tributed to the availability of light- 
er units. 

Total truck sales in the county 


kept purring along.. .92® 





(.000039 of an inch)... 
offer highest clean oil flow 


capacity, longer cartridge 
life, lowest clean oil cost 
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SLOGAN CONTEST AT OPENING—During opening week at the new Ruby Chevrolet Used- 


Car Center, E. Kilbourn and N. Water Sts., 


Milwaukee, the firm offered cash prizes in a 


slogan contest. A special sale on 22 used cars was also offered. 








for the month climbed from 74 
in June to 79 in July. 

The Buick dealer, Brewbaker 
Motors, Inc., sold 20 units in July, 
an increase of five over the pre- 
vious month, and President W. S. 
Brewbaker attributed this to the 
fact that “they are coming in bet- 
ter now.’ 

Significant increases were regis- 





without any repairs 


@@ Fam enabled me to drive 120,000 miles without delay 
for repairs... through mud, snow, dust and sand storms 
so thick you couldn't see the radiator from the driver's seat,” 
says California construction engineer. 
paint was sand blasted off and the glass pitted, my motor 


“Although the 












rate, maximum dirt 






















































- FUEL 


tered by Dodge, which jumped 
from 14 units in June to 30 in July, 
and by Pontiac, which rose from 
17 to 25. Sales Manager E. W. 
Pritchett of Davis Motor Co. (Pon- 
tiac) and General Manager J. M. 
Hicks of Hodo Motor Co., Inc. 
(Dodge), said the increase was due 
in each case to bigger allotments. 


The truck picture worked in re- 
verse for Hodo, dropping from 12 
in June to six in July because 
lighter vehicles in the Dodge line 
could not be supplied. 


Chevrolet sales, although still 
in the lead for both passenger 
cars and trucks, declined some- 
what because “we just didn’t get 
the units,” according to Presi- 
dent Frank McGough of Capitol 
Chevrolet, Inc. Passenger - car 
sales dropped from 88 in June to 
73 in July and trucks from 37 
to 25. 


Passenger-car registrations for 
July compared with June were as 
follows (July figures first): Chev- 
rolet, 73 and 88; Ford, 50 and 50; 
Plymouth, 48 and 48; Dodge, 30 
and 14; Pontiac, 25 and 17; Buick, 
| 20 and 15; Mercury, 20 and 7; Nash, 
13 and 13; Oldsmobile, 13 and 17; 
Studebaker, 11 and 10; Chrysler, 9 
and 8; Packard, 6 and 5; DeSoto, 
4 and 6; Frazer, 4 and 1; Lincoln, 
4 and 5; Cadillac, 4 and 5; Hud- 
| son, 3 and 6; Kaiser, 3 and 1; Wil- 
|lys, 1 and 1; Anglia, 1. 
| Truck registrations for July and 
|June were (July figures first): 
Chevrolet, 25 and 37; Ford, 20 and 
7; Dodge, 6 and 12; International, 
|5 and 6; Willys, 5 and 3; Stude- 
| baker, 4 and 2; GMC, 4 and 12; 
|ACF Brill, 2; Fiat, 1; Oldsmobile, 
|1; Beck, 1—(William R. Lynn). 

* *. + 





| Kansas City 

| New-car and truck sales in the 
|greater Kansas City area are re- 
ported as brisk, with used-car sales 
holding their own. 


| The figures for June indicate 
| sales were holding up in face of 
the normal summer slump. 
New-car sales for June _ totaled 
2,593, and new-truck sales, 284. 
| New-car sales from Jan. 1 totaled 
| 13,418, while new-truck sales for 
|the first half were 2,063. 
| June car totals dropped 359 from 
| May while truck sales fell off 75. 


(Joseph D. Roberts). 
| * * * 


Canada 


| Sales of new passenger cars 
|showed the biggest gain in Mani- 
toba during June, rising to 1,118 
cars, compared with 635 in June 
last year, a gain of 76.1 percent. 

Such sales of new cars elsewhere 
showed the following, with figures 
for same month a year ago being 
given in parentheses: British Co- 
lumbia, 1,887 (1,091), up 73 percent; 
Quebec, 3,999 (2,364), up 69.2 per- 
cent; Alberta, 1,441 (926), up 55.6 
percent; Maritimes, 1,358 (898), up 
51.2 percent; Ontario, 7,973 (5,974), 
up 33.5 percent; Saskatchewan, 1,- 
| 192 (967), up 23.3 percent. 

Sales of new trucks in Alberta 
led all other areas of Canada dur- 
ing June, rising to 989 units com- 
pared with 687 in June last year, 
up 44 percent. 

Elsewhere sales of new trucks 
| Showed the following in June, with 
figures for same month a year ago 
being given in parentheses: British 
Columbia, 652 (657) down 0.8 per- 
cent; Manitoba, 436 (464), down 6 
percent; Quebec, 1,449 (1,636) down 
11.4 percent; Maritimes, 683 (793) 
down 13.9 percent; Ontario, 2,796 
(3,503), down 20.2 percent; Sas- 
katchewan, 714 (951) down 24.9 
percent.—(M. L. Schwartz). 
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TRUCK SECTION 


Merchandising 


Memos to Dealers 





eee ee boys have been 
7 having a field day as the auto in- 
dustry turns to thoughts of selling. 
A lot of information on product 
and basic selling has been recorded 
and distributed. 

One outfit has a different an- 
gle. It offers a trouble-shooting 
service in selling. For instance, 
suppose some auto firm noted a 
national slackening of sales. The 
sales trouble-shooters would send 
investigators to various parts of 
the country to find out why the 
product cooled off. 


Maybe the firm faced a threat 
of a major strike. The prospects 
might say they didn’t want to order 
a car on which there was a chance 
of indefinite delay. 

7 


There Are Answers 


HERE are a number of sales 

answers to such an objection, 
depending on what the individual 
prospect has in mind. Maybe he is 
afraid that his deposit money 
would be tied up indefinitely. The 
dealer could alter his practice on 
deposits to meet this objection. Or 
perhaps the dealer makes a prac- 
tice of returning deposits anyway. 
He could reassure his customers. 

This is an example of thinking 
dealing with one phase of auto 
selling. It suggests that dealers 
themselves might do a little in- 
vestigating when and if sales 
slow up. Often your customers 
will tell you why they are pass- 
ing up your product or your serv- 
ice. If they won’t tell you, they’ll 


Used-Car Notes 





Arkansas Plans Fall Start 


On New Registry System 

LITTLE ROCK, Ark. — Photo- 
graphic and other equipment for 
the new motor vehicle registration 
system authorized by the 1949 Ar- 
kansas legislature will arrive next 
month, and the system will be in 
operation this fall, State Revenue 
Commissioner Dean Morley reports. 

The system, which is to be set 
up according to recommendations 
of the American Assn. of Motor 
Vehicle Administrators, will be a 
section of the motor vehicle divi- 
sion of the Arkansas revenue de- 
partment. A photographic process 
similar to that used to record prop- 
erty deeds will be the basis of the 
system. 

+ * * 


Cleveland BBB Opens 


Probe of Trade Abuses 


CLEVELAND.—Two members of 
the Cleveland Better Business Bu- 
reau have been assigned to recom- 
mend practices to stamp out 
“spreading abuses in the used-car 
field.” 

The bureau says the situation is 
“so serious that prominent indus- 
trial and advertising groups have 
pledged cooperation in the cam- 
paign. They include the used-car 
committee of the Cleveland Auto- 
mobile Dealers Assn., the Cleve- 
land Used Car Dealers Assn., local 
newspapers and radio stations.” 


By 


tel 


can make adjustments to over- 
come the objections. 


| A 


|to throw in the sponge with the| - A 
| thought that “things must be get- 
ting bad all over.” 


AM MARCUS, of Marcus Motors | with a 10-d : 
S (Studebaker), | with a ay teaser campaign. The 


that the used-car guarantee pro- 
gram adopted by the firm five 
months ago is working out well. 


The guarantee is made elastic, | vertiser or the product. 


to 


users, Marcus said. Duration of 
the guarantee may run from 30 


525 
i i 
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to 90 days, depending on the 
amount of driving the purchaser | 
does. 
Marcus is advertising the plan | 
intensively. 
+ * * | 


One Way 


| EXPLAINING why it was giv- 
iving a free car wash with every 
repair job during the month, Gate- 
way Motors (Ford), Albany, said: 
“There are many ways of ad- 
vertising products and services. 
We choose to give a part of our 
advertising dollars to our cus- | 
tomers. 
| “This is our way of adding to our 
family of friendly customers, and 
, at the same saying “thanks” to our 
t any rate, there is no reason | ojq customers for their patronage.” 


Bob Finlay 


I your friends. And maybe you 


Kickoff 
| TN AKRON, Dutch Folk Chevrolet 


* + * | 
opened a used-car sales drive 


MONROE'S MAC—A new series of adve 
tisements, revolving around bungling of sales 
Preliminary announcements said | opportunities in the auto aftermarket, has 


Denver, reports | 


drive was called Operation 30. 





|Operation 30 was of interest to) 
| everyone, but didn’t reveal the ad- | which will run for the next 12 months. 

Then Folk staged a 20-car pa- | T-shirts and white helmets rode 
rade throughout the city. Pretty | in the lead cars. Every employe 
girls wearing white trunks, white | was issued T-shirts and helmets 


cover different types of auto 





co 
a 


Keo’s Latest Design 
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and its got something 
for you, too! 


bd 
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The campaign began in June and 
a concentrated program is being| 
carried out. 

The bureau listed the following 
abuses: 

“Used cars advertised at special 
prices “are not often on sale”; ad- 
vertised cars are shown “but can- 
not be purchased at the advertised 
price;’””’ “time and time again, the 
advertising used blanket statements 
such as ‘all cars guaranteed ... all 
one-owner cars’ and similar claims 
not actually applying to all cars 
listed in the advertisements.” 

The bureau also adds that there 
is a growing practice of using lead- 
ers which are shifted from one 
place of business to another—cars 
“used for ‘bait’ only.” 





z 
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HEADLINES FROM COAST TO COAST!— The Reo 
Gold Comet engine is the year’s biggest news 
in the truck industry. 





140 USABLE HORSEPOWER!—The new Reo E-22 trucks are the 


most powerful of their class on the road. 


4,970 TRUCKS ARE A LOT OF TRUCKS!—Reo recently received a 
single order for this number, powered by the new Gold Comet 
engine ... and other large fleet orders have followed. 


REO HAS SOMETHING FOR AUTOMOTIVE DISTRIBUTORS AND 
DEALERS!— The absolute best in a complete truck and school bus 
line .. . priced right! 


YOUR TERRITORY MAY BE OPEN! 
Wire, write, phone: Sales Dept., Reo Motors, Inc., Lansing 20, Mich. 
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been introduced by Monroe Auto Equipment 
Co. Mac is the main character in this series 
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with the words Operation 30 
printed on them. 

The announcement said that 
| Operation 30 means that Folk me- 
|chanics perform at least 30 thor- 
| ough operations on every used car 
to make it run and look like new. 

A series of full-page advertise- 
ments is being used to follow up 
the original announcement. 

“Operation 30 will reduce our 
profit per sale to the lowest in the 
field but we will gain from the 
more and more people who will 
want to buy from us,” Folk said. 

+ 


$2 Wheat 


UT IN Walla, Walla, Wash., 
Stoddard-Wendle Motors ad- 
vertises: “We will allow you $2 per 
bushel for your wheat (1 percent 
or less smut) on any new or used 
Ford truck or pickup. 
“Bring in your wheat receipts, 
drive home a new or used truck 
|or pick-up... .” 





ALBANY, N. Y.—The Albany 
Automobile Dealers Assn. has held 
its annual clambake with a large 





number of dealers from the Albany 
area participating in a sports pro- 
gram and enjoying refreshments. 
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THE NEW REO-BUILT GOLD COMET ENGINE 


@ 140 Usable horsepower 
@ Governed at 3200 RPM 
e 60 MPH road speeds 


plus REO LONG LIFE 
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Donovan Ups Johnson | (Dodge), Homestead, Fla. Before 
| joining Donovan seven years ago, 


Juve C. Johnson has become sales | Johnson was general manager of 
manager for Donovan Motors| Thayer Motor Co., Clewiston. 





Save Costly Repairs with 


GEERT DELUXE GUARDS 


Absolute protection for grille 
and trunk. Beautifully cus- 
tom styled. Guaranteed 
chrome. 5 to 8 minutes in- 
stallation. At leading dealers 
coast to coast. List prices: 
front $19.95; rear $22.50. 

Protection! 


INTERCHANGEABLE FORD 6 
Cello Ford Fender Guard has FENDER GUARDS wl : 


exclusive bracing which takes 










FRONT OR REAR 













vibration and flutter out of FOR 
ends of the bumper bar. FRONT 
Gives needed protection to OR 
exposed areas of front and REAR 





rear fenders. List price: 
$12.50 pr. (front or rear) 






Patented spring clips permit 
speedy mounting and detach- 
ing. Hold plate securely, pre- 
vent rattling. Holds the 
frame without use of screws. 
List price: $2.25 pr. 








Guaranteed 









CELLO TRUCK GUARDS 


America’s sturdiest protection for 
grilles, fenders and lights. Custom 
styled. Chrome. List prices: single 
uprights $8.75; dual rail $22.00. 


a ee ae 
East Boston 28,Mass. 
















Just as owners prefer certain makes of trucks, so do thousands 
of contractors and operators swear by Galions. The unparalleled 


AUTOMOTIVE NEWS, AUGUST 22, 1949 


In the Hopper 


| Additional Revenue Called 
Unnecessary in Kentucky 


Finding that Kentucky’s state 
|tax structure is “reasonably bal- 


| anced,” a special study committee | 


cept as the need for more revenue 


| arises.” 


|of the committee for Kentucky as- | 


| serted in a report made public here 
|that “there is no apparent neces- 
sity for tampering with existing 
rates or subjects of taxation, ex- 


Plan Spring Start 
On Paving Road 


Across Canada 


TORONTO. A start is to be 
made next spring on a 5,000-mile 
paved transcontinental highway to 
cost about $400,000,000 and to take 
five years to complete. This will be 
the first paved Trans-Canada high- 
way. 

Legislation for its construction on 
a shared basis between the federal 
Canadian and provincial 
ments is to be ratified at a forth- 
coming session of the Canadian 
parliament. 

Reconstruction Minister R. H. 
Winters stated at Ottawa that the 
federal contribution to the cost 
would be between $150,000,000 and 
$200,000,000. 

The route, not yet finalized, is 
now under discussion between fed- 
eral and provincial authorities. The 
road will not be a super highway, 
but will be a hard surfaced all 
weather road for travel between 
Halifax and Vancouver, and will 
include a road across Newfound- 
land, 


govern- | 


}and made a number of recommen- | ; , 
‘dations to achieve that end. Con-|™eet the state’s financial 





At the local tax level in Ken- 
tucky, however, the committee | 
found that “there is an urgent 
need for removing discrimination | 
in property tax administration” | 


clusions of the committee were 
based on the findings of a study 


| by James W. Martin, director of | 
| business research at the 


Univer- 
sity of Kentucky. 


* * * 


Protection for Blind 


Enacted by the 1949 Massachu- 
setts legislature, a new law has 
now gone into effect obligating the 
driver of every vehicle to come to 
a full stop whenever a totally or 
partially-blind pedestrian, carrying 
a white-tipped walking cane, or} 
guided by a _ seeing-eye dog, is| 
crossing or attempting to cross the | 
street. 

+ * + 


Municipal Transit Operation 


Approved for Milwaukee 

A bill authorizing Milwaukee 
metropolitan area communities 
to create a transit authority, 
which would operate the area’s 
mass transportation system of | 
buses and street cars on a non- 
profit basis, has been signed into 
Wisconsin law by Gov. Oscar A. 
Rennebohm. 

Actual creation of such an 
agency is still a long way off, 
however. Spokesmen for the Mil- 
waukee area transportation com- 
mittee which drafted the enabl- 
ing act and obtained its enact- 





— TRUCK SECTION 


ment by the state legislature ex- 
plained that considerable spade 
work would be necessary before 
the contemplated authority could 
be set up. 


Washington State Delays 


Special Revenue Session 


Although reiterating his belief 
that it was still too early to speak 
definitely about a special Wash- 
ington state legislative session to 
prob- 
lems, Gov. Langlie sees “no occa- 


| Sion for optimism” over the pros- 


pects of avoiding such a session. 


Gov. Langlie said he felt the 
pattern of the state’s spending 
would not be entirely clear until 
October or November. Economies 
continue to be made here and there 
in spending, he said, adding that 
general economic conditions this 
fall will also have a bearing on 
the state’s financial condition. 

* * * 
Massachusetts Senate Kills 


Anti-Strike Injunction Bill 


An _ anti-injunction law, al- 
ready approved by the Massa- 
chusetts house, has been killed 
in the Senate by a 20-20 vote on 
straight party lines. 

Proposed by Gov. Paul A. Dev- 
er, the defeated measure would 
have softened an injunction law 
passed in 1935. 

It would have refused injunc- 
tions unless employers first pro- 
duced statements from the state 
board of conciliation and arbi- 
tration saying management had 
exhausted all other possibilities 
of settling labor disputes. 

* + o 


To Lessen Fire Hazard 


Gov. Rennebohm has signed into 
Wisconsin law a bill to require 
trucks carrying more than 100 gal- 
lons of inflammable liquids to stop 


jat all railway grade crossings. 


| 
| 
| 





performance of Galion’s equalizing double lift arm hoist has 
earned this reputation through service over the past 25 years. 


Distributors in All Principal Cities 


es =o GALION ALLSTEEL BODY CO., GALION, OHIO 





P 2 ahead of time. 


Calif. Credit Buyers Assured 


Rebates for Prepayment 
Gov. Earl Warren has signed 
into California law a bill to pro- 
vide for interest refunds to 
installment buyers of automobiles 
if they pay up their contracts 


DISTRIBUTES LOAD—The Load - Booster 


| manufactured by Detroit Automotive Prod- 
| ucts Co., Detroit, is a third axle unit. 


a 
Said to Afford 


Road Protection 


DETROIT.—As a protection for 
highways, Detroit Automotive Pro- 
ducts Corp has developed the Load- 
Booster, a heavy-duty load-carrying 
third axle unit, which provides 
equal weight distribution on both 
rear axles. 

“The Load-Booster,” the company 
said, “seems to answer the sug- 
gestion made by C. F. Rogers of 
the Federal Bureau of Public 
Roads, who said: ‘What we advo- 
cate for protection of highways is 
distribution of the load over a 
greater number of axles.’” 

The conversion of any 1% to 
3-ton truck to a heavy 10-wheel 
highway hauler can boost legal 
payload profits by as much as 100 
percent, the firm stated. 

Ivan Graham, sales manager of 
the corporation, said that when 
driving torque is applied on the 
booster, a greater proportion of the 
load shifts to the rear axle, which 
has power, thus increasing the abil- 
ity of the truck to start heavy 
loads. This is also true when going 
up hills, according to Graham. 

“Once the truck is under way, 
the load shifts foreward to provide 
equal distribution on both axles,” 
Graham said, 
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New-Car Sales by Makes 
9 e 
For *49-’48 (First Half) 
Total Pet. Total Pet. 1949 
Sales Share Sales Share Pet. 
Ist Half of 1949 Ist Half of 1948 Gain or 
1949 Sales 1948 Sales Loss 
CHRYSLER CORP. . 445,590 20.61 351,289 21.04 — 48 || 
REE sikesccvcss 58,529 2.71 50,478 3.02 — 31 
ED .0s:8 ety o's wat 46,921 2.17 39,089 2.34 — 17 
EE vs ¢.¥6;00 a4. 8-5 106,513 4.92 104,167 6.24 —1.32 
Plymouth ......... 233,627 10.81 157,555 9.44 +1.37 
FORD MOTOR CO.. 445,711 20.62 239,523 14.35 +6.27 || 
ee 347,917 16.10 176,398 10.57 +5.53 
rr 20,134 -93 12,020 .42 + .21 
DOOUOEEY nce ceces 77,660 3.59 51,105 3.06 + .53 
GENERAL MOTORS 918,846 42.51 720,655 43.17 — .66 
Ew ieeedes 181,146 8.38 126,627 7.58 + .80 
|, a 40,645 1.88 27,387 1.64 + .24 
Chevrolet ........ 434,093 20.09 357,613 21.43 —1.34 
Oldsmobile ........ 122,157 5.65 91,504 5.48 + 17 
DL ny a i nin 3 140,805 6.51 117,524 7.04 — 53 
KAISER-FRAZER 42,588 1.97 92,211 5.52 —8.55 
4 eb s6.042te es 11,336 52 36,292 2.17 —1.65 
PT 6 etanteawae.« 31,252 1.45 55,919 3.35 —1.90 
ANGLIA-PREFECT. 3,681 17 300 02 + .15 
EE Asie evn eeese 1,553 07 4,501 27 — .20 
CROSLEY .......... 6,160 28 13,481 81 — 58 
a Pe 77,186 3.57 59,008 3.53 + .04 
0 Ere rr 64,810 3.00 61,619 3.69 — .69 
PACKARD ......... 48,450 2.24 38,159 2.29 — .05 
STUDEBAKER ...... 90,259 4.18 72,935 4.36 — .18 
WERE, cc 6sosckces 13,835 .64 13,721 82 — 18 
MISCELLANEOUS . 2,947 14 2,126 13 + .01 
Total Cars, U. S.. .2,161,616 100.00 1,669,528 100.00 





Vehicle Financing Drops 
Slightly During June 


WASHINGTON.—S ales finance 
companies bought only slightly less 


retail automotive paper in June 
than in May, the Federal Reserve 
Board reported last week. 

Such purchases, however, ex- 
ceeded repayments on existing 
accounts, and as a result out- 
standing balances on retail auto- 
motive installment accounts rose 
during the month. 

A 2 percent decline in the dollar 
volume of new retail automotive 
financing reflected decreased pur- 
chases of paper based on sales of 
all types of vehicles except new 
trucks, it was said. 

Meanwhile, finance 


Auto Financing 
In Canada Far 
Above Last Year 


companies 





reported a slightly higher volume | 
of wholesale vehicle financing in 
June than in May. Thus, outstand- 
ing balances in this category also 
rose. 

Retail financing of goods other 
than automobiles and trucks rose 
9 percent above May volume, with 
paper on household items, residen- | 
tial building repair and miscella-| 
neous goods accounting for the | 
bulk of the increase. 


Only a moderate increase was | 
reported in the volume of furni- | 
ture paper. 
In all, the FRB said, reporting | 
finance firms bought retail install- | 

ment contracts on 231,983 vehicles 
during June. Buying of these ac-| 
counts involved a dollar volume of | 
$232,893,116. | 

In the retail automotive category 
were 74,384 cars, or 32 percent of | 
the total, having a finance value | 








OTTAWA. — The Canadian gov- 
ernment reports sales financing of 
new motor vehicles during June 
advanced 7,191 units as against 
4,637 last year, a gain of 55.1 per- 
cent. 

Financing of used vehicles in- 
creased to 16,115 units compared 
with 10,799 a year ago June, a gain 
of 49.2 percent. 

New passenger-car financing rose 
to 4,326 units compared with 2,253 
a year ago, an increase of 92 per- 
cent. Commercial-vehicle financing 
rose to 2,865 units as against 2,384 
last year, a gain of 20.2 percent. 

Used passenger-car financing this 
June involved 13,432 units com- 
pared with 8,773 units last year, up 
53.1 percent, Commercial vehicles 
rose to 2,683 units against 2,026 in 
June, 1948, up 32.4 percent. 

First-half financing of new ve- 
hicles comprised 37,041 units, com- 
pared with 25,736 over last year. 
Passenger cars financed involved 
22,888 vehicles as against 13,719 last 
year, a gain of 66.8 percent, 

New commercial-vehicles in- 
creased to 14,153 compared with 
12,017 last year, up 17.8 percent. 

Used motor vehicles totaled 73,- 
044 units during the first half, com- 
pared with 50,298 a year ago, a 
gain of 45.2 percent. 





NASH LAUNCHES EXPANSION—Shown is t 


facilities at Kenosha, Wis. 


Preliminary work on the structure has begun, 


vice-president. The new building brings floor area of Nash plants to more than 4,500,000 


square feet. 


| the company since 1925. 


The structure is a one story extension of present buildings. 


of $109,231,443. Trucks totaled 14,- 
732 units, or 6 percent of the total, | 
with a finance value of $19,702,030. | 

Retail finance paper was pur-| 
chased on 132,300 used cars, or 57) 
percent of all automotive financing, 
having a financial value of $96,624,- 
129. Used trucks totaled 10,357 | 
units, or 5 percent of the total, | 


involving $7,335,514. 


“floor planned,” or delivered phy- 
sical possession of 233,103 new 
cars to dealers. This was 93 per- 
cent of all wholesale automotive 
financing and involved the pay- 
ment of $371,967,615. 

Floor planned for truck dealers | 
were 18,079 trucks, having a finance | 
value of $16,374,774. 

The FRB’s data on finance com- 
panies is based on information sup- | 
plied by the firms themselves. In- 
asmuch as the reporting sample is 
not identical from month to month, | 
the FRB says its current report is 
not comparable with those of the 
past. 


| 
During June, finance ‘phy | 


Edwards Promoted 


Chester I. Edwards is the ~f 
manager of Southland Chevrolet, 
Inc., 1125 N.E. Second Ave., Miami, | 
Fla. He had been sales manager of | 





Dodge, 1.32; Chrysler, 
17; Crosley, 
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GM, Chrysler Shares Below Last Year .. . 





Ford Sales Slice Rises the Most 


Aa 2,161,616 passenger 
cars were sold in the first half 
of 1949, Ford Motor Co. was the 


|only member of the Big Three to 


increase its share of sales over 1948, 
showing a gain of 6.27 percent. 
yeneral Motors and Chrysler 

Corp. fell .66 and .43 percent 

respectively, from first-half totals 

last year. 

Ford accounted for 20.62 percent 
of the sales, whereas in 1948 it 
secured only 14.35 in the first half. 

New-car sales of GM dropped 
from 43.17 percent last year to 


42.51 percent in 1949’s first half. 
Chrysler fell from 21.04 percent in 


1948 to 20.61 this year. 

+ + + 
AISER-FRAZER showed the 
largest slip in sales, totaling 

only 1.97 percent in this year’s first- 
half sales, while last year the firm 
held 5.52 percent. 

Among individual makes, Ford 
division jumped its sales 5.53 per- 
cent over 1948, now boasting 16.10 
percent of the market. Plymouth, 
with the next highest gain, raised 


| itself 1.37 percent to 10.81. 


Increases under one _ percent 
were registered by Buick, .80; 
Mercury, .53; Cadillac, .24; Lin- 


| ecoln, .21; Oldsmobile, .17; Anglia- 


Prefect, 
cent, 


A drop of 1.34 percent in its share 


-15, and Hudson, .04 per- 


of market was noted at Chevrolet, 
which held 20.09 percent 
| year’s first half. Pontiac dropped 


in this 


.53 percent. 

Other decreases were posted by 
.31; DeSoto, 
.53; Austin, .20; Nash, 





.69; Studebaker, .18; Willys, .18, and 
Packard, .05 percent. 
* * * 

LTHOUGH there were many de- | 
t clines in individual percentage 
of sales in the first half, all but 
Kaiser, Frazer, Austin and Crosley 
had larger sales. 

The largest gain in sales vol- 
ume was recorded by Ford, with 
a rise of 86 percent, Chrysler 
Corp. and General Motors rose 
28 and 27 percent, respectively. 
Hudson moved up 30 percent; 
Packard, 27; Studebaker, 24; Nash, 
5, and Willys, less than 1 percent. 

+ * * 


in this year’s first half, compared 
to 1948’s similar period. 


Studebaker led the independents 
in share of market, holding 4.18 
percent. Hudson was next with 3.57 
percent. First-quarter totals had 
| these two in reverse positions, with 
Hudson leading Studebaker by a 
scant .02 percent. 


First half sales of 2,161,616 pas- 
senger cars in 1949 compare with 
1,669,528 units in the same period 
of 1948, an increase of almost 30 
percent. 


—Tom Hewrrt 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
N CONTRAST, Kaiser - Frazer| in america’s No, 1 Industry . . . an esti- 


sales volume dropped 116 percent 





mated more than 100,000 readers weekly! 


CUT FLEET REPAIR COSTS 


a TSC 2) eee 
HATTER UE aah 


a on peste = 
+ - ie Protect your entire fleet witi 
CEE 

and frame. 


) SMASH-HIT chromium - plated 
grille guards. For all size trucks. 
SMASH-HIT your fleet for distinction 
Here’s a heavy duty rear bumper 


for %, %, and 1 ton pickups. 4” 
thick “steel crimped to conventional 
bumper shape. Rigidly braces rear 
fender and bed box. Recessed trail- 
er hitch is flush with bumper bar. 


WRITE FOR PRICES AND CATALOG 
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Reel 


1” solid cold rolled steel equal to 2” 
pipe. Securely anchored to bumper 
Easy to install. 


\ 















A Real Good-Will Opportunity For The Automobile Dealer 


America’s ‘Best Seller 


On Highway Courtesy 


EMILY POST’S MOTOR MANNERS 
The Bluebooklet of Traffic Etiquette 





Public Response 


450% 


Beyond Expectation 








he new unit of Nash Motors manufacturing | 


according to R. A. DeViieg, manufacturing | | 
| 
|| 





What ‘Motor Manners’ 
Can Do For The Dealer 





One large company sponsoring Mo- 
tor Manners’ distribution to its cus- 
tomers already finds demand for 
the booklet 450% higher than an- 
ticipated on the basis of past ex- 
perience. Your customers, too, will 
want to receive this booklet, which 
can bear your firm’s name. 





1st-—By distributing “Motor Man- 


2nd 


3rd— 


—‘‘Motor Manners” 
good will at a very low cost. 


ners” you show your interest in safe 
and efficient highway use. 


will build 


“Motor Manners’”’ will provide 
a means of making new contacts 
with prospective customers and 
help keep old ones. 





Publication of the 48-page illustrated booklet “Motor Manners”’ is 
a non-profit project undertaken by Mrs. Post and the 
National Highway Users Conference in the in- 

terest of safer, more pleasant highway use. 


PRICES: A minimum cost price of 5 cents a copy has now been made possible to 
dealers because of the great response from the automotive industry. (Almost every 
automobile and truck manufacturer has mailed sample copies to dealers.) IM- 
PRINTS: Your firm’s name can appear on the back of the individual copies you 
| distribute. WHERE TO WRITE for information and sample copy: 
Highway Users Conference, 938 National Press Building, Washington 4, D. C. 


The National 
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Roads Bureau Transferred... 


3 Vital Measures 
Gain in Congress 


WASHINGTON.—The past week 
witnessed the chalking up of three 
pieces of legislation of special in- 


terest to the automotive industry | 


and trade. These were: 


1. House Ways and Means Com- | 


mittee approval of sweeping revi- 
sions in the social security laws. 

2. Senate approval of President 
Truman’s reorganization plan No. 
2, which transfers the Bureau of 
Employment Security including the 
United States Employment Service 
and the Unemployment Insurance 
Service, from the Federal Security 
Agency to the Department of 
Labor. 

3. Senate approval of reorganiza- 
tion plan No. 7, which places the 
Bureau of Public Roads in the De- 
partment of Commerce. 

The first— Broadening of the 
social security laws, with the 
upping of the tax base and a 
high jump of the tax schedule— 





ANTHONY 





will have a long, hard road to 
travel before it is made into law 
as written by the Ways and 
Means Committee. Certainly, 
there will be no favorable action 


for some time to come, according | 


to informed sources. 
No. 2—Opposed by NADA — is 
now on the books, Objections to it 


were based chiefly on the fear| 


expressed by many employers that 
if the Bureau of Employment Se- 
curity were placed in the Labor 
department, the department might 
be “biased” in handling of unem- 
ployment compensation and em- 
ployment service functions. 

So far as No. 3 is concerned, it is 
doubtful whether the automotive 
industry will be affected either 
favorably or adversely. It was 
purely a shift to place a bureau of 
prime importance to motoring— 
both commercial and pleasure—in a 
more proper place in the govern- 
mental set-up. 








Use THIS SIMPLE 


TRUCK 


LOADER 


AND UNLOADER 
Has Only One Cylinder 


and One Valve 


opened in Denver this month. E 


. M. Freeman, 
manufacturers of Porcelainize, announced that a 65 percent gain in sales volume over last 
year's record sales, will force the addition of a second story within 60 to 90 days, and a 
third floor addition by June, 1950. The building has 12,000 square feet of floor space and 
provides for raw material coming in one door and going out completed through another. 
The latest type of mixing and bottling equipment in the manufacturing department makes 
for a quiet, efficient operation which avoids shipping and packing delays, it is said. 





NEW HOME FOR PORCELAINIZE—National headquarters of Porcelainize was formally 


president of Freeman & Freeman, Inc., 








CUTS 
DELIVERY 
COSTS 
50%, 


“ANTHONY ‘“‘Lift Gate’’ Features: 


With “Lift Gates” on your trucks you will 
make more deliveries daily. Keeps trucks 
on the move, reduces trucking costs, adds 
to trucking profits. Time killing work and 
lifting is avoided. Personnel accidents and 
merchandise damage claims are cut to a 
minimum. There are more “Lift Gates” in 
use than all others. Simplicity of design is 
one reason .. . ruggedness is another. 
Extra features*—perfected by six years of 
field experience—are more reasons why 
most of the truck loaders you see are 
Anthony “Lift Gates.” Write for literature 
and prices. 


pd Sy YY 
*“LIFT GATB” rests on | *Loads from all sides at | ..7 00 ).4; eS aaah 
round. No protrusions | all levels with ‘“‘Quick evel-iist D 
© prevent easy loading. | Detachable” Ramp. ~ a rolling or toppling 


Zo 


*One control raises, 


ANTHONY CO., De 
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*Safet 
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y “Point of Lever- 
age” gives more power 

, |with 4 less working 
parts. 


t. 902, Streator, Ill. 





Charcoal Method 
Is Reported for 
Defoaming Oil 


WASHINGTON.—Lubricating oil 
can be satisfactorily defoamed by 
recycling it through a column of 
activated charcoal, according to a 
report prepared for the National 
Advisory Committee for Aeronau- 
tics and now available to the pub- 
lic, the U. S. Department of Com- 
merce announced. 

The tendency of lubricating oil 
to foam in use has consistently 
been a problem in the operation of 
internal combustion engines, since 
this foaming impedes oil circula- 
tion and reduces its lubricating 
efficiency. The experiments de- 
scribed were conducted at Stan- 
ford University as an NACA- 
financed project. While this re- 
lated only to aircraft lubricants, 
the results may have broader ap- 
plication, it was said. 

A particular type of aircraft lu- 


Brooklyn Gambler 
Linked to Ford 
Haulaway in East 


NEW YORK. — Joe Adonis, | 


Brooklyn gambler, has been named 
in a court trial as a principal stock- 
holder in an auto transporting firm 
which hauls all Ford cars from the 
Edgewater (N. J.) plant to New 
York City. 

Adonis was linked to the Auto- 
motive Conveying Co., Palisades, 
N. J. 

Ford Motor Co, said the firm was 
the only one, to its knowledge, with 
adequate trucking facilities which 
holds an_ Interstate Commerce 
Commission permit to deliver cars 
from Edgewater to New York. 

“Its facilities and rates are com- 
petitive with other firms employed 
by Ford for like hauls in compar- 
able locations,” a company spokes- 
man said. 

The Adonis connection came to 
light in the same trial in which 
Kings County Buick, Inc., Brook- 
lyn, was said to have kept a 
“secret register” for favored cus- 
tomers. 

The court said that underworld 
character Patsy Del Ducca alone 
received 134 Buicks from Kings 
County, “while the general public 
had to wait three or four years.” | 





STORE ON WHEELS —Salesman Chester 
Perkins (left) of Holmes Tire and Supply Co.., | 
Madison, Wis., reported an immediate 20 
percent increase in sales when he replaced 





an ordinary panel truck with a Dodge Route- | 
Van, according to the company. The new ve- | 
hicle has headroom which permits customers 
to enter the 12!/2-foot body with 462 cubic 
feet of merchandise space and select articles 
for delivery on the spot. 


bricating oil was recycled through 


a charcoal column at 50 degrees | 


centigrade or lower, after which 
at 100 degrees centigrade it pro- 
duced only one-tenth of the vol- 
ume of foam as compared to the 
untreated oil. Activated magnesium 
oxide, silica gel and Porocell, when 
packed in columns for recycling, 
also defoamed the oil, but not to 
the same extent. 


Extraction of oil with liquid sul- 
fur dioxide, phenol or aqueous so- 
dium hydroxide failed to produce 
any significant change in the ten- 


dency to foam. Nor did the disper- | 


sion of finely divided sodium chlo- 
ride, followed by filtration. 


The report notes that despite the 
success of the charcoal defoaming 
method, the relatively little knowl- 
edge possessed concerning the na- 
ture of the action, or the constitu- 
ents responsible for foaming, 
makes further study of this sub- 
ject advisable. 

The report, 26 pages, including 
graphs and tables, may be obtained 
without charge while supplies last 
from the National Advisory Com- 
mittee for Aeronautics, Washing- 
ton 25, D. C., as their Technical 
Note 1845. 


TRUCK SECTION 
Willys Producing 
4-Wheel Drive 
Station Wagon 


| TOLEDO.—Willys-Overland Mo- 
tors reports it is now building 
| America's first production-line pas- 
|senger car with four-wheel drive 
| traction. 
| This latest version of the Wil- 
| lys-Overland station wagon is now 
| provided with the selective two and 
four-wheel drive features which 
brought fame to the military Jeep. 
“By virtue of its four-wheel 
drive,” the firm said, “the new sta- 
tion wagon can do things no ordi- 
nary passenger car can do. It can 
travel off the road, through mud, 
snow and sand that would bog 
down the ordinary passenger car. 
“It can climb steep slopes that 
| would stall the conventional pas- 
|senger car. Loaded to its half-ton 
capacity, it has a 59 percent grade- 
lability. Like Willys-Overland’s 
other station wagons, the new ve- 
|hicle has 98 cubic feet of useful 
|cargo space when the rear seats 
| are removed.” 
| The vehicle, of all-steel body, has 
|a@ Wheelbase of 104% inches and 
an overall length of 175% inches 
to give the car handling ease in 
traffic and parking. 
The new unit has a curb weight 
of 3,250 pounds and can carry a 
payload of 1,000 pounds including 
| the driver. It seats six passengers 
comfortably and can accommodate 
an optional seventh passenger seat. 
It is powered by the Jeep four- 
| cylinder L-head engine that devel- 
ops 60 horsepower at 4,000 revolu- 
tions per minute. 





International Auto Sales 


Articles of incorporation have 
been filed with Louisiana’s secre- 
tary of state by International Auto 
Sales and Service, New Orleans. 
Authorized capital stock was listed 
at $5,000. 









TRUCK 


PLE in all 





Daniel L, Beck 
Director 


many 


those attending. 


PROFITABLE _ 


. - - can be yours through having your 
TRUCK SALES MANAGER and TRUCK 
SALESMEN trained in the BASIC 
FUNDAMENTALS of HANDLING PEO. 


SITUATIONS. 


Enrollments now being accepted for 
class to be held September 12th through 
September 16th. 
instruction in how to SELL TRUCKS 
the WAY the PROSPECT WANTS to be 
SOLD. This 
CONFERENCE STYLE with every member taking part 


times in every session will instruct your men in 


HOW to SELL TRUCKS PROFITABLY. 


Talking Motion Pictures and Slide Films, all with 
Sound, indelibly impress these basic principles in their | 
minds so that the techniques become a vital part of 


Write, wire, phone or call for further information. 


Executives Selection & Training Institute 
956 Maccabees Bldg., Detroit 2, Mich. 
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types of TRUCK SALES 








ne week of intensive 







intensive course held in 

















Phone TEmple 11-55-1 














RUGGED - STREAMLINED - WRECKERS 


BUILT FOR ANY MAKE OR CAPACITY CHASSIS 





COLLAPSIBLE FOLD-AWAY WRECKER 
for any make chassis with 4-speed transmission and pickup box 
%-%4-1 ton chassis. Can be converted from wrecker to pickup unit. 
Allows you 90% of your pickup box for service work. 


PHONE - WRITE - OR WIRE FOR PRICES 


AUTO-TRUCK EQUIPMENT COMPANY 


8300 Lyndon 


Detroit 21, Mich. 


Phone WEbster 3-9040—3-9041—3-9042 
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With New Front Styling... 


1950 Studebakers Bow 


(Continued from Page 1) 


mander, 207% inches, and Land | 
Cruiser, 211% inches. 
Instrument panels are located | 
about four inches farther forward | 
than previously, thus providing ad- 
ditional space in the front com- 
partment. Control switches are of | 
the push-pull type. 
Gauges are grouped directly in 
front of the driver so that they | 
can be checked at a glance. T-type | 
handles in chrome, below the dash, 
control overdrive and Climatizer 
(both optional at extra cost) as| 
well as the hood latch. 


* * + 
HE STEERING column of the) 
Commander and Land Cruiser 
is enclosed in an oversize steel 
jacket. Outside door handles are 
a new design and retain the pull-| 
type action of the 1949 Studebaker | 
cars. | 
Satisfied with public acceptance | 





in the Land Cruiser, the company 
is introducing it in all Regal De- 
luxe models of the Commander se- 
ries and in two patterns on both 
the Champion and Commander 
convertibles. 


In the latter two models it is 
used on seat cushions, lower por- 
tion of seat backs and in the door 
panels, with the balance of the 
upholstery in leatherette. Leather 
upholstery is optional on the con- 
vertibles at no extra charge. 

Protective features of the uphol- 
stery and doors on the two and 
four-door Regal Deluxe Comman- 
der and Land Cruiser are a gray 
lizard leatherette; on the five-pas- 
senger Regal Deluxe Commander 
coupe it is an ivory shade of sim- 
ulated pigskin with brown tone up- 
holstery or gray lizard with gray 
tone upholstery. 

Foam rubber cushions are stand- 





Latest tron South Bend 





STUDEBAKER'S NEW LAND CRUISER—This is the longer-wheelbase four-door sedan in the 
Commander line. Custom ee is another distinguishing feature of the Land Cruiser. 
All of the new Studebakers boast the unique new front end, characterized by airfoil fenders 
and an airplane fuselage-type hood set off by a chrome ‘'spinner'’ figure. 





UNDER BODY AND HOOD—The frame and engine of the 1950 Studebaker Commanders 
are shown above. Feature of the new coil-spring front suspension is that both upper and 
lower control arms are pivoted so that they tilt to the rear about 15 degrees. Front wheels 
are said to ''travel away'' from a bump as the car is driven over it. Tire size on the 
Commander has been boosted to 7.60 xI5. 





NEW DASHBOARDS INCREASE ROOMINESS—In redesigning their instrument panels for 
1950, Studebaker engineers sought to improve front-seat knee comfort by locating the 
dashboards about four inches farther forward than on previous models. In the Champion 
panel (above), a large speedometer rests above the steering column, with other dials and 
the clock clustered around it. The Commander panel (below) shows the oversize steel jacket 
which encloses the steering column and the gearshift shaft of the higher-priced Studebaker 
series. Control switches in both Studebaker lines are of the push-pull type. 





|of nylon, first used by Studebaker | ard equipment in all models with 


|the exception of the lower-priced 
Deluxe Champion. 

| ~ * + 

| LASTIC TOLEX, manufactured 
| by Textileather Corp. of Toledo, 
|is the material being widely used 
for the interior trim in the new 
1950 Studebakers, according to the 
supplier. 

Tolex, in the gray lizard descrip- 
tion, is being used on door panels, 
assist straps and seat welts on the 
Commander Regal Deluxe sedan 
and the Land Cruiser sedan. 


Textileather’s cream color pig- 
skin Tolex is being used on door 
panels, arm rests, assist straps and 
seat welts on the Commander Re- 
gal Deluxe coupe, and for door 
and quarter panels, arm rests and 
a seat bolster effect on the Stude- 
baker convertibles. 


Feature of the Studebaker coil- 
spring front suspension lies in 
the fact that both upper and 
lower control arms are pivoted 
so that they rake to the rear 
about 15 degrees. This has the 
effect of cushioning the ride on 
rough roads since the front 
wheels “travel away” from a 
bump as the car is driven over 
it, according to Studebaker. 











IMPROVED RIDE—This closeu 
front suspension in the 1950 Studebaker Cham- | 


of the new 


pion series shows the shock 
mounted within the coil spring. The rubber- 
mounted front stabilizer bar is attached to 
the frame and to both lower control arms. 
The upper and lower control arms are pivoted 
so that they rake to the rear about 15 
degrees. This has the effect of cushioning the 
ride on rough roads, says Studebaker. 


top and bottom of each coil spring. | 
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Rubber insulation is used at the 


absorber | 


Shock absorbers on the Champion | 


are the direct-acting tubular type 
while the Commander utilizes the 
double-acting 
ety. 
* * + 

ENGINES in both the Champion 

and Commander have a new 
compression ratio of 7.0 to 1, and 


link-and-lever vari- | 


for high altitudes only, a ratio of | 


7.5 to 1 is available. 


Commander engine horsepower | 


has been increased from 100 to 102 | 


at 3,200 revolutions per minute, 


while the Champion has been raised | 
from 80 to 85 horsepower at 4,000 | 


revolutions per minute. 
A new distributor with an in- 


tegral vacuum spark modifier is | 


a feature of the 1950 Commander 
ignition system. Motor mounts 
are redesigned and contain an in- 
creased amount of rubber for re- 
duced vibration. 


In redesigning the frame to ac- 


commodate springing changes, Stu- | 


debaker has _ relocated 


the five) 


cross-members in order to provide | 


greater strength. One of the rear 


members is utilized as a support | 


for the top connection of the rear 





N. Y. Ups Insurance Rate 


15 to 20% for Youths 
NEW YORK.—Because of the 
extremely high accident record 
of youthful drivers, the New 
York state insurance depart- 
ment has approved an increase 
of 15 to 20 percent in automobile 
liability rates for cars operated 
by drivers under the age of 25. 
Liability insurance rates for 
passenger cars with no youthful 
drivers will remain temporarily 
at present levels in New York | 
state. The department said that 
consideration of a general up- 
ward revision has been post- 
poned until the late fall when 
last year’s loss experience will 
be available. Underwriters have 
indicated that a blanket rise of 
8 percent will be sought, if last | 
year’s losses justify a boost. 








LOWER-PRICED STUDEBAKER MODEL—Wh 





eelbase of this Champion four-door sedan has 


been extended one inch to 113 inches. Augmenting new front-end e rear deck tapers 
ur 


lower than on previous models. Tail-lights are sunken into fenders, 


nishing a neater 


appearance. Foam-rubber cushions are standard equipment on Champion Deluxe models. 


Champion engine now yields 85 horsepower, 


a step-up of five over old model. 





shock absorbers which are mount- 
ed “sea leg” fashion for control of 
side sway in addition to the usual 
control of up-and-down movement 
of the springs. 

All models have a simplified sym- 
metrical steering linkage, with defi- 
nite center-point linkage on the 
Commander and Land Cruiser. 

Commander tire size has been 
increased to 7.60x15. The Cham- 
pion is equipped with four-ply 6.40x 
15 tires. All tires are the extra 
low-pressure type. 


Peruvian Race 


Won by Nash 


DETROIT.—A 1948 Nash Ambas- 
sador with a 1949 engine won the 
first annual 500-mile “Peruanas” 
Race in Lima, Peru, Nash Motors 
officials here announced last week. 

The Nash, driven by Henry 
Bradley, shop superintendent of 
Lane Motors, S. A., Nash distribu- 
|tor in Lima, competed with 25 
| competitive makes. 
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SERVIS-DISPATCHER 


PRODUCTION CONTROL 
SYSTEM 





Whether you write a few hundred or thousands of 
repair coker a month, this inexpensive production 
control system helps you co-ordinate all your service 
facilities for maximum efficiency. Time promises are 
kept and service sales increase. 


YOUR Citike ORGANIZATION WILL BENEFIT 


DEALER . . . benefits profit-wise because 
up to 40% more service sales are han- 
dled by full utilization of existing 
facilities . .. and efficient handling 
means more satisfied customers. 





SERVICE MANAGER .. . benefits because 
work flows smoothly when “bottlenecks” 
are eliminated by organized scheduling. 
More of his time can be devoted to his 
management responsibilities. 


SERVICE SALESMAN . . . benefits because 
he always knows which jobs he can 
accept and which he must sell to keep 
the shop busy. 





SHOP FOREMAN . . . benefits because he 
is free to supervise and inspect the work 
in the shop and is relieved of the de- 
tails of handling repair orders, assign- 
ing jobs and answering inquiries. 













SHOP MECHANIC . . . benefits because 
prompt assignment of jobs allows him 
to do the maximum amount of pro- 
ductive work and, therefore, he can 
increase his efficiency and his earnings. 


WRITE TODAY FOR FREE DESCRIPTIVE LITERATURE 
CATALOG NO. RR-309 
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UAW Faces Sept. 13 Strike Deadline .. . 


Ford Talks Waiting Steel Report 


(Continued from Page 1) 


CIO United Steelworkers of 
America. 

Reuther made it plain he was 
in no hurry to shut down Ford in 


a statement hailing the 7-to-1 ma-| 


jority by which Ford workers 
backed the union’s demands in the 
Michigan state strike election, con- 
ducted at the union’s request by 


“The union,” he declared, “will 
exhaust every reasonable effort to 
win justice for the Ford workers 
through peaceful collective bar- 
| gaining. 

“We are determined, however, to 
|obtain justice by the use of the 
full economic power of our union 
| if the Ford Motor Co. continues in 


mands of the 


their families.” 
* * * 


(-- warnings of the effect 
a boost 
would have on the nation’s econ-| 
omy were sounded last week by) 
in testimony | « 
before the Truman fact finders, 


steel worker wage 


|company executives 


meeting in New York. 


Ford workers and 


| 


i 


| 


Like Ford, the major steel mak-| 
ers have opposed pay raises at this | 
time as constituting a threat to 
|the general business outlook. Both 
| industries have forecast increased 
unemployment and higher prices if 
|labor costs spiral upward for the 


| fourth time since the war. ( 
| Having already heard the CIO’s | — 
case in the steel pay argument, | © 
| the fact board is expected to 
o | spend a week or so in preparing 
| its report. There will be no legal | 
coupaidien on. either ane Michigan Trucking Assn. Roadeo contest not 
ment or labor to accept the 
against strike leaders violating this : ‘ its fi i. 
| provision of the statute. stop picketing at its firm, was de 
. 


board’s findings. 
] 9 O aoe |nied by Judge John F. Cook in the 
| circuit court here. 
| F,ORD was still standing last week | : 
new 5 P'by ita most recent contract pro: | 4 Caddard as been, picksted for 


posal, calling for a 12-month freeze | 
|of current wage scales and an 18- | ae ee = 
|month extension of the contract, | ; 


'with both dating from July 15 |said sought jurisdiction over the 
The union had made no known 
l i e a er concessions from its three- 


|polishers, lubricating and _ body 
polishing employes. Goddard has a 
pronged program for a pension 
plan, health and welfare fund 


contract with the UAW-AFL, 
Harry L. Browne, attorney for 
and cost-of-living wage raise. Goddard (11 years with NLRB, 
This last item on the roll call 
|of fourth-round demands has been 


now in private practice), argued 
that the picketing was illegal and 
down-rated by the UAW because| W8S an attempt to coerce the 
declining prices have brought| dealer to negotiate with the 
|about wage reductions in General 
| Motors hourly pay scales at both 


teamsters. This, he said, would 
cause Goddard to break his UAW 

of the 1949 adjustments under the 

|GM escalator pay plan. 


contract and violate the fair 
The union’s entire case at Ford 


the state labor mediation board. its refusal to meet the just de-| 


| from left are: Peter Stumpo, Henr 
| Geo. F. 


If Ford or the UAW eventually Grand Rapids, truck and full-trailer. 


decide to call it quits in the nego- 
tiations, five days’ notice will be 
| required, under an agreement made | 
| when the company-union contract | 
|expired July 15. The contract is| 
| being extended during the talks on | 
|a day-to-day basis. 
| Michigan law requires that the | 
|union must strike within 30 days} ,ANSAS CITY, Mo.—A restrain- 
after certification of a pro-walkout | ing order sought by Goddard Chev- 
vote. Penalties can be assessed | rolet Co., 1500 Truman road, to 





Ww 
The “next look” 


labor practice section of the 
national labor relations act, 
The two unions, said Browne, are 


| two-suiter luggage bag each, donated by Grand 
fr ft Faber . Vroom & Son, Detroit, tractor-semi-trailer; John Preston, 


Alger Co., Detroit, straight-truck, and Jack Strosnyder, 


Dealer Denied Injunction 


Teamster Pickets Allowed to Stay at Goddard 
In Jurisdictional Row With UAW-AFL 





MICHIGAN DRIVERS BAG TROPHIES—Winners in each of the three divisions of the 


only bagged the trophies for each event but 
River Chevrolet Co., Detroit. Winners 


Associated Truck Lines, 





tional in nature. A September hear- 
|ing will be held in the circuit court 
on the request for a temporary 
restraining order. 

Meanwhile, the pickets remain 
and the mechanics refuse to 
cross the line. 

Greater Kansas City has twenty- 
six motor car dealers who have 
contracts with the UAW which 
they claim are still binding, al- 
though the mechanics have shifted 
to the International Assn. of Ma- 
chinists. 

All of the UAW’s business agents 
left and are asking new contracts 
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Send for new, illustrated 

circular J-214: 

The Frick-Gallagher Mfg. Co. 
Sales: 415 Shubert Bidg., 

Phila. 2, Pa. 
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|result of 


may be hurt even more if the de- 
clining wage pattern continues at 
GM Sept. 1, effective date of the 
corporation’s next pay fiuctuation, 
if any. 


3 New Fords Damaged, 


Cleveland Strike Blamed 

CLEVELAND. — Enroute to Co- 
lumbus, three new Ford sedans 
were damaged while on an auto- 
mobile carrier. Officials of the 
transportation company say the 
| body tops were dented and up- 
holstery smeared. 

The vandalism occurred while the 
carrier stopped for breakfast. The 
vandalism was believed to be a 
the Ford mechanics’ 
strike in Cleveland. 





(Continued from Page 1) 

one used a year ago. Prewar the 
ratio was one new to two plus 
used. 


* * 
ASH dealers’ customer labor 
sales show a 14 percent gain 
at present over the figure in Janu- 
ary, this year. Parts volume is up 
14% percent, Doss declared. 

One month’s parts sales today 
are equivalent to one year’s vol- 
ume in prewar, he said. 

Doss stated that Nash has no 


* 





definite plans at present on the 


| building of trucks for the domestic 

| market. 

| being shipped overseas at present. 
* 7 * 


A few Nash trucks are 


NASH'S dealer total now stands 
~*at 1,202, Doss revealed. This 
contrasts with almost 2,000 in pre- 


| War, 


“We plan to continue our quality- 
dealer program,” he said, “and will 
add dealers gradually as sufficient 
cars become available.” 

He declared that there are 
about 100 cities, with population 
of 20,000 or more, which do not 
have Nash dealers today. These 
spots will be filled gradually. 

_ Doss sees no changes forthcom- 
ing in dealer discounts. “The pres- | 
ent ones have proved very satis- 
factory all around,” he said. 








competing for the same members 
and the employer is caught in the 
middle. 

“If he (the employer) recognizes 
one or the other he is guilty of an 
unfair labor practice,” Browne said. 

“This is a jurisdictional strike 
and violates the Taft-Hartley act. 
The union is using coercive 
methods to get the employer to 
commit unfair labor practices. 
Until the law can be demonstrated, 
the union should be restrained.” 


Cliff Langsdale, attorney for the 
teamster’s local, said that all the 
Goddard employes had left the 
UAW, part going with the team- 
sters and part with the Interna- 
tional Assn. of Machinists. 

“The people that the teamsters 
are claiming are the parts men, 
the washers and the porters,” said 
Langsdale. The UAW is defunct 
at Goddard’s. Regardless of that 
the AFL never authorized the 
UAW to include and organize 
anything but production men. 
These people the teamsters seek 
have never been organized by 
anyone.” 

The machinists’ group is organ- 
ized for mechanics and rightfully 
has jurisdiction, he pointed out. 

He explained that no dealer or 
employer is authorized by any law 
to go to court and enforce the 
Taft-Hartley act. The court he 
added, had no jurisdiction because 
the matter was by law a question 
for the NLRB tribunal. 

Goddard has filed a petition with 
the NLRB for a hearing and 
Browne indicated that he would file 
charges there also as well as a 
damage suit in the federal district 
court here based on what he al- 
leges is an admittance from the 
union that the strike was jurisdic- 


Smith—Omaha 


E. T. Smith, president, E. T. 
Smith Oldsmobile-Cadillac Co., | 
Omaha, has been named one of 
the 10 “generals” in the Omaha 
chamber of commerce annual 
membership drive to start in 
September. 








from the dealers for the machinists. 

They are being refused by most 
who stand by the UAW contracts, 
and state that the men are being 
represented now and the contract is 
good. 


Hudson Reports 
"49 Sales Past 
100,000 Mark 


DETROIT.—Retail deliveries of 
new Hudson cars in 1949 have gone 
over the 10,000 mark, reports N. 
K. VanDerzee, sales vice-president. 
This rate of sales is the greatest 
since 1929, he said. 


“In 1948 the company delivered 
its 100,000th car the fourth week 
in November, as compared with 
the second week in August this 
year,” he stated. “Thus we are run- 
ning more than three months 
ahead of the record established last 
year.” 

Retail sales of new Hudson cars 
for the first seven months of 1949 
reached the highest January-July 
volume in 20 years, VanDerzee said. 

“Deliveries to retail customers 
during the period of January 
through July totaled 95,057 cars, 
highest since 1929,” he said. “This 
is an increase of more than 30 per- 
cent over the corresponding period 
of 1948.” 


keep an ear cocked! 


- + - and you'll hear our 
praise for the car that 
standard equips with 
Seully Gas Tank Whistle. 
So easy to fill without a 
spill. 
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FORT WORTH, Tex.—A_ hot 
battle regarding descriptions 
used cars in ads is now being 
waged between the Fort Worth 


Better Business Bureau of this city, 
according to the Texas Used Car 
Dealers Assn. 

The bureau fired the first shot 
when it sent a letter to local 
dealers saying that the industry 
was in the public “dog house” 
and that a house-cleaning was 
necessary. The BBB suggested a 
program to improve advertising 
of cars in newspapers. 

At the Fort Worth UCDA meet- 
ing, a committee of three was ap- 
pointed to answer the letter. The 
group replied that they were in 
accord with most of the provisions 
put that there were a few points to 
which they were opposed. They 
listed and gave their reasons for 
such opposition. 

The BBB point pertaining to 
“demonstrators” said that such a 
car must be one that has never 
been sold to the public, and that 
they should be advertised for sale 
only by an authorized dealer in 
the same make of car. 

The association objected to 


MEWA Snctsiles 
Service Section 


In Parts Manual 


CHICAGO.—A feature of the new 
accessory and fast-moving parts 
manual of the Motor and Equip- 
ment Wholesalers Assn., which 
made its appearance in July, is said 
to be a comprehensive service in- 
struction section of 111 pages. 

Prepared by Chek-Chart Corp., 
these service instructions are re- 
portedly the result of more than 
10 years’ development and close 
cooperation with the automotive 
and automotive service industries. 
They embody the latest ideas as 
well as the results of on-the-job 
experience of thousands of service 
experts in the parts and accessory 
field, according to MEWA officials. 

Other features of the new manual 
include complete manufacturer ap- 
proved data on all accessories and 
replacement parts assembled in a 
single binder that can be expanded 
to include sales promotion mater- 
ials and price lists of individual 
manufacturers. This basic material 
will be kept up-to-date through the 
addition of annual supplements on 


this 





new models each year, it is re- 
ported. 
Complete information on_ the 


manual can be obtained from Motor 
and Equipment Wholesalers Assn., | 
309 W. Jackson Blvd., Chicago 6. 


Contract Is Let 
For Ford Plant 


BUFFALO.—Contracts have been | 
awarded for construction of a new 
pressed steel plant for production 
of Ford car body parts near here, | 
Del S. Harder, Ford’s vice-presi- 
dent of manufacturing, announced | 
last week. 

It is contemplated that the plant, 


BBB Rouses U.C. Men 


Fort Worth Assn. Perturbed by Suggestions 
For Advertising ‘Clean-U p’ 


of 


Used Car Dealers Assn. and the| 


| ownership and has operated Leon 


because “used-car dealers fre- 
quently purchase from dealers such 
vehicles and we see no good reason 
why we should be banned from 
advertising them,” the Forth Worth 
group stated. 

Concerning “executives’ and 
officials’ cars,” the bureau decided 
that when a car is so advertised, 
it must have been used by an 
executive of the manufacturer, or 
by an official of a dealer in the 
same make of car, and must not 
have been sold to the public prior 
to the appearance of the ad. 


this stipulation because used-car 
men often buy these cars from the 
executives and can see no reason 
for not advertising them for sale. 


Another BBB proposal that hit a 
sour note with the Fort Worth 
UCDA was the one that said cur- 
rent models shall not be advertised 
by dealers within six months from 
the time the model was first offered 
for sale on the retail market. 

The same suggestion said that the 
words “new,” “brand new,” “never 
driven,” and similar terms shall not 
be used if the car has ever been 
registered or is offered by anyone 
not holding a new-car franchise 
from the manufacturer. 

“Any used-car dealer would be 
reluctant to buy a car he could 
not advertise,” the association 
replied. “The public would there- 
fore be one of the injured parties. 
And if a used-car dealer acquires 
a new or never-driven vehicle, he 
should be allowed to accurately 
describe his merchandise in ads.” 


The last controversial point re- 
garded the use of superlatives in 
ads. 

“Such terms shall only be per- 
mitted where proof of the right to 
use them has first been submitted 
to the Better Business Bureau,” the 
bureau letter said. 

“All we desire is the same lati- 
tude in describing our merchandise 
as used by other advertisers,” the 
association answered. “You realize 
that advertising which does not 
attract customers is of no benefit 
to the advertiser. 


“We want to be fair, believe in 
truthfulness in advertising, and 









The association said it opposed | 





seek no special favors. We just 
want the same privileges granted 


to others in the industry,” the 
Fort Worth dealers’ letter con- 
cluded. 


Name of Leon Finch, Ltd., 


Changed by Parent Firm 


LOS ANGELES.—The corporate 
name of Leon Finch, Ltd., has 
been changed to American-Mari- 
etta Co. of California. 

In October, 1945, American-Mari- 
etta Co., Chicago, acquired the 


Finch, Ltd., as a wholly-owned sub- 
sidiary. This company is a West 
Coast manufacturer of lacquers, 
enamels and automotive refinish- 
ing materials. Leon Finch, founder 
of the company, has retired. 





when operating at capacity, will | j 


employ approximately 3,500 persons, | 
including 300 salaried personnel. | 

At present, the pressed steel 
plant at the Rouge produces 49 
percent of total stampings, with the 
balanced being furnished by out-| 
side suppliers. After completion of | 





the new shop, the Rouge will pro- 
duce 45 percent of the total with | 
the Buffalo plant producing ap-| 
proximately 42 percent. It is esti- 
mated it will be two years before | 
the plant can attain capacity) 
output. 


Clark Equipment Names 


Michigan Dealer 

DETROIT. — Material Handling 
Sales Corp., 6520 Cass Ave., has 
been appointed by the industrial 
truck division of Clark Equipment 


Co. as its authorized dealer for 
Michigan. 
This new corporation will be 


headed by Floyd B. Struwin, presi- 
dent; David K. Wirth, vice-presi- 





dent; Syver K. Thingstad, secre- 
tary, and Donald M. Bronson, 
treasurer. 











ANOTHER RACING CAMPBELL—Aiming to 
beat his father's world water speed record| rear of a school bus which has 


of 141 miles per hour, Donald Campbell, 28, 


son of the late Sir Malcolm Campbell, is | 


shown in the cockpit of Blue Bird, used by| or Street outside of a business or 
his father in his last unsuccessful attempt at | residential] district while in the act 
| of receiving or discharging school 
| children, 
|come to full stop not less than 10 
feet from such school bus and re- 
‘main stationary until bus resumes 


setting a new mark. Instead of a jet engine, 
the craft is now powered by the Rolls Royce 
piston engine used in Sir Malcolm's auto 
when he made the world land speed record 
of 300 m.p.h. in 1933. Donald will try the | 
boat at Lake Coniston, Lancashire, England. | 
—(Acme photo). 





of revenue. 


|come to a stop upon the highway 


_AUTOMOTIVE NEWS, AUGUST 22, 1949 _ 





| Gay Deceivers 





MAKING ‘EM LOOK LIKE WHAT THEY 


| to make the trunk easily accessible. 





| luxury urge, these two devices should be of interest. 

Chevrolets, distributed by Scott Sales Co., Kansas City, 
The fin fits on the fender with four screws from inside of trunk. The joint between fin and 
fender is then filled with liquid solder and painted. Lower photo is the ‘'Kontinental"’ for 
| Fords, which sells to dealers for $79.95 f.6.b. San Francisco, plus $21 for tire cover and rear 
| hub cap. Suggested installation price is $159.95. The manufacturer, Cecil Whitebone's Mid- 
| town Motors, 950 Van Ness Ave., San Francisco, said the ‘'Kontinental'’ folds backwards 


AIN'T—To 
which retails for $29.95, plus labor 


low-priced car owners who have a 
Top photo shows the Finliner for | 





Pa. School Bus Rules 


New Regulations on Transporting Pupils 
Explained by PAA 


HARRISBURG, Pa.—Changes in 
Pennsylvania’s school bus regula- 
tions, passed by the state legisla- 
ture this year, have been circular- 
ized by the Pennsylvania Automo- 
tive Assn. 

The association has also prepared 
a bulletin on school bus specifica- 
tions which may be had by writing 
the PAA at 202 Payne-Shoemaker 
Bldg., Harrisburg. 


Changes in the state’s school bus 
regulations, as reported by the 
PAA, are: 


1. School buses inspected dur- 
ing the current inspection period 
(by the state police) and used 
for the school term ending in 
1950, may be issued “School In- 
spection Certificates” which will 
be valid until August, 1950. 


2. School buses purchased or re- 
painted after Sept. 1, 1949, shall 
be of a uniform color (national 
school bus chrome) and shall be 
labeled, front and rear, with black 
letters not less than eight inches 
in height, “School Bus.” Labels are 
to be removed, covered or con- 
cealed when the bus is operated 
for other than transporting school 


| children. 


They shall be equipped with two |. 
| ing less than five persons, although | 


| representing 29 percent of the num- | 


electrical or mechanical stop sig- 
nal devices (one front and one 
rear) in addition to the stop signal 
devices otherwise required by law. 
The signals must be plainly visible 
to approaching drivers in normal 


sunlight and night, from a distance | 


of 100 feet to front or rear and 
must be approved by the secretary 
(Buses referred to un- 
der item one need not have such 


| devices before Aug. 1, 1950.) 


8. School districts transporting 
pupils by bus shall establish and 
maintain at or near all schools 
“off-highway” loading zones and 
they shall be so designated by 
an official “school bus stop” sign. 
Where such zones are estab- 
lished, bus operators shall not 
pick up or discharge at other 
locations. 


4. When approaching front or 


vehicle operators shall 


ceed, except: (1) 


| divided highways; (2) on limited 


| ted to cross highways; 
| “off-highway” loading 
| established. 


2% of U.S. Plants 
Do Nearly Half 


Of Business 


WASHINGTON, — Although the 
| Census Bureau listed 240,881 manu- 
| facturing establishments in its 1947 
census, the 4,664 plants employing 
500 or more persons—less than two 
percent of the total—accounted for 
nearly half of the total production 
as measured by value added by 
manufacture, the Department of 
Commerce disclosed last week. 

The statement also said the 1,935 
factories employing more than 1,000 
|} each—less than one percent of the 
| total 
| proximately one third of the total 
|}employment and value added by 
manufacture. 

The 70,384 factories each employ- 





|ber of plants, accounted for only 


motion or operator signals to pro- 
on separate or 


|or controlled-access highways 
where pedestrians are not permit- 
(3) where 
zones are 


| 1.1 percent of the employment and | 


| 1.2 percent of value added by man- 
ufacture, 

Nearly half of the _ establish- 
ments had fewer than 10 employes 
}each and accounted for only 3.3 


| percent of -the employment and 3.2 | 


| percent of value added. 


| 





toe: 45 
[Canada Probing 
Illegal Entry 
Of U.S. Cars 


TORONTO.—A black market in 
expensive imported U. S. cars re- 
portedly is flourishing in Toronto. 


|Cadillacs, Lincolns, Buicks and 
|Oldsmobiles, which can only be 
|brought into Canada in limited 


numbers, have been advertised on 
used-car lots, in newspapers and 
on the air. 

Investigations of some of the 
sales are under way by the Royal 
Canadian Mounted Police, the 
Foreign Exchange Control Board, 
Canadian customs and automobile 
dealer organizations. 





Where the cars came from is one 
of the mysteries of the market. A 
number of them are understood to 
have come in by way of Newfound- 
land, where automobile dealers im- 
ported cars from before’ that 
former British colony joined Can- 
ada March 31, 1949, Other cars are 
said to have been bought illegally 
by Canadians in the U. S., or left 
in Canada by American relatives 
or friends of Canadians. A number 
of cars allegedly illegally pur- 
chased in the U. S. have been seized 
by the RCMP. 

Prices of the black market cars 
range from $6,000 up. A Lincoln is 
reported to have been sold for 
$7,000. A 1949 Cadillac convertible 
was advertised for $9,500. 


Pass the Aspirin 
Series of Legal Suits Seek 


Possession of 1947 Car 


SPRINGFIELD, Ill. (UTPS)—A 
bad check artist and a fake auto 
title are the main props in a story 
of a 1947 car that everybody bought 
but nobody has. 

The car was originally sold by 
a Winfield (Kans.) firm to the 
check forger, whu then used a 
fraudulent title to sell it to a Deca- 
tur (Ill.) firm. No title was deliv- 
ered by the Kansas firm. 

Then Stine’s Service here bought 
the car and sold it to the Ameri- 
can Body & Fender Co. in St. Paul, 
Minn. From there it went to De- 
pendable Motors Co., also in St. 
Paul. At this point, the Winfield, 
Kans., firm finally caught up with 
the fast-moving vehicle and filed 
a replevin suit, thus obtaining the 
car. 

Now, let’s start backward. 

Dependable filed suit against 
American Body & Fender, who in 
turn filed suit against Stine’s for 
$2,000 for the purchase price and 
$1,000 for court costs. 

To make matters still worse, 
Stine’s only got $1,800 for the car, 
but the plaintiff claims it was out 
$2,000 because the auto was sold 
for that amount to Dependable 
Motors, which collected the amount 
by court action. 

The forger is in jail in Missouri. 
How mixed up can you get over 
one bad check and one bad title! 








number—accounted for ap-| 


Alabama Licensing Bill 


OR’ d by Senate Unit 

MONTGOMERY, Ala.—A bill 
to license auto dealers and man- 
ufaeturers has won approval of 
the senate finance and taxation 
committee. The bill would need 
unanimous consent, however, be- 
cause there were only seven 
legislative days left. 

The measure would put a $5- 
a-year privilege license tax on 
outo dealers, manufacturers, 
factory branches and represent- 
atives doing business in Ala- 
bama. 








DAVIS WINNERS STOP IN CHICAGO—As a new-car sales promotion, Davis Nash Motors 
of Dallas offered the first 10 Nash Airflyte buyers during the first 10 days of August a free 
expense-paid vacation for two from Dallas to the Nash plant at Kenosha, Wis. For the 
return trip, $100 was to be provided each buyer. Shown here on arrival at the Chicago 








airport are the 10 buyers and C 


Nash Motors. 


N. Davis jr. 


(center, laughing), president of Davis 
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EAST ORANGE, N. J.—New-car 
buying has reached a saturation 
point, and the industry today is 
operating in the afterglow of de- 
mand from the war backlog, claims 
G. E. Conkling, business consultant 


of East Orange. 

His analysis contends that 
when this afterglow dies, 3,500,- 
000 cars a year will meet normal 
demands, excluding exports. As 
a result, automobile manufactur- 
ers must exert their judgment 
again to develop new markets, 
he stated. 


“The new-car buyer who once 
traded in his car every three years 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 











New-Car Market Filled? 


Industry in Backwash of War Demand, 
Claims Business Consultant 


or less, will now drive it for five 
years or more,” he said. “Owner- 
ship figures show that as far back 
as the twenties, owners decided to 
keep their cars for about half of 
the ultimate life in years. 

“Cars built in the 1923-26 period 
had a road life of 6% to 7 years. 
Owners traded in at from two to 
four years with the probable aver- 
age a little over three years. Cars 
built from 1930 onward have proved 
to have a life of 12 years.” 

In 1925 and 1926 combined, auto 
manufacturers sold 7,519,000 cars, 
including export. Fourteen years 


New Commercial Car Registrations, Six Month's Total, 1949-1948 








Brockway 
Chevrolet 
Crosley 
Diamond T 
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DeSOTO-PLYMOUTH USED-CAR CLINIC.—Typical of 


across the country is this 


DeSoto, headed the meeting. 


later the sales, in two good years, 
were actually 
lower, 7,497,000 units total, he 


1940 and 1941, 


said, 


“Population increased 15 percent 


Detroit meeting where dealers 
reconditioning and retailing of used cars. James L. Wichert, Detroit regional manager for 


received 


progresses,” Conkling believes. 


period from lengthening, except 
while the sedan was rapidly replac- 
ing the open car.” 

The analysis states, however, that 
“manufacturers can look hopefully 
towards new markets if they are 
willing to consider new sales prin- 
ciples. The greatest single oppor- 
tunity perhaps, is to convert the 
used-car buyer to a new-car buyer. 
The time is appropriate. Good 
used cars, meaning cars from four 


110 dealer meetings in 43 states | to six years old, will be in critical 
instruction on the| shortage for at least three years. 


“Any method which will accom- 
|plish this may change the whole 


needed fewer new cars. Better cars| used-car policy of the industry. If 
and better roads are apt to further | ™anufacturers apply their genius 


extend the tradein period as time 


to this question, it is believed that 
they could sell 6,000,000 new cars 
a year within five to ten years, 


“Styling has obsoleted cars in the| with benefits to all parties con- 


in this time. Original owners sim-| past, but effective as it has been, | cerned, themselves, the dealers and 
ply kept their cars longer and| styling has not kept the tradein| the owners,” Conkling says. 





























Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
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Willys-Overland 





Miscellaneous 


Mack 
Pontiac 
Reo 
Sania 
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Car, Truck Output Estimates 


By Autom 


otive News 


PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 





Week Week dan, 1 dan. 1 
Ended Same Ended Aug., to to 

Aug. 20, Week, Aug. 13, 1949 Aug. 21, Aug. 20, 

1949 1948 1949* to Date 1948* 1949* 

CHRYSLER .......... 24,091 20,146 28,565 81,759 515,180 673,744 
MEE vcdcaes cies 1,316 3,000 4,001 9,350 75,253 86,584 
Perrier re 887 2,822 2,729 6,363 58,324 66,082 
Sr 8,221 5,314 8,014 24,444 147,989 171,495 
Plymouth 13,667 9,510 13,821 41,602 233,564 349,583 
SRE a ey ck 26,026 18,822 26,180 78,142 369,898 652,318 
Pere rie re 19,888 13,469 19,648 59,479 263,819 507,991 

, <2 scsevdeeeee.s 938 3389 950 2,863 19,390 23,241 
PE kxeeveenness 5,200 4,964 5,582 15,800 86,689 121,086 
GENERAL MOTORS . 52,760 33,845 51,422 154,536 1,009,231 1,416,038 
ee 9,012 5,779 7,953 24,142 176,659 258,269 
ED, csevevveseus 1,751 1,629 1,754 5,257 40,800 56,817 
Chevrolet ........... 27,049 17,080 26,405 80,089 502,168 701,003 
Oldsmobile ......... 6,752 4,274 7,030 20,015 127,393 186,353 
ED, ce sone ayes ssc 8,196 5,133 8,280 25,0383 162,211 213,596 
KAISER-FRAZER 1,781 2,418 1,712 5,222 122,231 49,203 
EE 8. e¥ 0s. sessres 7 1,148 il 74 40,515 6,460 
Eb op osveseudeee 1,774 1,270 1,701 5,148 $1,716 42,743 
CEE tcc cssees 170 851 167 520 21,113 6,757 
DEEN ve hec sucess 2,822 2,592 7,688 82,396 101,814 
eee 1,239 eves 3,026 7,738 86,716 98,106 
PACKARD ............ 3,284 2,184 2,356 9,096 58,698 70,119 
STUDEBAKER ........ 3,898 3,280 3,234 8,939 106,614 129,850 
WUEMMET ev cecsvescars 1,191 407 915 2,974 16,715 22,367 
Total Cars, U. S. ...116,762 81,953 120,169 356,614 2,388,742 3,220,416 


+Station wagons and Jeepsters, *Revised. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 

















Cars and Trucks 


Week Week Jan. 1 Jan. 1 
Ended Same Ended Aug., to to 
Aug. 20, Week, Aug. 13, 1949 Aug. 21, Aug. 20, 
1949 1948 1949* to Date 1948* 1949* 
CHEVROLET ......... 6,249 4,717 6,276 19,508 252,983 269,493 
CREE, 6 vc ceceveces 5 4 5 19 2,047 247 
ACT ee 74 135 92 195 4,558 2,319 
REED. ni scevsucesees 2,621 3,914 2,614 7,694 102,516 103,692 
FEDERAL ........... 47 60 85 96 3,134 984 
DEE: siccdsavteuterens 6,101 6,257 6,048 18,223 218,394 150,791 
MEE. (Soc terbeeeteeeees 1,466 2,107 1,597 4,641 56,370 60,430 
INTERNATIONAL 2,260 951 2,692 7,945 114,871 95,618 
DEES 64.6 oe'0bvdsse000 139 197 128 405 8,581 4,388 
rer Ie T eee V7 36 81 247 8,151 2,376 
STUDEBAKER ........ 1,072 1,574 1,037 3,070 39,784 46,004 
EE ig. 8 000:0500 6008 174 248 168 494 8,164 5,343 
S WUMEMEEED  s ccccccssesee 1,008 2,042 861 2,756 72,002 36,282 
MISCELLANEOUS 412 405 412 1,236 13,728 13,882 
Total Trucks, U. S. . 21,705 25,647 22,046 66,529 905,283 791,849 
Total Cars, Trucks 
i ie sex aeemaeusnes 138,467 107,600 142,215 423,148 3,294,025 4,012,165 
Total Cars, Trucks 
I. oho 00000000. 7,066 4,884 7,212 21,490 154,982 189,457 
Grand Total, 


U. S. and Canada . .145,538 112,484 149,427 444,633 8,449,007 4,201,622 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, Diamond T, etc. 


Senator Renews 
Tax-Cut Plea 
To Aid Business 


WASHINGTON. — An “immedi- 
ate” reduction in taxes to stimu- 
late business was called for again 
last week by U. S. Sen. Walter F. 
George. The senator offered a plan 
for a “constantly expanding econ- 
omy” in a radio interview. 

He proposed a six-point reduc- 
tion program, including special tax 
deductions for earned income divi- 
dends, “creative talent” groups and 
long-term research; new tax rules 
for businessmen who are paying 
off mortgages on equipment, and 
elimination or reductions of war- 
time excise rates. 

Calling present tax structures a 
major obstacle to economic expan- 
sion, the senator said immediate 
reductions are necessary. 

“The substantial reduction of ex- 
cise taxes or preferably the elim- 
ination of all war-time excises is 
imperative,” he declared. 

He said taxes levied on commu- 


|nications, transportation, so-called 
luxury goods and other consumer 
items, hurt profits and push prices 
| too high. 

A committee headed by Sen. 
George has already approved sub- 
stantial cuts in wartime excises, 
|'but Democratic leaders in both 
houses have refused to act. 


Buick Dealer Gets 


Notice of Ouster 


JACKSONVILLE, Fla. — J. C. 
Carter, long-time Buick dealer here 
who recently paid a $20,000 fine for 
federal income-tax evasion, re- 
portedly has been notified that he 
will be replaced by another dealer. 

Meanwhile, Carter continues to 
direct his dealership pending ap- 
pointment of a man to relieve him. 
The factory is said to be having a 
difficult time finding a man with 
the necessary capital to finance the 
deal. Those who have qualified 
|from the money angle are said to 
|have lacked the required automo- 
'tive background. 
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day had possibilities of extending 
into this week, there seemed every 
chance the U. S. plants would still 
account for the greatest month’s 
production of cars and trucks in 
history during August. 

+ ” 


As OF last week, so far in August 
the production of 356,614 cars 
and 66,529 trucks—total of 423,143— 
had been accounted for. 

Without Chrysler division, De- 
Soto and Nash in this week’s pro- 
duction lineup the industry overall 
output rate will still be close to 
23,500 cars and 4,500 trucks daily. 


Thus, barring labor strife in 
other quarters U. S. plants should 
easily end August having built 
543,000 cars and not less than 
102,000 trucks for an alltime high 
accounting of 645,000 vehicles, 


The mark U. S. plants are shoot- 
ing for was hit in April, 1929, when 
537,564 cars and 84,346 trucks rolled 
from assembly lines in this country 
for a grand total of 621,910 units. 

As 1949’s_ production picture 
shaped up last week every pas- 
senger car producer in the industry, 
except Kaiser-Frazer and Crosley, 
was far ahead of 1948 pace. 

o ” 7 


CCORDING to makers, the in- 
creases were as follows: 
Chrysler Corp.: Output so far in 





Obituaries 


R. E. Hammond, 53, 
GM Comptroller 


DETROIT. — Roy E. Hammond, 
53, comptroller of General Motors, 
died here Aug. 16 following a 
heart attack at 
his home. 

Mr. Hammond 
worked up 
through the cor- 
poration’s ranks, 
joining Oakland 
Motor Car Co.,, 
now Pontiac Mo- 
tor division, as a 
receiving clerk in 
1919. He later 
went to the ac- 
counting depart- 
ment, and moved to the comptrol- 
ler’s staff from there. 

* * + 


C. A. Winetrout jr. 
MEDFORD, Ore.—C. A. (Art) Wine- 
trout jr., 30, general manager of Crater 
Lake Motors (Ford), died in a Portland 
(Ore.) hospital of polio. 
* * 


Charles Thompson 

COBLESKILL, N. Y.—Charles Thomp- 
son, 43, car dealer, was killed Aug. 9 
when an auto he was helping unload from 
a freight car fell on him. Police Chief 
Patrick O'Neil said the auto was sus- 
pended from a hoist. He could not explain 
what caused it to fall. 

* * * 


V. Blaine Asher 
SPENCER, Ia.—V. Blaine Asher, former 
Dodge dealer, died here Aug. 8. 
* * * 


William H. Strohm 
BUFFALO. — William H. Strohm, 84, 
pioneer automobile designer and mechanic, 
died Aug. 12. About 1900, Mr. Strohm 
designed and built an automobile that 
would travel nearly 35 miles an hour. He 
helped produce the first sleeve-valve engine 
for Willys-Overland before World War I. 
* * * 


Harold Julius Stevenson 
RICHMOND, Calif.—Harold Julius Stev- 
enson, 44, died here July 27 after a short 
illness. He owned Stevenson Nash Co. in 
nearby Martinez, 


” * a 
Dave Marler 


OAKDALE, La. — Dave Marler, 59, a 
partner in Oakdale Motors Co., died July 











31 as a result of injuries suffered when his 
car crashed into an Army truck at nearby 
Forest Hill, 


+ * * 


R, B. Robertson 

TOLEDO.—One of the auto industry’s 
earliest and best known salesmen died here 
last week, a veteran of 38 years in the | 
automotive selling field. Robert B. Robert- 
son, 64, began his career in 1904 with the | 
Cadillac factory in Detroit and left the 
automotive field in 1942 when the war cut 
off auto production. In 25 years as a sales- 
man, before he became a sales manager, 
Mr. Robertson sold 864 cars for a total | 
his records showed, 
* * * 


Leo Edwin Levey 
TORONTO.—Leo Edwin Levey, 60, gen- | 
eral sales manager here for Dunlop Tire 
and Rubber Goods Co., Ltd., died Aug. 10 
at Orillia, Ont., after a short illness, He 
had been with the company since 1911, | 
and was for many years sales manager of | 
its automotive tire and accessories division, | 
In 1947 he was appointed general sales 
manager, He was born at Schenectady, 
ie A 


| 
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| the Twin Cities and the Iowa bor- 


| now operating various routes with- 


‘Despite Week’s Decline... 


49 Output Tops 4 Million 





1949, 673,744 cars, or 158,614 more 

than in the same period of 1948. 
Ford Motor Co.: 652,318 cars, up 

282,420 units over 1948 pace. 
General Motors: 1,416,038 cars, or 


Soapbox 


(Continued from Page 2) 
championship trophy, a special ring 
and the Helms foundation medal. 

The quality of all the cars, ac- 
cording to inspectors, was high, 
and there was hardly a racer 
that did not sport some unusual 
feature, or some novel design. 

The race was preceded by a half- 
hour parade featuring more than 
a score of bands and a total of 35 
marching units floats and celebri- 
ties. 

Jimmy Stewart, screen star, was 
grand marshal, and Gov. Frank 
Lausche, Jimmy Doolittle and 
others rode in special cars. Five 
former World Derby champions 
were honored in the parade as was 


a visiting derby winner from 
Germany. 
General Motors officialdom at 


the Derby was represented by Al- 
bert Bradley, executive vice-presi- 
dent; T. H. Keating, general man- 
ager of Chevrolet, and W. E. Fish, 


general sales manager of Chev- 
rolet. 
Guests and speakers at the 


banquet included Frank Lausche 
of Ohio; Mayor Charles E. Slus- 
ser of Akron; Screen Star Jimmy 
Stewart; James H. Doolittle, for- 
mer wartime flier and Shell Oil 
Co. vice-president, and Wilbur 
Shaw, president of the Indian- 
apolis Motor Speedway, who ref- 
ereed the race. 

Approximately 75 Chevrolet deal- 
ers and their wives were at the 
race. They were entertained the 
preceding evening at a Chevrolet 
reception and dinner, attended by 
Keating and Fish. 

A highlight of the affair was the 
visit of a German boy who had 
won a race similar to the Soap 
Box Derby in Germany. His trip 
was sponsored by Adam Opel, a 
German subsidiary of General Mo- 
tors, and the Army as a reward 
for victory. In the German derby 
race, approximately 10,000 German 
boys in 36 German communities 
had taken part. 


Maniacs’ Visitor 
Steam-Car Maker to Drive 


To Detroit Parley 


DETROIT. — Robert E. Ostwald, 
builder of custom-made steam cars 
with modern body design, will drive 
one of the autos from his home in 
Staten Island, N. Y. to attend the 
Auto Maniacs of America conven- 
tion, Sept. 10, in the Barlum hotel, 
Detroit. 

This stunt will be without paral- 
lel since the heyday of the Stanley 
Steamer, Ostwald believes. He 
hopes it will begin a steam-car 
movement, since he plans to build 
more on a custom basis, to be 
called the Eastwood Custom. 

The convention will celebrate the 
first anniversary of the group and 
a queen will be selected to reign 
over the event. 

Members will exhibit their collec- 
tions of everything from cars to 
catalogs to bearings. The society’s 
offices are at 2323 Dime Blidg., 
Detroit. 





Railroad Denied Permit 


To Transport by Truck 

ST. PAUL.—Minnesota’s supreme 
court has ruled out a permit grant- 
ed Rock Island Motor Transit Co. 
to transport merchandise between 


der, holding that the state railroad 
and warehouse commission exceed- 
ed its powers in approving a cer- 
tificate of public convenience and | 
necessity for the company, a sub- | 
sidiary of the Chicago, Rock Island 
and Pacific railway. 

Murphy Motor Freight Lines, 


in the state, objected because it 
serves the same route for which 
the Rock Island permit had been 
granted. The commission, in grant- 
ing the permit, restricted opera- 
tions of the transit company to 
transportation of property received 
by the railway from or between) 
the points on the route. 





| COMPLETE 








406,807 more than 

period last year. 
Hudson: 101,814, up 19,418, 
Nash: 98,106, up 11,390. 
Packard: 70,119, up 11,421, 
Studebaker: 129,850, up 23,236. 
Willys: 22,367, up 5,652. 

Crosley has built 14,356 fewer 
cars than at the same point in 
1948, while Kaiser-Frazer output is 
off 73,018 vehicles, 

Whatever the individual rates of 
performance, the steel industry last 
week hoped that there would not 
soon be any overall decline in auto- 
motive output. 

Steel ingot output advanced last 
week for the third time in a row, 
and there was little doubt that 
automotive plants were the main 
supporting factor, 

* * 


in the same 


. poy men admitted frankly that 
auto plants were playing the 
biggest and main role in the cur- 
rent buying of their products. 
Orders for flat-rolled steel, both 
hot and cold rolled sheets, were 
reported on the increase. These are 
the types used in cars. 

However, some steel observers 
speculated that increased orders 
for steel over the level of a month 
ago might in some measure be 
accounted for by steel-strike fears. 

But even these sources ad- 
mitted that strike fears couldn’t 
be the whole story. They recalled 
that just a year ago many steel 
users opened their plants after 
vacations and found they had 
more business than expected and 
less steel than they had thought 
would be adequate. 

Added confirmation that the cur- 
rent demand for steel in industries 
other than automotive might not be 
just a passing trend was the action 
of the scrap market. 

Scrap prices rose slightly at 
nearly all points, although nowhere 
were they close to postwar peaks. 


AUTO BOOKS 


That Should Be in Every 
Dealer’s Library 


These books should be in the library 
of every franchised dealer—available 
to his mechanics and salesmen—the 
knowledge they contain will be valu- 
able when the ‘chips are down’’ and 
real competition arrives. 
AUTOMOTIVE FUNDAMENTALS. By 
Irving Frazee and Earl L. Bedell, Cover- 
ing the entire field of automotive main- 
tenance and operation. $4.90 postpaid. 


THE LAST BILLIONAIRE — HENRY 
FORD. By William C, Richards, ‘‘An in- 
formal portrait of an industrial genius who 
was also a most unpredictable human be- 
ing.’’ $3.75 postpaid. 

KNUDSEN, A BIOGRAPHY. By Norman 
Beasley. 397 pages, cloth bound. $3.75 
postpaid. 

AUTOMOTIVE MECHANICS. Wm. E. 
Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics, Cloth binding. $5.00 postpaid. 
DEALER BUSINESS COUNSEL, Business 
guidance for automobile dealers. By J. B. 
Van Tassel, Dealer Business Consultant. 
Three books—Book No, 1, $2.00. Books 
2 and 3, $3.00 each postpaid. 

DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid, 

FABULOUS HOOSIER, By Jane Fisher. 
A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid. 
FASTEST ON EARTH, By Capt. George 
Eyston, Complete history of every land 
speed record from 1898 to the present. 
Paper-bound, $2; cloth-bound, $3. 

FLOYD CLYMER’S MOTOR SCRAP- 
BOOKS, Order Edition No. 1, 2, 3 or 4 in 
paper cover, $1.50 each, Deluxe cloth- 
bound, $2.50. Steam-car edition, $2 or 
cloth-bound, $3 postpaid. 

HENRY FORD—HIS LIFE, HIS WORK, 
HIS GENIUS. By Wm. A. Simonds. Re- 
printed by Floyd Clymer. Deluxe edition, 
$4 postpaid. 


INDIANAPOLIS RACE HISTORY — 1909 








TO 1946. 852 pages, 1,000 illustrations. 
Deluxe edition, $5 postpaid. Paper-bound, 
$3.50. 


MOTOR MEMORIES. A saga of whirling 
gears by Eugene W. Lewis. $3.50 post- 
paid, 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF KAISER-FRAZER CARS. 
Deluxe edition, $2.50 each. Paper-bound, 
$1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR STUDEBAKER 
CARS. Deluxe edition, §2.50 each. Paper- 
bound, $1.50 postpaid, 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR MERCURY 
CARS. Deluxe edition, $2.50 each, Paper- 
bound, $1.50 postpaid, 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF 1949 FORD CARS, §1.50 
postpaid, 








1948 INDIANAPOLIS 500- 
RACE SUPPLEMENT, By Floyd 
$1.50 postpaid. 
BOOK DEPARTMENT 
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Wage-Hour Bill Faces 
Fight in Senate 
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that many of these will 
out of the bill before 
the President. 

> 


it goes to 


* * 


NE OF the biggest groups ex- 
cluded under the Lucas Dill 
would be dropped by a shift in 
definitions. The measure says that 


only workers “indispensable” to the | 


production of interstate commerce 
would be covered. 

Labor department experts have 
calculated that this shift of defini- 
tion would rule out about 750,000 
workers. 


Under the existing law all work- | 
are 


ers regarded as “necessary” 
covered. 

Workers in this category, who 
would not qualify as “indispens- 
able,” are factory canteen work- 
ers, typewriter repairmen, plant 
guards, window cleaners, sweep- 
ers and similar workers. Others 
to be dropped from coverage in- 
clude about 225,000 in the retail 
or service trades; 130,000 loggers; 
15,000 irrigation workers, and 
10,000 employes of small news- 
papers. : 
A local retail establishment is 
defined as one doing half of its 
business within the state where it 


Gas-Tax Increase 


Hurts Road Fund 


In New Mexico 


SANTA FE, N. M.—New Mexico 
faces the prospect of less, rather 
than more money for highway con- 
struction, despite the fact that its 
1949 state legislature enacted a 
two-cent increase in the gasoline 
tax rate. 

The first month’s collection of the 
state’s new 7-cent gasoline tax 
produced $660,000 for the state road 
fund, which was only $19,000 more 
than the June collections for the 
road fund without the two-cent 
increase. 

A total of $1,000,000 was yielded 
by the increased tax during July, 
the initial month under the higher 
rate, but it was whittled down as 
follows: 

All the two-cent increase, total- 
ing $296,797.79, went into an un- 
touchable fund for debt retirement. 
Refunds to non-highway users of 
gasoline amounted to $65,000 for 
the month, while 3 percent of the 
total collections, or $31,000, was set 
aside to meet administrative costs 
of the bureau of revenue, This left 
$660,000 for the road fund. 

This breakdown, it was pointed 
out, shows that the increased tax 
will not make any more money 
available for road building, Since 
there is to be no more borrowing 
for New Mexico road construction, 
it was noted, there will probably be 
less money for roads than in recent 
years when the state was borrow- 
ing $3,000,000 for every $2,000,000 it 
paid back, 

It was predicted, however, that 
the increased tax should build up 
enough to pay off the existing $28,- 
000,000 highway debt (principal and 
interest) in eight or 10 years, after 
which the state’s highway financing 
problems will be eased. 


Blames Accidents 


On Dull Highways 


NEW YORK.—Monotonous roads 
may throw a driver into a trance 
which can lead to accidents, 
fith W. Williams, Ph. D., 
chologist who studies motoring, will 
report in the Aug. 26 issue of 
Parade magazine. 

Modern roads, 


says the doctor, 


with their straight and flat sur- | 
stop- | 
lights or intersections, are very apt | 
to induce hypnosis, On superhigh- | 


faces, without billboards, 


ways there is only mile after mile 
of endless monotony, he laments. 
In the same issue of the maga- 
zine is a report on how the Rev. 
Norman L. Hammar conducts re- 


ligious services at a drive-in church | 
in North Hollywood, Calif. The | 


pastor explains that the idea was 
put in force to offset a 40 percent 
attendance slump. 


be dropped | 





Grif- | 
a psy-| 








| 
is situated, provided three-fourths | 
of its sales are not for resale, but | 
are recognized as retail in the busi- | 


ness or industry. 
* * + 


RINCIPLE features of the meas- | 

ure as it went to the Senate 

were: 

1. The minimum wage would be | 
raised from 40 to 75 cents an hour. | 

2. The present 40-hour week 

would be retained, but work be-| 
yond that period would have to be 
paid for at 1% times the regular 
rate. | 
3. Oppressive child labor would 
be forbidden. 

4. Overtime on overtime would 
be forbidden. Under this provi- 
sion employers, in computing 
what constitutes the “regular 
hourly rate” for purposes of de- 
termining what overtime to pay, 
would be allowed to exclude va- 
cation pay, profit-sharing divi- 
dends, discount bonuses, premium 
pay for work on holidays or out- 
side regular hours and insurance 
payments. 

5. Included in the list of workers 
who are excluded from operation 
of the minimum wage law are 
“outside salesmen,” executive, ad- 
ministrative and professional and 
local retailing employes; workers 
in local laundries; workers in local 
retail establishments that manufac- 
ture their own commodities; agri- 

cultural employes; fishermen and 
fish cannery workers; employes of 
newspapers with less than 5,000 cir- 
culation; employes of street rail- 
ways or motor buses; agricultural 
processing workers; taxicab driv- 
ers and switchboard operators of 
exchanges with less than 500 sta- 
tions. 





* * * 
yeas. experts in the De- 
partment of Labor have esti- 
mated that some 1,300,000 workers 
who now receive less than 75 cents 
an hour would benefit from the bill. 

But they also estimate that some 
1,160,000 now covered by the mini- 
mum-wage law would be taken 
from the coverage under terms of 
the House bill. New coverage would 
be given to about 155,000, making 
a new loss of 1,050,000. 

The measure contains a ban on 
child labor and states that employ- 
ers violating its provisions would 
be subject to a maximum penalty 
of $10,000 fine and six months’ im- 
prisonment. 


Touchton Heads 


Renault Sales 


NEW YORK.—James C. Touch- 
ton has been appointed national 
sales manager 
for Renault auto- 
mobiles, it is an- 
nounced by Pierre 
Pery, general 
manager of Re- 
nault Selling 
Branch. 

Touchton, a na- 
tive of Jackson- 
ville, Fla. was 
formerly eastern 


J. C, Touchton district sales 


manager for Renault. 


Classified Want Ads 


Kindly pilatiialie 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 


HELP Ww ANTED © 


SALES MANAGER WANTED 


Nationally-known automotive equipment man- 
ufacturer wants experienced man to take 
charge of sales for a division with 2,000 job- 
bers and 30 field men. Position permanent. 
Travel necessary. Salary open. All replies 
will be held in strict confidence. All mem- | 
bers of our organization know of this open- | 
ing. Box 3345, c/o Automotive News, De- 
troit 26 





[CLASSIFIED WANT AD DEPARTMENT 


estimated 9 reader 
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Position Wanted 


Count initials and groups 


ML ATT: Lal te ee od 


as replies ore f 


WANT AD DEPT 


HELP WANTED 
SUPERVISOR for 
and service department 
ment. Largest manufacturer in its field 
is seeking the right man to fill a posi- 
tion of promise, reporting to the director 
of sales, covering activities of mid- 
western region between Rockies and 
Mississippi River. Candidate will be asked 
to take up residence at centrally located 
city in territory. Must be over 32 and 
less than 42 with at least ten years’ 
experience in automotive after market 
product sales, part of which should be 
equipment sales. Availability required 
October first. Salary in proportion to 
capacity and experience. In replying give 
education, personal details and experi- 


SALES automotive 


garage 


ence with anticipated compensation de- | 


Lucky candidates will be inter- 
viewed personally early September, Box 
3340, c/o Automotive News, Detroit 26. 


SERVICE MANAGER—Top notch man be- 
tween 35 and 45, with a successful serv- 
ice managerial background, capable of 
handling an organization with annual 
$100,000 in service labor, wanted by 
well-established Studebaker dealer in 
Florida city of 250,000 population. A 
grand place to live and rear family. 
Good salary and bonus plan for the 
right man, Write full description of 
qualifications. Replies confidential. Box 
3296, c/o Automotive News, Detroit 26. 

SALES REPRESENTATIVE for new 
“Big 3’’ truck center on main east-west 
highway. Most complete sales and service 
facilities in state. Desire man with sev- 
eral years’ experience, between ages of 
28 to 40, Good salary plus share of 
profits. Box 3320, c/o Automotive News, 
Detroit 26. 


FORD TRUCK “SALES MANAGER 
WANTED by expanding Central Ohio 
dealer. Must be 40 years or younger and 
capable of supervising a sales crew to 
sell 400 to 500 trucks per year. Send 
photo, experience and references to Box 
3349, c/o Automotive News, Detroit 26. 


OFFICE MANAGER, Small dealer Oldsmo- 
bile-Chevrolet, Southern Florida. Desire 
semi-retired or settled person for perma- 
nent residence. Reply Box 3350, c/o 
Automotive News, Detroit 26. 


WANTED. Truck division sales manager 
for large automobile dealer in Philadel- 
phia area. Do not apply unless your 
claims are backed by current perform- 
ances in this field. State age, experience 
and send non-returnable photograph, Box 
3351, c/o Automotive _News, Detroit 26. 


PARTS MANAGER — large metropolitan 
New York Ford agency, Excellent op- 
portunity and assured future for mature 
responsible merchant, Send complete 
history with recent photograph. Box 3352, 
c/o Automotive News, Detroit 26. 


USED CAR 
MANAGER 


We are looking for a used car mer- 
chandising manager who seeks a real 
opportunity and will not shirk the 
challenge of hard work. He should 
be a relatively young man on the 
way up who has the initiative and 
ability to devise and execute na- 
tional used car merchandising plans. 
He should be a good speaker, an 
instinctive organizer and a_ hard 
worker. In exchange for these quali- 
ties, we offer him an unlimited op- 
portunity in both the used car and 
general sales field. 


sired 





Box 3346 
c/o Automotive News 
Detroit 26 


POSITION WANTED 

To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/, cents per word for one 
insertion or two insertions of the same 
copy at 12'/2 cents per word. Cash in 
advance. 


SALES-GENERAL MANAGER: Two years 
current general manager large distributor 
operation, Prewar sales management for 
Chevrolet 850 cars Ten years with 
Chrysler and General Motors dealer pro- 
motion work, Can figure budgets, make 
market analysis, organize, get action and 
get along. College man, 49, Protestant. 
Make investment if desired. Box 3315, 
c/o Automotive News, Detroit 26. 

I WANT TO LOCATE PERMANENTLY 
in Florida, (prefer West Coast) as man- 
ager for a dealer (Dodge, Chrysler, De- 
Soto preferred). Management experience, 
20 years service and parts. Ten years 
new and used car sales. Married, family, 
best of reference. Box 3342, c/o Auto- 
motive News, Detroit 26. 


REGIONAL OR BRANCH MANAGER. 
Twenty-five years’ experience in truck 
field. Eighteen years with one factory as 
regional and branch manager. Excellent 
references. Married, own my home. Pre- 
fer eastern territory. Box 3355, c/o 
Automotive News, Detroit 26. 
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add One 


NEWS, PENOBSCOT 


POSITION WANTED 
GENERAL MAN 
eral Motors or Chrysler dealer in 
Angeles area. Interested only in 
stantial dealership, operable in 
times. My twenty years’ experience 
achievement in normal and subnormal 
markets, will prove of mutual benefit. 
Financial investment is offered to 
stantiate any claim, Have 
and developed two of New York City’s 
largest and finest dealerships in the 
past ten years, All details will be handled 
in confidence by mail. Box 3333, 
Automotive News, Detroit 26. 


GENERAL MANAGER or SALES MAN- 
AGER. 18 years’ experience in dealership 
operation, Pre-war ‘‘Big Three’’ experi- 
ence as used car manager and assistant 
sales manager. Can hire, train and 
supervise salesmen, Former used car 
dealer. Experienced in appraising, recon- 
ditioning, advertising and present market 
prices, Want salary and profit participa- 
tion, Box 3353, c/o Automotive News, 
Detroit 26 


WANTED- -A “GOOD SALES JOB. Have 
successful record in advertising and sales, 
Thoroughly acquainted with automotive, 
tire, implement, electrical appliance, 
home heating and general accounts 
throughout the Midwest. Have sold in- 
tangibles and hard-to-sell products, Best 
of personal and financial references. 
Want permanent position with salary or 
draw, Write or wire and will see at your 
convenience. Box 3302, c/o Automotive 
__News, Detroit 26. 


SALES MANAGER OR GENERAL MAN- 
AGER, automobile dealership, Formerly 
connected with Chevrolet division zone 
organization, Other experience includes 
GMAC and sales manager large automo- 
bile dealership. Aggressive executive, ex- 
cellent personal and business reputation. 
Age 45, married, Prefer south or middle 
west. Box 3354, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED. Am interested in 
position as general manager, part owner 
or owner. Not objectionable to location 
or make. 15 years’ factory and dealer 
experience. Now assistant general man- 
ager of one of ‘‘Big 3’s’’ five largest 
deals, College graduate, age 39, excellent 
health. Box 3341, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 
GMC DEALERSHIP WANTED in Great 
Lakes region or midwest. 150 to 350 car 
deal preferred. Have ample funds and 
can qualify with factory. All replies held 
in strict confidence. Box 3356, c/o Auto- 
motive News, Detroit 26. 


GM DEALERSHIP WANTED 


AGER available for Gen- 


sub- 





in general 
midwest area, 150 cars up. Can qualify 
with all GM divisions, Replies strictly 
confidential, Write Box 3357, c/o Auto- 
motive News, Detroit 26. 

DEALER EXECUTIVE, volume operator, 
age 37, good organizer with successful 
buyers’ market record managing large 
General Motors dealership, Will pay cash 
for dealership or buy part interest. Ex- 
cellent references and tactory approval 
assured. Please reply in confidence, Box 
3358, ¢/o Automotive News, Detroit 26. 


WILL PURCHASE, whole or part of “Big 
Three’’ dealership, or will consider man- 
aging dealership. Twenty years’ experi- 
ence as successful dealer. Can qualify 
with factory. Location eastern U. S. 
preferred. Replies held in strict confi- 
dence. Box 3359, c/o Automotive News, 
Detroit 26. 

CHEVROLET-PONTIAC, 100 to 200 car 
deal preferred. Can qualify with factory. 
Your reply strictly confidential, Box 3343, 
c/u Automotive News, Detroit 26. 


Chrysler dealership. Will pay 
cash for actual value. All correspondence 
will be answered and held strictly confi- 
dential. Box 3344, c/o Automotive News, 
Detroit 26. 


DEALERSHIP AVAILABLE 


CHOICE DEAL OF THE BIG THREE, 
‘no trucks.’*’ Community of over 100 
thousand in western Pa, 400 car con- 
tract. Over $30,000 net to July 1. In- 
ventory and equipment at cost. Any 
length lease on building you _ desire. 
Owner has been in business over 30 
years. Held present contract over 20 
years. Buyer should have $80,000 and 
be able to qualify with factory. Box 
3334, c/ o Automotive _News, Detroit 26. 


NEW CAR DEALERSHIP -~Now handling 
leading independent in large Pennsylvania 
city. Modern building and adjoining used 
car lot with excellent lease. Gross sales, 
$400,000 first seven months of 1949. 
Parts inventory at cost; equipment, fur- 
niture and fixtures at cost, less deprecia- 
tion—total, approximately $20,000. Deal- 
ership has fine record of sales and profits 
and excellent personnel, Present owner 
buying into larger deal in west. Box 3360, 

/o Automotive News, Detroit 26. 


CALIFORNIA DEALERSHIP. Old line car 
in city of 50,000, 35 miles southeast of 
Los Angeles. Very rich area, an excellent 
place to live. I will lease beautiful new 
building at 6% net on investment. $35,- 
000 will handle inventory. Your op- 
portunity to step into a good going busi- 
ness with the most modern and complete 
setup in California, Photos upon request. 
Box 3336, c/o Automotive News, 
troit 26. 


NEW CAR DEALERSHIP. Greater Chicago 
area, City population 50,000, Metropoli- 
tan and farm trade. 160 car Hudson con- 
tract. Excellent garage building with 
used car lot adjoining. Desirable lease 
and low overhead. All replies confidential. 
Box 3335, c/o Automotive News, De- 
troit 26. 
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DEALERSHIP AVAILABLE — 


FORD. Now have 60-car franchise South- 
ern Oklahoma town of 3,000 people, 
county seat town, doing quarter million 
gross per year. Stock sold on inventory 
basis, approximately $11,000, equipment 
at approximately $10,000, Large rich 
rural area, crops best in state, 75 new 
units delivered this year, plus large used 
volume. Factory approval required. Will 
sell building on long terms or lease same 
way. Box 3361, c/o Automotive News, 
Detroit 26. 


WISCONSIN GARAGES 

GARAGE, now sells Chrysler-Plymouth, 
$63,000, near Milwaukee. 

GARAGE, selling Fords, Western part, gross- 

GARAGE, 
1948. 


nets 


,000. 
selling Chevrolets, sold 100 in 


EDWARD IHLENFELDT 
Milwaukee 8, Wis. 
Hopkins 2-6150 


3314 Lisbon 


BU SINESS OPPORTU! NIT ITIES — 


OLD ESTABLISHED, eastern Washington 
state, small city auto business, modern 
25,000 foot building and equipment would 
cost $250,000 to replace—full price $160,- 
000, Stock at inventory. Sales for six 
months 1949 are $278,000—profit $27,000. 
Owners wish to devote time to other 
interests. Want cash. All correspondence 
confidential. If financially able to handle 
write Box 3337, c/o Automotive News, 
Detroit 26. 

TRUCKS-TRACTOR-FARM 
Top line franchise; 
Indiana city 15,000; 
building 60x104; 


EQUIPMENT. 
doing good business; 
no competition; tile 
modern equipped; $25,- 
000 stock; priced for quick sale. Apple 
Company, Brokers, Cleveland, Ohio, 


FULLY EQUIPPED GARAGE including 
four room apartment, body shop, 5,000 
square feet on lot 500’ x 125’—100 used 
cars; ample room for establishment of 
used parts business if desired; nearest 
large lot 30 miles distant. Because of 
ill health will sacrifice at $50,000. Terms. 
Joseph A. D'Esopo, 119 Mechanic Street, 
Lebanon, N. H, 


PARTNER for new radio and television 
station. Will net $75,000 up per year. 
Box 3362, c/o Automotive News, De- 
troit 26. 

FARM IMPLEMENT BUSINESS for sale. 
Owing to other business interests, offer- 
ing well established farm implement 
store for sale. Located in one of Indi- 
ana’s best farming communities, Netted 
$20,000 in 1948, High class line of im- 
plements and popular truck franchise. 
Will need approximately $25,000 to pur- 
chase. Box 3363, c/o Automotive News, 
Detroit 26. 


DEALER ‘SERVICES 


INVENTORY SPECIALISTS: Parts and 
accessories inventories taken accurately, 
economically and quickly in Michigan, 
Il.inois, Indiana, Ohio. Pennsylvania and 
New York. Automobile Dealers Inven- 
tory Service, 4690 Newport, Detroit 15, 
Mich. Phone VAlley 2-9377. 

















NEW CARS WANTED 


WANTED 


23rd. Series Golden 
Anniversary Packards 


MUST BE NEW 





Will pay factory invoice plus 
freight and handling charges. 


Write, Phone or Wire 


Voigt Packard Company 


La Crosse, Wisconsin 


WANTED 


NEW 1949 CARS 
ALL MAKES 


Phone or Wire 


ANDERSON AUTO CO. 


PEORIA, ILL. 
USED CARS WANTED 


WILL BUY NEW OR USED AUTOMOBILES 
Will Buy One or Your Entire Stock 


Jess Hunter Motor Company 
llth and Santa Fe 
PUEBLO, COLORADO 
Phone 6237 


WANTED 


EX TAXI CABS AND FLEET CARS 
5 Passengers only, in good condition 


Forward information to 


Duke Motors, Inc. 


458 Tenth Ave. Longacre 3-3822 
New York 18, N. Y. 





USED CARS FOR SALE 
- 
ATTENTION DEALERSIII 


PACKARD CLIPPER 6-CYL. 
4-DOOR SEDANS, for only 


Also...AT GREATLY REDUCED PRICES 


1947 CHEVROLET - FORO - PLYMOUTH 
4 DOOR SEDANS 


Excellent Bodies Good Motors 


All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 
THE R. A. COMPANY 


036 CHESTNUT ST. * PHILA., PENNA 
SHerwood 7-1700 — Morris Freedman 


-f 
? 
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USED CARS FOR SALE 


—AUTO— 
AUCTION 


—Af— 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 


DANVILLE, PENNA. 





Gerpats SOU) — Herter Cite EVERY WEDNESDAY 


You will always find real action at || 
both these auctions. 


R. D. WEST, Prop. 


Jos. E. Johnson Tex Rickard 
Auctioneers 


| Meet Your Friends at the 
NATION'S CAPITAL 


AUTO AUCTION 


SALE EVERY FRIDAY 

12:00 NOON 

“The Largest Sale in the Washington, 
Area. Call Us for Hotel Reservations. 

Phone SLigo 8200-8201-8202-8203 | 


z 
4 
* 
$ 
: 


D. C. 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
| Vy Mile East of Iilinois State Line 
| 
| 


Owned and Operated by 


COLIE MOTOR AND TRAILER CO. 
Auctioneer 


Silver Spring, Md. 


On Route 30 
EVERY FRIDAY... 
175-Car Average 
Year's Percentage Sold Above 63% 

Deolers Buy - - - Dealers Sell 

GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 
Dyer Auto Auction 

Phone 4111-4051 DYER, IND. 


Res.: Lansing, Ill. 730 and 
Lansing, 11. 1078 


Red Mendenhall, 


: 
; 

: 1 AM 
| 00 Georgia Ave. 


LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 


ATTENTION DEALERS 


WE WHOLESALE ALL 
MAKES AND MODELS 


CALL, WRITE OR WIRE 


Joe Szopinski 
Used Car Manager 


Connell Cadillac Co. 


Michigan's Largest Independent 
Cadillac Dealer 


Dick Connell Chevrolet 
Wayne County's Oldest Chevrolet Dealer 


12330 Jos. Cam 
Detroit 12, Mich. Tel: 


MANHEIM AUTO SALES 
& AUCTION, INC. 


Phone 202-W4 





Philadelphia's 
DEALER AUCTION 
EVERY TUESDAY ... 11 A.M. 


Harry D. Gilbert 


Autemobile Auctioneers 
6600 N. Broad St. Phila., Pa. 


pau 
TWinbrook 10603 


KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 


Col. R. V. Martin, Auctioneer 
915 N. Illinois St. Phone Lincoln 5383 


& 
PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 
* 


Tel. Livingstone 8-3000 


USED CARS FOR SALE 


AUTO AUCTION 


TIM ANSPACH 


Albany, N. Y 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A 


AUTO AUCTION. Every Wednesday, 1 
P.M. D.S.T. Dealers only, Ohio Valley 
Auto Auction, West 8th St., East Liver- 
pool, Ohio, Phone 6396. Plenty of buyers 
and sellers. Weekly prices mailed on 
request 

TRUCKS FOR SALE 

ONE—new 1948 Chevrolet forward control 
medium duty % ton chassis. Tires—five 
15” 6 ply. Model No, 3742 with a Boyer- 
town body model No. M9. Price $2,100. 
Midtown Chevrolet Co., Marion, Ohio, 
Phone 2282, 

LATEST MODEL Holmes heavy duty 
wrecker, complete with body mounted on 
1948 2 ton Studebaker. Two speed axle. 
Used very little. Guaranteed perfect. 
Henry Curtright, Paris, Mo. 


ATTENTION 
SOUTHERN TRUCK DEALERS 


New Chevrolet and Ford 1948 models; 


| chassis and standard cabs; have not been 
| titled, in perfect condition. $150 less than 
| current dealer cost; 


two ton, two speed, 
8:25 duals. 
Box 3347 
c/o Automotive News 
Detroit 26 


BIG SAVINGS 


on new pick-up, panels, chassis and 
cab. All makes and models. 


Susk Motor Company 


6647 S. Western Avenue 
Chicago, Illinois 


TRUCKS 
WHOLESALE 


Tremendous Discounts on Some Models. 
Large Selections 


Roosevelt Motors, Inc. 
4156 W. ROOSEVELT ROAD 
CHICAGO, ILLINOIS 
Established 25 Years 
Wire or Phone Sacramento 2-7850 





BUSES FOR SALE 
NEW SUPERIOR 48 passenger on new 
Dodge 1% ton chassis. Michigan regula- 
tions. Zeder Motor Sales, Bay City, 
Michigan, 

NEW 1949 CHEVROLET 4502 school bus, 
Wayne 30-36 passenger body. Kansas 
equipped. Reusch Motor Co., Valley 
Falls, Kansas. 

NEW DODGE W4J59S chassis, Hicks all- 
steel 66 passenger body. Closeout price 











| CHICAGO'S LARGEST AND BEST 


Auto Auction Every Thursday 


12:00 NOON. — RAIN OR SHINE. 


In the Heart of Chicago 
BRING OR SEND CARS AS EARLY AS MONDAY 


PLENTY SPACE — INDOOR ARENA 


Plenty of Cars and Buyers 
Get Lucky — Bring Titles — Take Home Cash 


Call Early and Reserve Numbers 


5353 AUTO AUCTION 


5353 So. Halsted St. 
Phone: Livingston 8-8400 


Chicago, Ill. 


Auctioneer: John Corrigan 


DEALERS ONLY 


AUTO AUCTION EVERY TUESDAY 


IN THE HEART OF THE NATION - - - FORT WAYNE, IND. 


11:30A M Bring your cars or send them Monday, Monday Nite 
‘ ° ° 


or Tuesday A.M. Our guarantee: You must be satisfied. 
Call us for Hotel Reservations: 


EASTBROOK 


FORT WAYNE AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. HAROLD STRAIT, Auctioneers 


324 W. MAIN ST. FORT WAYNE, IND. 


1254 


$3,500. City Motor Co., Donalsonville, 
Georgia. 


PARTS FOR SALE 


BUICK SHORT BLOCKS, brand new from 
factory, standard throughout, includes 
fitted pistons, pin, rings, wrist pins, main 
and camshaft bearings. List price $173,25 
—price to retailers $79.50 f.0.b. Des 
Moines. For Buick Special and Super, 
1936 to 1947 inclusive. Why overhaul? 
Howard Sole, Inc., 401 Grand, Des 

Moines, Iowa, 

WHOLESALE PONTIAC PARTS, large 
stocks of hard-to-get parts, body and 
fender parts for all models, Fast serv- 
ice, liberal discount. Walter H. Schultz 
Pontiac, 16-20 Passaic St., Trenton 8, 
New Jersey. 

NEW 1946 Chevrolet flat face cowls for 
Sale. Donohoe Chevrolet Sales, Brooklyn, 
Michigan, 





DISTRIBUTOR OF 
BRIGGS OIL CLARIFIERS 
CLOSING OUT LINE 


Will Dispose of Entire 
Stock Below Cost 


BOX 3348 
c/o Automotive News 
Detroit 26 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 


We Are Quantity 
Same Day Service 


Wholesalers: 
Shippers... 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Phone WAbash 1030 
CHICAGO 5, ILL 








TRUCK EPUIPMENT FOR SALE 


SLIGHTLY USED MUSTANG TRAILER, 
complete with hand control valve. A real 
bargain at $395. One new Ford truck 
cab, complete with cushions, glass, etc. 
Fits all conventional Ford truck models. 
F-1 through F-8, $250. Hamilton Bros., 
Inc., Ford Dealer, 56 Jersey Ave., Port 
Jervis, N. ¥., Phone: Port Jervis 4-5144. 


TRUCK EQUIPMENT FOR SALE 


FORD 
Truck Chassis and Cabs 


BRAND NEW 
Fl thru F8 
Large fleet operator's surplus equipment 
offered at better than wholesale. 
POWERS SERVICE - MASTER BODIES 
STAKE BODIES 


Truck Industries, Inc. 


289 Mason St. Greenwich, Conn. 
Tele. Greenwich 8-6700 


SHOP EQUIPMENT FOR SALE 


CHEVROLET DEALERS, Transmission re- 
builders, Chevrolet 4 speed transmission 
cases—part No. 590524. New army sur- 
plus, List $19.50—your cost $8.45 f.o.b. 
Saginaw. Only 200 available at this price. 
Send your order—we ship same day. 
wick Chevrolet Company, Saginaw, 

cl 


DODGE-PLYMOUTH enamel stick-out sign, 
Height approximately 11’. Manufactured 
by Walker & Co. Complete with neon 
tubes and transformer $150, F.O.B. 
Dearborn, Jack Powell Motors, Box 27, 
Dearborn, Michigan, 


MISCELLANEOUS 
$50 REWARD for recovery of Packard, 
four door sedan, 1951 series, golden 
brown, motor No, D-411068C, license 244- 
662 Ark. Call or phone collect, Packard 
bey Smith Co., Phone 8250, Fort Smith, 
rk, 


| CLAYTON G-41 vehicle analyzer (chassis 





ENGINE REBUILDING — 
grinding and  metalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce 
8t., Lynchburg, V' ja 


HOT ROD. The only monthly magazine 
about building as streamliners, 
etc. Sample copy $3 yearly, Hot 
Rod, 7164 Melrose, Holywood, Califernia, 
Dept. AN, 


SHOP EQUIPMENT FOR SALE 


dynamometer) almost new, Building con- 
ditions force sale. Cost $2,675. Best offer 
takes. Lehigh Motor Co., Inc., 723 Chew 
Street, Allentown, Pa. 

FOR SALE CHEAP. 1 two Post Globe 
Hoist, complete like new, ready for in- 
stallation. Fort Pontiac Sales, Inc., 6375 
West Fort Street, Detroit, Michigan. 

FOR SALE. 35 slightly used Lyons table 
top bins, complete with risers and 
dividers. $75 each. Southern Chevrolet, 
Inc., 243 W. Ponce de Leon Ave., 
Decature, Ga. 


Tow Bar Sales Company 


Direct Factory Distributors 
100 So. CLINTON ST. CHICAGO 6, ILL. 
DE 2-0700 - AN 3-8888 - DO Sash 


WANTED 
Automobile Merchandising 


Manager 


We have an immediate and attractive. opening for an ex- 
perienced merchandising manager in our Detroit region. 


Due to the importance of the work to be performed, this 
man must have at least 5 years’ previous automobile field sales 
experience, thorough knowledge of present-day dealer opera- 
tions and the ability to present, execute and follow through to 
completion, factory merchandising programs for dealers. 


Apply by letter giving complete outline of experience, age 
and marital status. Enclose snapshot if possible. No interviews 
can be given in advance of this information and your reply will 
be held in strict confidence. 


R. W. Straughn 
Merchandising Manager 
Hudson Motor Car Co. 
Detroit 14, Michigan 


Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Weekly Prices Mailed When Requested on Your Letterhead 
Every Thursday Every Friday 
MURFREESBORO, TENN. HUNTSVILLE, ALA. 
Phone 111 Phone 3188XJ 


Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 


NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [[] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 


Truck Dealer () 
insurance (1) Financial () 


Manufacturer [] 
Supplier [J 


Car Dealer (] 
Jobber (] 


lien 





in your territory 


directed at specific vocations, will give four of 
the strongest reasons for choosing from Amer- 
ica’s most complete line of trucks. 


When you handle International Trucks, you 
handle the most complete line of trucks in 
America. Among the 22 basic International 
Truck models and the 1,000 different specialized 
variations, there’s a truck to meet the require- 
ments of every prospect in your territory. 

This is the theme of full-page, full-color In- 
ternational Truck ads to appear next month in 
THE SATURDAY EVENING POST TIME 
NEWSWEEK COLLIER’S 


These ads, backed by advertising in magazines 


This promotion of the complete International 
Truck line is just one phase in International 
Harvester’s continuing campaign in support of 
dealers. This campaign is based on the sound 
principle that a consistently good line of trucks 
and consistently good advertising add up to 
consistently good profits for the dealer who 
takes advantage of them. 


international Harvester Builds McCormick Farm Equipment and Farmall 
Tractors... Motor Trucks... Industrial Power. .. Refrigerators and Freezers 


im / 
fmt ot: 
\A $ ; \/ 


INTERNATIONAL HARVESTER COMPANY * CHICAGO 


pM 








